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Sparks 


| state of the Nation’s Economy: 
Up 
_Business Votume— Physical vol- 
ne of business advanced to 100.8 
% latest week surveyed from 98.6 
m the preceding week, according to 
rron’s. A year ago this index 
d 113.3. 
| Srore Sates—U.S. department- 
store sales picked up in latest 
lapeek reported, running only 1 
percent behind the 1953 week, ac- 
‘cording to Federal Reserve Board. 
preceding week—which includ- 
Memorial Day—sales were 18 
ercent below a year earlier. 


'}Emptoyment — Seasonal rise jn 


m work lifted rural employment 
m 6,076,000 to 6,822,000, boosting 
tal employment in May from 60,- 
000 to 61,119,000, according to 
msus Bureau. 


. ‘ 
Down 


'Car Sates — The Department of 
Jommerce reported that auto sales 
¥ere running at an annual rate of 
0.7 billion thus far in 1954, com- 
jared with an annual rate of $34 
lion in early 1953. 

Reram, Sates — Declined about 3 
rcent during the first four months 
f 1954, according to Department of 
'ommerce. Retail sales in the first 
art of 1954 were at an annual rate 
= $167 billion, compared with an 
mnual rate of $172 billion in the 
ist part of 1953. 


Top Cars 


| New-car registrations for four 
hs, plus 15 states for May: 
Make 1953 Pos. 
Chevrolet 425,442— 1 
Ford 328,992— 2 
Buick 158,551— 4 
Plym. 199,586— 3 
Pontiac  129,337— 5 
Olds. 
Mercury 
Dodge 
Chrysler 
Stude. 
Cadillac 
DeSoto 
Nash 
Packard 
Lincoln 
Hudson 
Willys 
Kaiser 


12,776—17 
24,951—15 
19,694—16 
10,530—18 
Henry J 5,088—19 
Misc. 12,206 
Total All Makes 
1,790,304 1,891,264 
For further details, see Page 
2, today’s issue. 





| 


The Newspaper of the Industry 


DETROIT, JUNE 28, 1954 


A. 
LN 


* 


* 


This issue includes the monthly 
ENGINEERING SECTION 


$8 Per Year, 25c Per Copy 


Studebaker, Packard Foresee 
Selective Dualing of Dealers 


By Bob Finlay 
Managing Editor 


EW YORK. — Under the Stude- 

baker - Packard consolidation, 
separate dealer and sales staffs are 
to be retained, although some dual- 
ing of dealers and expansion of the 
dealer networks is planned. 

Stockholders will vote Aug. 17 
on the agreement, approved here 
Tuesday by directors, to combine 


Dealers Are Told 
How Agreement 
Affects Them 


Eprror’s Note: In the letters to 
dealers reprinted below, James J. 
Nance, president of Packard, and 
C. K. Whittaker, vice-president in 
charge of Studebaker sales, tell 
how the proposed Studebaker- 
Packard consolidation will affect 
dealers: 


TO PACKARD DEALERS—The 
attached facsimile of a statement 
given to the nation’s press today 
is beyond a doubt the most im- 
portant single communication 
that I shall ever send to you. 

Its content, which will reach 
the public presently, is a matter 
of deep pride and vast importance 
to both of us, as it is a matter of 
paramount interest to the Amer- 
ican public. It sets forth the gen- 
eral terms under which your 
board of directors have approved 
a plan to bring together the 
Packard and Studebaker enter- 
prises. 

The plan is now ready for sub- 
mission to our stockholders, and 
we hope to have their approval 
at a meeting scheduled during 
August. Close analyses of the 
facts set forth in this message 
will disclose that embodied in the 
plan are all of the elements that 
we have mutually agreed to be 
the basic success pattern for the 
type of sound businesses that are 
our mutual aims. 

Beyond wishing to communicate 

(Continued on Page 10, Col. 3) 
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Stock Vote Due Aug. 17 
On Joining of Makers 


Packard and Studebaker into 
Studebaker-Packard Corp. 

Chief executive officer and pres- 
ident of the new corporation will be 
James J. Nance, president of Pack- 
ard. Paul Hoffman, board chairman 
of Studebaker, will be board chair- 
man of the new corporation, while 
Harold S. Vance, Studebaker pres- 
ident, will be chairman of the exec- 
utive committee. 

Operation will be on a divisional 
basis, with executive offices in both 
South Bend and Detroit. 

* * 


oa 
VENTUALLY, Studebaker and 
Packard hope to be strongly 
represented in 4,000 marketing 
points. By latest count, Packard 
has 1,200 dealers and Studebaker 
about 2,500. 

Because the two lines sell in dif- 
ferent price classes, a dualing on a 
selective basis is planned. 

For example, Packard manage- 
ment believes that there are per- 
haps as many as 1,000 marketing 
points—generally the smaller ones 
—where Studebaker dealers might 
be able to sell a few Packards a 
month, 

It is reasoned that this would 
represent a new market for Pack- 
ards, not taking sales away from 


present Packard dealers. 
* ad oe 


ro marketing point will be re- 
viewed with an eye to its poten- 
tial in the light of the consolidation 
and the individual capacity of deal- 
ers in the area. 

Coverage of the markets will be 
worked out largely with present 
dealers, although executives said 
there will be additions. 

As for Studebaker trucks, Nance 
says the merchandising of these 
will be built around the strongest 


dealer in an individual market. 
* ok ca 


= present consolidation will 


combine the last of the so-called 
(Continued on Page 40, Col. 1) 


Frame vs. Frameless 


What is the future of unitized 
body construction? See Engineer- 
ing Section, starting on Page 15. 





| June New-Car Sales Bid for ’54 Peak 


By Bob Lienert 
Staff Writer 

E, which some dealers had 
feared would mark the begin- 
ng of summer's tapering-off in 
v-car sales, is promising to wind 
as the top month of the year 
far. 
| Unofficial reports show that 
Rew-car sales should easily top 
7 ) again. That would make 
fune the third consecutive 1954 
month in which more than a 

if-million new cars have been 


' 


: 
; 
i 
i 


And it would be only the second 
ne—the first was last year—that 
"Mere have been three 500,000-sales 
ionths in the first half.of the year. 
sf 7 * * 
E got off to a speedy start, 
with unofficial figures showing 
Mat more new cars were sold in 


; 


the first 10 days than in any sim- 
ilar period since May, 1953. 

It was also indicated that new- 
car sales in the first 10 days ran 
about 20 percent ahead of the 
same period of last month. 

A little more than half of that 
increase over May, however, prob- 
ably can be attributed to the fact 
that there was one more sales day 
in the June period. 

Any month which sees 500,000 
new cars registered falls into an 
elite class. 

* 


Oe * 
(pr Ficras registration fig- 
ures show that only 15 times 


In This Issue 


Registrations, Prices ..........Page 32 
Used-Car Auctions ........Pages 6, 30 
Engineering Highlights ........Page 15 


in history have 500,000 or more cars 
been sold in a single month. While 
official registration figures for May 
have not yet been completed, un- 
official tabulations put the total for 
that month at 503,000—the 16th 
month in the half-million class. 

Thus, June, 1954, should become 
history’s 17th month to show 500,- 
000 registrations. 

Among these top months, six 
were registered in 1953, six in 1950, 
one in 1951, one in 1941 and the 
others this year. 


Market observers report mild 
surprise over June’s developments. 
They had been dubious over the 
month’s prospects because of the 
relatively modest spring upturn 
evidenced in April and May. Some 
had feared that April-May per- 
formances indicated a sagging mar- 

(Continued on Page 41, Col. 4) 
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Salute to New Auto Deal— 


Marking an agreement by directors of both companies to combine Studebaker 
and Packard, the three principals engaged in a triple handshake last week at 
LaGuardia Airport in New York, prior to taking off for Detroit and South Bend. 


From left are Harold S. Vance, president 


of Studebaker; James J. Nance, president 


of Packard, and Paul G. Hoffman, chairman of Studebaker. Hoffman will be board 


chairman of the new Studebaker-Packard 


Corp.; Nance will be president and chief 


executive officer, while Vance will be chairman of the executive committee. 


Output: 2,957,000 Cars 


First-Half to Fall Just Short of 3 Million; 
W eek’s Total Is 133,752 Vehicles 


By Tom Hewitt 
Staff Writer 
ITH the first half of 1954 virtu- 
ally over, it now appears that 
January-June output will amount 
to 2,957,000 cars. That would give 
1954 the fourth-best first half in 
history. 
Moreover, few observers dispute 
the widely held belief that the 
year will wind up as the third or 
fourth best. It is commonly be- 
lieved that car output will total 
5.3 million units by year’s end. 
Production held level last week 
at the same rate as in the two pre- 
vious weeks. U.S. plants turned out 
113,610 cars and 20,142 trucks, ac- 
cording to Automotive News esti- 
mates, compared with 113,626 cars 
and 20,227 trucks in the week 
earlier. 
x OK x 
UNE totals should amount to 
503,800 cars and 89,400 trucks, 
compared with 494,210 cars and 89,- 
188 trucks in May, and 588,658 cars 
and 75,144 trucks in June, 1953. 
Though July will have the same 
number of working days as June, 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


163,090 


183,752 133,853 


Last Prev. 1953 
Week Week Week 


For complete production totals 
by makes, see table, Page 41. 


| output is slated to decline moder- 


| ately. 
| Car output would have been 


| higher last week had Studebaker 


| been in operation at South Bend. 


| Only its Los Angeles assembly 
plant and truck line worked, Thus, 
| it counteracted the rise by Chrysler 
| division, which worked five days, 
| compared with three days in the 
| previous three weeks. 

7 = ~ 
| Chrysler division boost re- 
flects the higher level of dealer 
(Continued on Page 41, Col. 1) 


Salesmen Strikes 
Hit 77 Dealers 
In the West 


By Joe Callahan 
Staff Writer 

EVENTEEN Tacoma (Wash.) 

dealerships were virtually closed 

last week, bringing to 77 the num- 
ber of western dealerships affected 
by walkouts of salesmen. 

Striking the Tacoma dealers, 
members of the Tacoma Automo- 
bile Dealers Assn., were 140 sales- 
men, affiliated with Local 1048 of 
the AFL Auto Salesmens Union. 

Meantime, negotiations between 
representatives of 400 salesmen and 
54 struck dealerships, affiliated with 
the East Bay (Calif.) Motor Car 
Dealers Assn., had proved fruitless 
despite several meetings since the 
walkout began June 14. 

* * * 


Amos the San Francisco Bay, 
Local 775 of the AFL Retail 
Clerks Union extended its “creep- 
ing” strike to a sixth dealership, 
Camino Motors (Ford), in Burlin- 
game, Calif. 

In the Tacoma dispute, the 

(Continued on Page 42, Col. 1) 
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How Ford’s Top New-Car Outlet Does It... 
Brown’s Salesmen All ‘Dealers’ 


Eprror’s Note: How did Ford's 
top new-car-sales dealer get that 
way? Automotive News sent 
Writer Bob Lienert to Lewis F. 
Brown, Inc., Detroit, to find out. 
Herewith are his findings: 

By Bob Lienert 
Staff Writer 
EITHER the salesmen nor the 
customers are pushed at Lewis 
F.. Brown, Inc., Detroit Ford dealer. 

As a result, the salesmen turn in 
exceptionally good performances, 
and satisfied buyers drive away new 
cars at a clip that last year made 
this unorthodox dealership tops in 
new-car sales among all Ford out- 
lets in the U. S. 

Joseph N. Garbarino, graying, 
soft-spoken general manager, has 
never varied his basic formula 
since he took over his job in 
1939: 

Absolute fairness toward the cus- 
tomer; a free hand for the sales- 
men, and a blanket ban on gim- 
micks and comeons. 

Lewis F. Brown, starting his 19th 
year as a Ford dealer, says: “I’ve 
always figured that a dealer is 
smart to do the best he can for the 
customer. We do that here, and I 
think business has shifted in our 
favor because of that.” 

- * a 


E of the things that indicates 

that Brown is right—and that 
Garbarino’s methods pay off—is 
that 35 percent of the dealership’s 
sales is comprised of repeat or re- 
ferral business. And last year 
Brown’s sold 3,846 new cars. 

Garbarino feels that the square 
deal and a relaxed atmosphere make 
up a surefire combination. He wants 
his salesmen to have plenty of 
hustle, but he feels that hustle can 
defeat itself if it shows too much. 

He feels that wheel-’em, deal- 
’em tactics, such as would-you- 
takes, make more enemies than 
sales—and he’s after sales. He 
also rules out paid bird dogs. 

“Queer more deals than they 
make,” he explains tersely. 

The hectic, treadmill atmosphere 
typical of most volume dealerships 
just doesn’t exist at Brown. 

“High pressure puts the custom- 
er on edge and the salesmen on 


How They Fared ... 





Imported Cars 


April, 1954 4 Mos., 1954 
1—321 MG 1,081— 
2—311 Jaguar 1,127— 1 
3—297 Volkswagen 742— 4 
4—246 Hillman 1,019— 3 
5—206 Austin-Healey 567— 6 
6—175 Austin 572— 5 
7—126 English Ford 502— 7 
8— 87 Morris 345— 8 
9— 79 Triumph 156— 9 

10— 45 Porsche 145—10 
1l— 40 Mercedes-Benz 142—12 
12— 32 Sunbeam Talbot 144—11 
13— 24 Singer 81 —13 
14— 18 Rover 81 
61 Miscellaneous 236 
Total All Makes 
2,068 6,940 








Chrysler Record Breakers Tell It to Quinn— 


edge,” says Clifford W. Knight, 
sales manager. “That won’t pay off 
in the long run.” 

Garbarino adds: “You can’t win 
with a knife. Only with a pencil 
and your noodle.” 

* 


* * 


VERY customer at Brown’s is 
supposed to have the feeling 
that he is in the driver’s seat all 


the way on every deal. To help do 
away with any possible feeling on 
the part of the customer that he is 
being trapped, the dealership has 
no closing rooms. 

Deals are written and closed at 
individual desks located in the open 
along the edge of the showroom. 

The dealership, in effect, acts as 

(Continued on Page 14, Col. 1) 





Ford Engineering Facilities Grow— 


A future hub of Ford Engineering research activities will be this scientific laboratory, 
one of a series of additions planned for the company's Research and Engineering 
Center in Dearborn. It will provide 385,636 square feet of floor space. 


Sales of Imported Cars 
Off Sharply This Year 


NEW YORK.—Foreign-car sales 
in the first four months of 1954 to- 
taled 6,940, a 36.2 percent decrease 
from the 10,882 sales in the same 
period of last year. 

The decline, however, has ap- 
parently slowed down, for at the 
end of the first three months, 
1954 sales had dipped 39.4 per- 
cent under 1953’s like period. 
Sales for April alone totaled 2,- 
068, a slip of 27.1 percent from the 
total of 2,839 in the same month 
of 1953. 

MG, for the first time in 1954, 
wound up in first place in the 
monthly total. Jaguar had held that 
distinction in the first three months 
and is still on top in four-month 
totals. 

MG sales in April totaled 321 ve- 
hicles, or 15.5 percent of the total 
foreign-car market, while Jaguar 
sales totaled 311, roughly 15 per- 
cent of the market. 

Both makes sold far fewer 
units than they did in the same 
month of last year. MG was down 
49 percent and Jaguar dropped 
22 percent. 

While Jaguar has sold fewer cars 
so far this year than it did last, it 
has moved up from fourth place a 
year ago to its present front-run- 
ning position in the four-month 
totals. 

Volkswagen, a consistent gainer 
in the face of the declining foreign- 





Ed C. Quinn (third from left), Chrysler division president, gets the lowdown from 
Tony Bettenhausen, Chrysier-Plymouth dealer in Tinley Park, Ill., after a record run 
during which a Chrysler New Yorker Deluxe was driven 2,836 miles in 24 hours at 
an average speed of 118.2 miles per hour. With them are the Chrysler test drivers 
who took turns at the wheel with Bettenhausen, an American Automobile Assn. racing 
champion. The event was staged at the Chrysler Proving Grounds near Chelsea, Mich. 








car market, jumped to third place 
in April, with 297 sales for a mar- 
ket penetration of 14.4 percent. 
Volkswagen had been in fourth 
spot in March. 

A year ago, Volkswagen had 
registered only 70 units in April for 
2.5 percent of the market. For the 
first four months of this year, the 
VW claimed 10.7 percent of the 
market. 

Fourth place in April went to 

(See FOREIGN CARS, Page 34, Col. 3) 


VanDerzee Tells 
Of New Spurt 
In Hudson Sales 


DETROIT.—Sales of Hudson cars 
during the first 10 days of June 


showed an increase of 35 percent | 
over the preced- | 


ing May period, 


sales vice - presi- 
dent, said last 
week. 

Hudson sales 
previously were 
reported up 31 
percent during 
the last 10 days 
of May. 

Jets led the 
June sales gain 


N. K. VanDerzee 
with an increase of 49 percent over 


the 
said 

VanDerzee credited the advances 
to aggressive merchandising by 
dealers and a hard-hitting sales 
campaign backed by expanded ad- 
vertising activities. 

He said: “Hudson dealers have 
been vigorously pursuing a ‘Five- 
A-Day’ program in contacting pros- 
pects. They are demonstrating that 
the key to sales results today is 
aggressive, pre-World War II sales- 
manship. 

“American Motors management 


is backing the Hudson retail sales 
organization with every possible 
sales aid, including a strong adver- 
tising program. Dealers are realiz- 
ing the benefits of their strength- 
ened competitive position resulting 
from Hudson’s consolidation with 
Nash-Kelvinator Corp.” 


Dartmouth Cites Bradley 

HANOVER, N. H.—(UTPS)—Al- 
bert Bradley, executive vice-presi- 
dent of General Motors, received 
an honorary degree of Doctor of 
Laws at the 185th commencement 
of Dartmouth College. 


previous period, VanDerzee 


N. K. VanDerzee, | 











31-Millionth V ehicle 
Built by Chevrolet 


Keating, general manager of 
Chevrolet, was built only five 
months 26 days after the 30 mil- 
lionth. On only two previous oc- 
casions 





Ford to Enlarge 

Research Center 
es « 

By 3 Buildings 

DEARBORN.—Three new build- 
ings and an addition to a fourth, 
totaling nearly a million square feet 
of floor space will be constructed at 
Ford Motor Co.’s Research and 
Engineering Center here, according 
to Earle S. MacPherson, engineer- 
ing vice-president. 

MacPherson said the new con- 
struction will complete the major 
part of an engineering facilities ex- 
pansion begun in 1947 as a me- 
morial to the late Henry and Edsel 
Ford. 

Largest of the structures will be 
the body engineering building. It 
will cover 551,201 gross square feet 
of floor space. Of this total, 334,637 
square feet will be used for offices 
and drafting areas, and 216,564 
square feet for experimental body 
shop activities. 

A scientific laboratory and re- 
search building will provide 385,- 
636 gross square feet of space. It 
will house the scientific laboratory 
and research department in sepa- 
rate wings connected by a central 
library and a common lobby. 

The addition will be a new wing 
for the engineering administration 
building. It will provide 24,000 
square feet of floor space for trans- 
mission department activities. 


Triumph Sales 


Worth Million 


NEW YORK.—Sales of Triumph 
T. R. 2 sports cars in the U. S. have 
exceeded one million dollars since 
February, according to W. J. R. 
Warren, export-sales director for 
Standard Motor Co., Ltd., Coventry, 
England. 

Sales were made through Stand- 
ard’s American affiliate, Standard- 
Triumph Motor Co., Inc. 

The Triumph is distributed west 
of the Mississippi by Cal Sales, Inc., 
Gardena, Calif., and in the eastern 
states by South Eastern Motors, 
Inc., Washington. South Eastern 
plans to open additional offices in 
New York. 


Addition to Office Building 


Nearly Ready at Pontiac 

PONTIAC. —A three-story addi- 
tion nearing completion at the Pon- 
tiac plant adds 10,350 square feet of 
office space to the personnel and 
purchasing building, according to 
Robert M. Critchfield, general man- 
ager of the division. 

The basement of the addition will 
be used as a reception room and 
terminal for Pontiac’s tour train 
for plant visitors. 


—_—<——_$_$—$$_ $$$ sss 


32 Nash Dealers _ 
Signed in 10 Days 


Additions Are Made 
In Sixteen States 


DETROIT.—The addition of 32 
new Nash dealerships in 16 states 
the first 10 working days in June 
was announced last week by H. C. 
Doss, Nash sales vice-president. 

The new dealerships include: Roy 
Bridges & Co., Birmingham, Ala.; 
Forslev Nash Motors, Lakeland, 
Fla.; Gene Brown Motors, Newton 
Center, Mass.; Bay Path Motors, 
Norwell, Mass.; Jose Bros. Garage, 
Waterville, Me.; Harold’s & Bill's 
Auto Service, Hillsboro, O.; Don 
Nall’s Nash, Muncie, Ind.; Sager & 
Weisend, Newark, O.; Cassin Man- 
ley, Waterbury, Conn.; City Garage, 
Kingston, N. Y.; Broad Street Nash, 
Essex - Newark - Central; James 
Nash, Jamaica, N. Y. 

Jack Wallace Motors, Ronceuerte, 
W. Va.; Caratilli Nash Service, 
Jacksonville, Pa.; Wynn Bros., Dan- 
ville, Ill.; West Lake Nash Sales, 
Melrose Park, Ill.; Hobart’s Nash, 
Picas, Tex.; Fisher Motors Nash, 
Dallas - Oaklawn; Vowser Motor 
Co., Valentine Neb. 

Selden & Brand, E. Dearborn, 
Mich.; Jeffers Auto Service, W. 
Dearborn, Mich.; Gibson Motor 
Sales, Cadillac, Mich.; John’s 
Service, Honor, Mich.; Milton 
Johnson, Little Falls, Minn.; 
Grover Motor Sales, Inc., W. Du- 
luth, Minn.; Robert Goucher Auto, 
Alva, Okla.; Floeck & Davidson, 
Amarillo; Bay Motors, Costa Mesa, 
Calif.; Le Blanc Nash, S. Los An- 


geles; Reseda Motors, Reseda, 
Calif.; Rabuzzi Motors, W. Los 
Angeles; Maddux Motors, Port 


Angeles, Calif. 


Plymouth Names 


Ruef in Sales 


DETROIT.—Appointment of Paul 
M. Ruef to the Plymouth execu- 
tive sales staff was announced last 
week by William 
J. Bird, general 
sales manager. 

Ruef will direct 
Plymouth’s used- 
vehicle merchan- 
dising program. 

Connected with 
the auto business 
for more than 30 
years, Ruef was 
- transferred to 

- Plymouth from 
eS ae Dodge, where for 
the past year he had served as re- 
tail promotion manager and as a 
member of the executive sales staff. 








Chrysler Board Boosts t 


Jacobson and Misch 


NEW YORK.—C, L. Jacobson 
and F. W. Misch were elected 
vice-presidents of Chrysler Corp. 
at last week’s meeting of the 
board of directors. 

Jacobson’s election follows his 
appointment June 14 by President 
L. L. (Tex) Colbert as executive 
in charge of the corporation’s 
sales activities. Misch is comp- 
troller and in charge of the com- 
pany’s divisionalization program. 








Pittsburgh Dealers Dust Off Fish Stories— 


Harriet Treon (left), gets pointers on fishing from William E. Guckert (center), ex 
ecutive secretary of the Allegheny County (Pittsburgh) Sportsmens League, and &. © 
Gourley jr., president of the Allegheny County Chevrolet Dealers Assn., which will 
hold a fishing contest July 17-18 at North Park Lake. 
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Re dy centers 















ECENTLY a dealer remarked 
; that each new mechanic he put | 
‘on his force represented a loss to 
‘him. Unless the service department 
ig given careful attention, there is 
much to discourage dealers and | 
make the employment of people in | 
“the department burdensome and | 
t pide 

Something is obviously wrong 
en such a situation exists. This 
certainly a growing field and | 
ht to provide opportunity both 

for worker and employer. Many 

‘think this situation is due to the 
= that factory pressure for new- 

sales diverts the interest of 
, y operators from the oppor- 
tunities in the service end of the 
“business. | 
_ Many dealers are turning to 
profit sharing to overcome this 
_ difficulty. In recent years, profit 

“sharing has had a meteoric 
growth in this trade. Sound profit- 
sharing plans are proving time 
and again a sure way to encour- 
‘age dealers to employ more peo- 
‘ple and create a healthy, attrac- 
tive climate for them. 

_ Successful profit-sharing dealers 
‘Bre located in most every territory 
in America. One can be located 
near you through your state associ- 
m or dealer line groups. Dealer- 
ps are locally operated institu- 
s and therefore provide an ideal 
ation for obtaining maximum 
efits through profit sharing. 
_ Such a plan, however, must not 
instituted merely as a means of 
ring profit with the workers. 
With such an attitude, nothing ever 
pens. Workers soon consider 
additional income their vested 
t. Neither should it be consid- 
as &@ Means of combating 
ion organization, because suc- 
tessful profit-sharing plans operate 
@ither with or without unions. 
ze * * * 
Profit Sharing 
IS to be hoped that sometime 
in the future, when he has fin- 
with more immediate press- 
duties, NADA Executive Vice- 
ident Fred Bell, who has a 
kground of experience in human 
Telations, will make a survey of the 
ffade on the subject of profit shar- 
and propose a definite plan to 
followed. 

Many dealers consider they are 
fit sharers because they have a 
us arrangement with their de- 
tment heads. This is not true 
fit sharing. Other dealers believe 
t splitting of income with me- 


+ . * 

_ Top Optimist 
Perkins Elected President 

5 Of World Group 
"LOUISVILLE. —Maurice Perkins, 
mrysler-Plymouth dealer here, has 
nm elected president of the Opti- 


t International. He formerly was 
bpe-president. 


Perkins is a past president of the 
bwntown Optimists and a past 
vernor of the Third District Opti- 
ists, w.hich includes Kentucky, 
hio and southern Indiana. He was 
dorsed by the district for the 
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Dealers tell me 


By John O. Munn 


| chanics is profit sharing. That is 
not so. When you pay a percentage 
of the labor charge to a mechanic, 
it is merely a means of figuring 
wages and has nothing whatever to 
do with profit. Real profit sharing 
| reaches down to the lowliest em- 
| ploye and produces a common in- 
| terest so that all work together to 
obtain higher production efficiency 
and more profit for all. 

Real profit sharing satisfies the 
basic human desire to belong and 
participate. It develops the high- 
est level of worker morale, It 
makes each worker realize that 
he has a part in contributing to 
the common good, It makes him 
alert to eliminate waste and loss 
of time. If the plan is adminis- 
trated with judgment, it gets 
team work and cooperation un- 
obtainable through other meth- 
ods. 

But it is not a substitute for good 
management. It requires real lead- 
ership. Dealers who employ it use 
the same methods as a football 
coach does to inspire his team, and 
it is the inspiration that he fur- 
nishes that determines the measure 
of its success. 

The amount of profit to be shared 
with workers varies. Sometimes as 
much as 50 percent of the profit is 
alloted to the fund, which is dis- 
tributed in cash at certain periods 
of the year or used to buy pensions 
for employes. But when a certain 
allotment is promised, no change 
in the percentage should be made. 
Usually there is a waiting period 
before an employe is eligible. This 
waiting period determines how the 
new worker fits in with the perma- 


nent staff. 
* * x 


Educate Workers 


fps plan has been started by 
many dealers by first appoint- 
ing a committee of their workers 
to investigate various profit-sharing 
plans and to make recommend- 
ations. Sometimes a committee is 
elected by the workers. This tends 
to get a plan off to a good start. 
Any profit-sharing plan must in- 
clude frequent communications to 
each employe either through meet- 
ings or bulletins as to the exact 
status of the fund and how it is 
progressing. The plan must be ad- 
ministrated fairly, and each worker 
should understand the plan thor- 
oughly. 

The dealer must first get his 
house in order. Employes’ sugges- 
tions are helpful in accomplishing 
this project. They should be en- 
couraged to ask questions and to 
make comments and have their 
problems fully considered. All the 
problems of the dealership, such as 
new-car selling, used-car market- 
ing, parts quota and service volume 
should be constantly reviewed. The 
profit picture should be given fre- 
quently so employes are in a posi- 
tion to deliver maximum help. It 
educates them to the problems and 
gains their sympathy and helpful- 
ness. It broadens their outlook. 

Verne Orr (Chrysler), Pasa-. 
dena, Calif., explains expense and 
overhead to his employes by di- 
viding up stacks of silver dollars 
to show where each dollar of in- 
come goes. This gives him an 
opportunity to give a full explan- 
ation as to how each department 
operation affects the total profit 
and leads on to the further dis- 
cussion of the necessity of top 
efficiency, the necessity of quality 
work, the careful care of equip- 
ment, the avoidance of waste and 
the necessity of courtesy to cus- 
tomers, 

Such a discussion also emphasizes 
the dealership’s competitive sit- 
uation and the fact that, after all, 
the customer is the boss and that 
each worker by harmonious and 
energetic cooperation makes his 
own job security. 

No matter what the economic 
conditions, there will always be 
business for the best institutions. 
Discussion of all the problems in 
the business is important because 
(See MUNN, Page 38, Col. 3) 





Plans in Ashes 


| Jalopy Bonfire Touched Off 


Ahead of Time 


ROCHESTER, N. Y.—Plans of 
the Rochester Automobile Dealers 
Assn. for a spectacular safety dem- 
onstration went up in smoke a week 
ahead of the scheduled event. 

Dealers had been towing old cars| 
to a vacant lot where they planned 
to apply a torch and impress upon 
the public the importance of getting 
unsafe jalopies off the road. 

But somebody beat the dealers to 
it. A fire, almost as spectacular as 
the one planned by the dealers, 
raced through the lines of parked 
jalopies. The flames reduced most 
of the automobiles to blackened 
ruins, 

Battalion Chief Samuel J. Josnell 
said the blaze was touched off. The 
Arson Squad was investigating. 





Two-Thirds of Families Own Autos... 





60 Pet. of Car Buyers 
Purchase on Credit 


WASHINGTON.—About three- 
fifths of all automobile buyers util- 
ized credit in 1953, according to the 
Federal Reserve Board in its latest 


| survey of consumer finances. 


In early 1954 nearly two-thirds of 
all spending units owned one or 
more automobiles, it said. 

The current FRB report is the 
second in a series of three articles 
presenting the results of its con- 
sumer finance studies, conducted in 
cooperation with the University of 
Michigan. 





The first, reported in Automo- 








NADA Convention Committee Meets— 
Plans for the 38th annual NADA convention to be held Jan. 29-Feb. 2 in Chicago | 


were discussed at a meeting of the convention committee in Detroit. Seated (from 
left), are Frank Collord, NADA secretary and director for lowa; Frank H. Yarnell, 


NADA first vice-president and chairman of the convention committee; A. C. Hall, | 
NADA director for Wisconsin, and Harry B. Craycroft, director for Illinois. 


on is Ray Chamberlain, NADA director of conventions. 


* * * 


* x * 


40% of NADA Show Space 
Now Sold, Yarnall Says 


DETROIT. — Approximately 40 
percent of all space available for 
NADA’s 1955 Equipment Exhibition 
has been sold and applications still 
are pouring in, Frank Yarnall, first 
vice-president of NADA and chair- 
man of its convention committee, 
told a meeting of the group here 
last week. 

The exhibit will be held in con- 


junction with the NADA conven- | 


tion Jan. 29-Feb. 2 in Chicago. 


Highlights of the exhibition will | 
include service clinics conducted by | 


nationally known authorities and a 


special truck equipment and acces- | 


sory show. 

Yarnall told the committee that, 
from all indications, the largest at- 
tendance of automotive retailers in 


the history of the exhibition may | 


be expected. 
Present at the meeting were the 
following committee members: 


| 





Frank Collord, NADA secretary 


R.1I. Dealers Map 
°55 Auto Show 


PROVIDENCE.—(UTPS)— | 


Groundwork for a 1955 auto show 
has been laid by the board of di- 
rectors of the Rhode Island Auto- 
mobile Dealers Assn., according to 
Miss Margaret “Boodry, executive 
secretary. 


Show committees have been named | 
and asked to make their reports at | 
the association’s fall business meet- | 


ing. 

President Leo Carey also appoint- 
ed a committee to work with the 
Rhode Island Registry of Motor 
Vehicles and the Legislature to de- 
termine what legislation is needed 


to establish a semiannual safety in- | 


spection for all motor vehicles. 


Another committee was named to 
work closely with newspapers, in- 
surance companies, police and high- 
way authorities in a continuing in- 
vestigation of ways to reduce in- 
surance costs. 


and director for Iowa; Harry B.| 
Craycroft, director for Illinois; A. | 
director for Wisconsin; | 
| Ray Chamberlain, NADA director 


C. Hall, 


of conventions, and Edward L. 
Cleary, representative of the Auto- 
motive Trade Assn. Managers. 

Yarnall announced that the 
principal theme of the 1955 con- 
vention will be the profit picture 
in the automotive industry and 
that special business sessions on 
dealership management are 
planned. 


Yarnall also told the committee | 
| that practical programs for the ex- 
|pansion of the nation’s highway 
| system will be submitted to the 


convention. 
He also stressed the need for 


careful study of service problems | 


and discussion of the most efficient 
service methods. 
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On the House. . . 


Dealers should not expect miracles overnight, as 
a result of the Studebaker-Packard consolidation, 
but the long-range outlook is good. Management of 
the two companies are to be commended on com- 
pleting the marriage while it was a free choice of 
both parties; no shotgun wedding this . 
in the case of the consolidation of Hudson and 
Nash into American Motors earlier this year, it will 
take a good year or 18 months before Packard and 
Studebaker can be “digested” into one... 

Many observers believe the merging of various 
independent makers will take the monopoly pres- 
sure off the Big Three;-in fact, there’s been a 
rumor going the rounds that the big companies 
have been encouraging such mergers through financial houses .. . 
Be that as it may, the immediate effect of the mergers will be to 
preserve hallowed make names, their dealer bodies and increase 
competition for the Big Three... 

That the mergers of the independent firms into the “Little Three” 
(including Kaiser-Willys of last year) will eventually lead to a Big 
Four is a foregone conclusion. Whether it will be called American 
Motors Corp., as some observers believe, or whether George Mason, 
or Jim Nance or Paul Hoffman heads it up, doesn’t matter because 
all of these men are exceptionally capable. 


tive News last March, presented 
information on the economic out- 
look of consumers and their plans 
for purchasing durable goods. 
The final article, due about Aug. 
10, will analyze the financial posi- 
tion of consumers. 


The steady postwar rise in the 
median amount consumers paid for 
new cars came to a halt in 1953, 
says the report, although the medi- 
an net outlay after tradein or sale 
of previously owned cars increased. 


The median net outlay for used 
cars was unchanged, the study 
found. 


Buyers of new cars utilized cred- 
it almost as frequently as buyers 
of used cars. 

Marked increases in new-car pur- 
chases were reported in 1953 by 
skilled and semi-skilled workers, 
unskilled and service workers and 
farm operators. Purchases by these 
three occupational groups account- 
ed for nearly one-half of all new- 
car purchases in 1953, compared 
with only about one-third in 1952, 
the report points out. 

Significant increases in fre- 
quency of car purchases were re- 
ported for the South and North- 
east, where, it was noted, car 
ownership “has been and remains 
less common than in other 
regions.” 

Increases were substantial for 


|'both new and used cars in the 
| South, while they were limited to 


new cars in the Northeast. 
Location, as well as income, says 


|the report, appears to be a signi- 


ficant factor in car ownership, add- 
ing: 

“A larger proportion of each in- 
| come group owns one or more cars 
|in the West than in other parts 
of the country, and the proportion 
of spending units owning two or 


|more cars is more than twice as 
| large there as in other regions.” 


Nearly one-half of the automo- 
biles owned by consumers with 


| incomes of $5,000 or more were 


1951 or later models at the be- 
ginning of the year and only 
one-tenth were prewar models, 
the study shows. Most of the cars 
owned by consumers with in- 
comes of less than $3,000 were 
(See BUYERS, Page 35, Col. 2) 





Anti-Bootlegging Bill 
Is Ready for House 


WASHINGTON.—At press time 
Thursday, it was understood that 
introduction in the House of a 


companion anti-bootlegging bill 


to the Senate Dirksen bill was 
due at any moment. 

The House bill would be the 
same as the Dirksen bill. The 
object is to expedite through Con- 
gress legislation to amend the 
anti-trust laws so that a clause 
could be inserted in auto dealer 
contracts to prohibit bootlegging 
of cars. 





Just as 


—Pete WemMuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM 


7 71. Fair and equitable contracts between manufacturers and dealers in 
A motor vehicles, parts and accessories; 


{ 2. Every dollar of gasoline and oil taxes, collected by state and federal 
€ governments, applied to the building and maintenance of highways; 


K 7 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


Capsule Comment 


- During the first four months of 1954, there were 101 auto 
dealers who went bankrupt, compared with 88 failures in 
all of 1952 and 80 in all of 1951, report Dun & Bradstreet. 


Need more be said about selling tactics of the past 
year? 
. ~ * + 
National Labor Relations Board has ruled that salesmen 
and shop personnel may not be lumped together in one unit 
for bargaining purposes, unless all parties request it. 
An important reversal of the famed “Bogalusa (La.) 
Decision.” . 
Oe * * 
Cold economic facts of life, rather than investigations or 
public pressure, will end the present crazy auto market and 


return reason and balance to the auto industry, believes 
Clare E. Briggs, sales chief of Packard. 


We hope so. 





Everyone thought in 1942 that four-fifths of the nation’s | 
auto dealers would go out of business because new-car pro- | 
duction was halted by the war, but 90 percent of them 
stayed in business by latching onto service and used-car | 
potentials, notes Ray Chamberlain, NADA convention man- | 
ager. 

Still a good bet in today’s stituation. | 
e * e | 

U. S. Justice Department has turned thumbs down on all | 
of NADA’s proposals to halt new-car bootlegging, using as 
an excuse that there is no precedent for such a ruling. 

Doesn’t make sense to us, because at one time or another 
all decisions set a precedent. 
* * * 
New cars now being received from the factories are ap- 


parently in the best mechanical condition in history, dealers 
report. 
Building better cars, if not so many of them. 
” * * 


A “brainy brake,” incorporating an automatic sensing 
device in each wheel to regulate applied force, is in the 
works, the SAE is told. 


Who’s working on a “brainy driver”? 





Events 


Dealer Conventions 


Aug.—Automobile Dealers Amesis tion of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs. 

Sept. 10-11—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 10-12 — Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Rockland, Maine. 

os. 12-13— South Dakota Automobile 

alers Association Convention, Rapid 
City, South Dakota. 

Sept. 16-18—New Mexico Automotive Deal- 
ers Assn. Convention, Hotel Hilton, 
Albuquerque. 

Sept. 17—Kansas Automobile Dealers Assn. 

nvention, Broadview Hotel, Wichita, 


Kans. - 

Sept. 19-20—Automobile Dealers Associa- 
tion of North Dakota, Convention, Fargo, 
North Dakota. 

= 19-22—New York State Automobile 

ealers Convention, Saranac Inn, Sara- 
nac, New York. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet 
Hotel, Minneapolis. 

Sept. 21-22—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee; 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 

Sept. 28-29—Automobile Dealers Assn. of 
Alabama, Inc., Convention, Buena Vista 
Hotel, Biloxi, Miss. 

Oct. 3-4—Oklahoma Automobile Dealers 
Association Convention, Skirvin Hotel, 
Oklahoma City, 

Oct, 3-5—Automobile Dealers Association 
of Alabama Convention, Biloxi, Missis- 


sippi. 

Oct. 8-9—Pennsylvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Mississippi Automobile Deal- 
- Assn. Convention, Buena Vista Hotel, 

Oxi. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Ogle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
tion Convention, Peabody Hotel, Mem- 


phis. 

Oct. 23-25—Arkansas Automobile Dealers 
Association Convention, Marion Hotel, 
Little Rock. 

Oct. 24-26—Florida Automobile Dealers 
Assn. Convention, George Washington 
Hotel, Jacksonville, 
ct. 26 — Connecticut Automotive Trades 
Association Convention, Hartford, 

Oct. 31-Nov. I—I0th Annual Convention, 
Texas Independent Automobile Dealers 
Association, Hilton Hotel, Fort Worth. 

Nov. 7-?—Ohio Automobile Dealers Assn. 
Convention, Mayflower Hotel, Akron. 

‘Nov. 7-9 — Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
Louisville. 

Nov. 14-16—National Used Car Dealers 
Association Convention, Empress Hotel, 
Miami Beach, Fla. 

Nov. 18-19 — Idaho Automobile Dealers 
oom Convention, Boise Hotel, 
joise. 

Nov. 20— Utah Automobile Dealers As- 
sociation Convention, Newhouse Hotel, 
Salt Lake City. 

Dec. 2-4 — Montana Automobile Dealers 
—_ Convention, Florence Hotel, Mis- 
soula. 

Dec. 7 — Milwaukee County Automobile 
Dealers Assn. Convention, Milwaukee 
Athletic Club, Milwaukee. 

* * «* 


Dealer Auto Shows 


Jan. 8-16—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago. 

Jan. 8-16—Washington, D.C. Auto Show, 
Washington, 

Jan. 29-Feb. 6—Detroit Auto Show, Mich- 
igan State Fair Grounds, Detroit, 

Feb. 5-12 — Milwaukee Auto Show, Mil- 
waukee Auditorium, Milwaukee, 

Feb. 12-19—San francisco Auto Show, Pan 
Pacific Auditorium, San Francisco. 


* * * 


General 


July 12-16—ATAM Annual Meeting, Broad- 
moor Hotel, Colorado Springs, Colo. 

August ie sony of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 

Sept. 10-12—National Truck Leasing Assn., 
10th Annual Meeting, Bismarck Hotel, 

Sept 18.17 

E — National Petroleum Assn. 

Find Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 

Sept. 20-22 — Truck Body and Equipment 
Association, Inc., Hotel Statler, Buffalo. 

Sept. 23-25—Automotive Parts Rebuilders 
Assoc. Convention and Parts Show, 
Morrison Hotel, Chicago. 


20 Years Ago... 


The Big Story 


Production of cars, trucks and buses throughout the world during 
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‘Tipsheet Operations . . 5 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


| own business.—Georce W. Carell, 
Honakers Garage, Inc. (Chrysler- 
Plymouth), Red House, W. Va. 
Eprror’s Note: Automotive News 
feels that the tipsheet type x 
operation engaged in by the fina 
cial publication serves neither the 
dealers nor the makers—nor the 
public. We hope Dealer Cargill 


Irresponsible 


A few days ago I stopped into 
the local grocery store to purchase | 
a package of cigarets. The grocery | 
asked me about the 1955 models, | 
and I of course told him that I| 
knew nothing about them, 

He then started telling me about | 
what the various manufacturers | 
| were doing for the new models. To ait eemsere ths OA2 ae 
|top it off, he went into the office) ~~. P : 
oan got a picture of the 1955 Chev- | with the facts come autumn, be 
rolet, Ford and Dodge from the| cause the article has been pretty 
| Wall Street Journal. | well discredited in automotive 


I borrowed this issue from him,| ©ircles. 
| and from it learned more about the | We at Automotive News—and 
| automobile business in five minutes| at other responsible publications 
| than I have been able to find out) —have always felt that dealers 
‘from all of the auto publications) and makers alike profit from the 
| put together. secrecy which surrounds each 
| It seems like a hell of a note to| year’s new models. And we've 
subscribe to all of the trade publi-| always felt that stories giving 
cations on the market, and then! specific information (right or 
have to go to a grocery store to| wrong) about models that won't 
| find out what is going on in your, be on the market for many 
months slows up the selling of 
current models. 


As a result, while automotive 
publications know the sources of 
new-model information, most of 
them think it is better for the 
industry if they do not resort to 
irresponsible type of  tipsheet 
operation. 


1933 totaled 2,715,575 units, compared with 1,976,963 in 1932. Of this * * # 


output, 2,187,710 were cars. U. S. production led with 1,959,945 units, 
while Britain was second with 280,526 ... Thomas P. Henry was re- || 
elected president of the American Automobile Assn. for the 12th suc- 
. Hudson inventories on May 31 stood at $4,484,000, 
compared with $7,049,000 on Apr. 30. Accounts payable were reduced 


cessive term .. 


Dietert Process 


I found very interesting your 
| May 31 article, entitled “Shell Mold- 
| ing Methods Evaluated.” I would 


| 
| 


during May to $1,731,000 from $6,110,000 . . . The Dodge Six touring || like to get more information om 


sedan has been introduced at $730 and the Dodge deluxe touring 
sedan at $750 .. . Studebaker will go into July with unfilled orders 
for about 1,500 cars. June shipments will run about 5,300 to 5,400 
cars, compared with 5,050 a year ago and 4,656 in June, 1931... 
Buick sales during 10 days in June totaled 3,014 units, the highest 
for any 10-day period since March, 1932. 


| this Dietert process. — Rosert A. 
| Keyes, vice-president, Mead Carney* 
| & Co., Inc., New York City. 


Epiror’s Nore: Information on 
Dietert process may be obtained 
from Jess Toth, secretary, Harry 
W. Dietert Co., 9830 Roselawn 
Ave., Detroit 4, Mich. 


—From the Files of Automotive News, 
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now! 





another big 





Plymouth has put a fleet of Used Vehicle Appear- 
ance Reconditioning Clinics, like the one you see 
in this picture, out on the road to help Plymouth 
dealers sell more used cars. 


These mobile Clinics are now setting up demonstra- 
tions in Plymouth dealers’ service shops all over the 
country —showing dealer personnel how to transform 
any “fair” used car into a real “show piece.” All at 
no cost to the dealer. 


All of these modern used vehicle mobile units are 
fitted out with the latest tools and materials needed 
for a tiptop appearance reconditioning job. And 
every Clinic is manned by a Plymouth service expert 


ymouth plus! 


experienced in modern reconditioning techniques. 


The results? More used car sales for Plymouth dealers. 
Dealers report $30 spent on appearance recondition- 
ing methods recommended by the Plymouth Used 
Vehicle Clinic brings $90, $100 (and in some cases 
much more) extra in the final sale! 


Yes, the mobile Plymouth Used Vehicle Appearance 


Reconditioning Clinic is helping Plymouth dealers 
sell more used cars—and at higher prices! 


Another big plus for dealers from 


Plymouth 


America's Best-Buy 





Plymouth service expert demonstrating modern used vehicle reconditioning methods at Belcher Motors, Plymouth dealer in Clifton Heights, Pa. 
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nsor Classes for Motorists .. . 





Dealer Service Chiefs 
Aid Auto Owners 


By Ed Brown 
Staff Correspondent 


NEW YORK.—A 15-week series 
of classes designed to acquaint 
drivers with ordinary problems en- 
countered in simple breakdowns 
will be launched here Sept. 25 un- 
der sponsorship of the Society of 





Buick Delivers 
2,000th Engine 
For Jet Planes 


FLINT.—Buick has delivered its | 
2,000th Wright J-65 jet engine to 
the Air Force, Ivan L. Wiles, gen- 
eral manager of Buick, said last 
week, 

“The 2,000th engine was accepted | 
by the Air Force less than eight | 
months after the first one was ap- 
proved for tactical flight opera-| 
tions,” Wiles said. “This is a brand- | 
new engine which never had been 
built before, and we are extremely | 
proud of the production record we 
have achieved.” 

The actual delivery date of the) 
2,000th engine was not disclosed. | 

However, to commemorate the oc- | 
casion a Martin B-57 bomber, pow- | 
ered by two Buick-built engines, | 
stopped off in Flint last Monday 
(June 21), while on a cross-country | 
flight. The plane flew over the) 


Buick plant in a salute to ee) 

Buick has been in the jet-engine 
business for more than three years. | 
During that time, it has built two 
plants, embracing more than we 


000 square feet of floor space. 








Automotive Service Managers and 


the City College of New York. 
Tom Miller, head of the society’s 
program committee on education, 
said the classes are designed to 
show the driver how he can help 
himself in any situation where 
help is hard to get. 
The course will be supervised by 


the School of General Studies, Ex- | 
tension Division, CCNY. It will in-| 


clude classroom work and visits to} 


service shops of leading dealers, 
beginning with Burke Oldsmobile. 

Miller, who estimates that about 
90 percent of the car-owning public 
has never seen the underside of a 
car, said one of the first classes 


| 


would be conducted under a hoist. | 


In addition to the main benefits 
of the course, Miller said, it is ex- 
pected that the knowledge gained 
will instill in the average car 
owner a better appreciation of the 
servicing he receives from his 
dealer. 

The car owner who completes 
the course, Miller said, should be in 
a better position to communicate 
to the serviceman his operational 
difficulties when he brings in his 
ear for service. 

There will be no tuition fee for 
the course. 

Since its reactivation, the so- 
ciety has placed 22 men in serv- 
ice jobs. 


The society answers all classified | 


advertising appearing in local news- 
papers requesting service managers, 
and has helped several dealers with 
knotty problems. 

Max Ramel, president, has pre- 
dicted that by next May the society 
will have more than 1,000 members. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


June 23 
(A very fast sale with prices off 
from $25 to $50. Sold 107 cars out 
of 150 offerings.) 
BUICK—’52 Special 4-dr., $1,120*. '51 
Super conv., $1,025*; 4-dr., $795*; 2- 


dr., $775*. '50 Special 4-dr., $575*. 
"49 Super 4-dr., $330*, $285. 
OADILLAC — '54 (62) 4-dr., $4,900* 


(ps). °48 (62) 4-dr., $445*. 

CHEVROLET—’53 Bel Air 2-dr., $1,- 
230; (210) club coupe, $1,150. '52 
SL Deluxe conv., $1,040*; 2- dr., 
$835*, $805; 4-dr., $835*. '51 SL De- 
luxe Bel Air, $805; 4-dr., $685*, 
$675*, $670, $630; 2-dr., $675, $665, 
$660, $655, $640. °50 SL Deluxe 4- 
dr., $475. '49 SL Deluxe 2-dr., $380. 
"47 SM town sedan, $105. 

CHRYSLER — '52 Windsor conv., $1,- 
115. ‘50 Windsor 4-dr., $465. ’49 
Windsor 4-dr., $450*. 

DeSOTO—'53 Powermaster 4-dr., $1,- 
375; Fire Dome 4-dr., $1,395. °52 De- 
luxe club coupe, $785. ’51 Deluxe 4- 

* dr., $700; club coupe, $730, $670. ’49 
Deluxe Carry-All sedan, $290*. 

DODGE—'53 Meadowbrook 4-dr., $1,- 
125; club coupe, $910. '52 Coronet 4- 
dr., $840; Meadowbrook 4-dr., $750. 
"51 Coronet club coupe, $640; Mea- 
dowbrook 4-dr., $540. 

FORD—’54 Crest (8) Country Squire, 
$2,000. '53 Main (8) conv., $1,195; 
4-dr., $1,050; 2-dr., $950. °52 Main 
(8) 2-dr., $915. °51 Deluxe (8) 4-dr., 
$625; Deluxe (6) 2-dr., 2 at $525, 
$515*, $430, $425. 50 Deluxe (6) 2- 
dr., $350; Custom Deluxe (6) club 
coupe, $440. ‘49 Deluxe (8) 4-dr., 
$215; club coupe, $140; Custom (8) 
2-dr., $325; Custom (6) 2-dr., $290. 

HUDSON—’51 Pacemaker 4-dr., $555*; 
2-dr., $460. °50 Commodore club 
coupe, $360. 

KAISER—’51 Special 4-dr., $505*. 

MERCURY —'51 club coupe, $805, 
$710*; 4-dr., $670. °50 club coupe, 
$515, 2 at $500; 4-dr., $550. 

NASH—'52 Statesman 4-dr., $800. 
Statesman 4-dr., $230. 

OLDSMOBILE—’51 (98) Holiday, $1,- 
080*; 4-dr., $860*. ‘50 (88) club 
coupe, $585*. ‘49 (98) 2-dr., $325*; 
(76) 2-dr., $320*. 

PACKARD—’51 club coupe, $655*. 

PLYMOUTH—’54 Plaza club coupe, $1,- 
360. °53 Cambridge 4-dr., $1,000, 
$905. '51 Cambridge 4-dr., $625, $520. 
"49 Deluxe 4-dr., $135. ‘47 Deluxe 4- 
dr., $160. 

PONTIAC—’'53 Chieftain (8) 4-dr., $1,- 
345*; Chieftain (6) 2-dr., $1,155. '52 
Chieftain (6) 4-dr., $935. ‘51 Silver 
Streak (8) club coupe, $755*. '50 Sil- 
ver Streak (6) 4-dr., $580*; club 
coupe, $500*. ‘49 Silver Streak (8) 
conv., $435*; Silver Streak (6) 2-dr., 
$300. ‘48 Torpedo (8) 2-dr., $400*. 

STUDEBAKER — '53 Commander club 

coupe, $1,200; Champion 4-dr., $975. 

‘51 Commander 4-dr., $505*; Cham- 

*Indicates automatic transmission or 


"50 


pion 4-dr., $410. 50 Commander 2- 
dr., $320. 
MISCELLANEOUS—’49 Henry J (6) 2- 
dr., $260. 
June 16 


(Weather very hot and dealers not 
in the buying mood. Sold 93 cars out 
of 150 offerings.) 

BUICK—’53 Super 4-dr., $1,750*, $1,- 
680*; Special 4-dr., $1,600*, $1,375. 
"52 RM 4-dr., $1,155* (ps). '51 RM 
4-dr., $950*; club coupe, $825*; 2-dr., 
$780; Special 2-dr., $855*, $845*. '50 


Super Riviera coupe, $750*; RM 4- 
dr., $600*. 
CADILLAC—’52 (60) 4-dr., $2,150*. 


*51 (62) 4-dr., $1,735*. '49 (62) 4-dr., 
$805*. 

CHEVROLET—’53 Bel Air 4-dr., $1,- 
400; club coupe, $1,185* (ps); 4-dr., 
$1,270; (210) 4-dr., $1,160; 2-dr., $1,- 
250. ’52 SL Deluxe 2-dr., $925, $785*; 
4-dr., $780. '51 SL Deluxe club coupe, 
$475°. '50 SL Deluxe Bel Air, $620°. 
"49 SL Deluxe club coupe, $410. ‘47 
FM 2-dr., $235. 

CHRYSLER—’51 Windsor 4-dr., $675*. 
'50 Windsor conv., $675*; club coupe, 


$525. 

DeSOTO—'51 Custom club coupe, $750*, 
$685°*. 

DODGE—’53 Meadowbrook club coupe, 
$1,025*. °51 Coronet club coupe, 
$695*, $650, $610; 4-dr., $675. °50 
Coronet 4-dr., $450. ’49 Coronet 4-dr., 
$360. 

FORD—’54 Main (6) 2-dr., $1,555, $1,- 
260. °53 Crest (8) Victoria, $1,475*; 
Main (6) 2-dr., $1,010. °52 Custom 
(8) 2-dr., $1,080; Main (6) 4-dr., 
$945*. °51 Custom Deluxe (8) conv., 
$755; Deluxe (6) 4-dr., $600, $595; 
2-dr., $590, $500. "50 Deluxe (6) 4- 
dr., $505; 2-dr., $450, 2 at $355. '49 
Deluxe (6) 2-dr., $285. '47 Super 
Deluxe (8) 2-dr., $225. 

HUDSON—’52 Hornet 4-dr., $940; club 


coupe, $990*. '50 Pacemaker conv., 
$550. 

MERCURY—’53 4-dr., $1,325. '51 club 
coupe, $800; 4-dr., $775. ‘49 4-dr., 


$400, $305; club coupe, $275. 
NASH—’51 Statesman 4-dr., $475. '50 
Statesman 2-dr., $285. 
OLDSMOBILE—’51 (88) Holiday, $1,- 
020*. '49 (76) 2-dr., $380*. 
PACKARD—'50 (8) 2-dr., $375. 
PLYMOUTH—’'54 Plaza 2-dr., $1,220. 
"53 Cambridge 4-dr., $1,040; 2-dr., 
$900. "52 Cambridge 4-dr., $740, $710; 
Concord Suburban, $905. '51 Concord 
4-dr., $475, 2 at $425; Cambridge 4- 
dr., $520; 2-dr., $525. '50 Deluxe 2- 
dr., $310. '48 Deluxe 4-dr., $200; 2- 


dr., $210. 
PONTIAO — '52 Chieftain Deluxe (6) 
conv., $1,255*. °51 Chieftain Deluxe 


(8) Catalina, $1,075*, $975*. 
STUDEBAKER—'52 Commander 4-dr., 
$705*. ‘51 Commander conv., $665*; 
2-dr., $380. '49 Champion 4-dr., $175. 
MISCELLANEOUS — '49 Ford English 
%-ton panel, $120. 
overdrive, and (ps), power steering. 


J Other Auction Reports are on Pages 30, 33, 37 





| BOSTON.—Ford Motor Co. is con- 
| sidering the “longest-range plan for 
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At the 19th Hole in Columbus— 

Shown at 16th annual golf roundup of the Columbus (O.) Automobile Dealers Assn. 
are (from left, front row): Jack Baker (Cadillac), Bob Daniels (Buick), Herman Marte, 
Jack Sarver (DeSoto-Plymouth) and Harold Mathews (Pontiac). Back row: Jack Rogers 
(DeSoto-Plymouth), George Woodworth (Chevrolet), Dick Rodenfels (Chevrolet), Mahlon 
Maxton (Chevrolet) and Paul White (Oldsmobile). Association Secretary John Barton 
said this year’s turnout of 150 was one of the largest. 


Ford Eyes New Growth 


But L-M Chief Says Record Expansion Program 
Hinges on Unfettered Economy 





conviction that we will be free to 
manage our affairs today, tomor- 
row and five years from now,” 

he said. 

Ford urged that no artificial re- 
strictions be placed on competition 
and that management be left free 
to do the best job it could in a 
free market. 

“If our freedom to compete 


expansion and 
modernization 
that we have ever 
undertaken,” Ben- 
son Ford, general 
manager of Lin- 
coln-Mercury, told 
the Advertising 






"| Used-Car Sales 


Again Top ’53, 
NUCDA Reports 


DETROIT. — Used-car sales dur. 
| ing May continued to show an im. 
| provement over last year, accord. 
|ing to membership reports of the 
| National Used Car Dealers Assn. 
| Nationwide averages reflected an 
|increase of 2.3 percent over May, 
1953. This is the third consecutive 
month that the reports have indi- 
cated an increase over last year. 

Sales were down more than 12 
| percent in the New England area 


\?|and down over 2 percent in the 


West, according to NUCDA Pres. 
jident R. W. Workman. However, 
the Southern region showed a sales 
increase of nearly 6 percent and 
the Midwest reported a 3 percent 
increase. 

Dealers reported a strong de- 
mand for clean ’52s and older cars. 

Here is the May breakdown by 
regions: 

New ENG.tanp (Connecticut, Dela- 
ware, Maine, Massachusetts, New 
Hampshire, New Jersey, New York, 
Pennsylvania, Rhode Island and 
Vermont)—Sales down 12.7 percent, 
compared with May, 1953; inven- 
tories as of June 1, down 20.4 per- 
cent, compared with June 1, 1953. 

Mrwest (Illinois, Indiana, Iowa, 
Kansas, Michigan, Minnesota, Mis- 
souri, Nebraska, North Dakota, 
South Dakota, Ohio and Wiscon- 
sin)—Sales for May up 3.1 percent; 
inventories up 12.3 percent, com- 
pared with June 1, 1953. 

SouTHERN (District of Columbia, 
Alabama, Arkansas, Florida, Geor- 
gia, Kentucky, Louisiana, Maryland, 
| Mississippi, North Carolina, Okla- 
| homa, South Carolina, Tennessee, 
| Texas, Virginia and West Virginia) 
—Sales during May up 5.8 percent; 
inventories showed no change from 
June 1 of last year. 

West (Arizona, California, Colo- 
rado, Idaho, Montana, Nevada, New 
Mexico, Oregon, Utah, Washington 





Federation of 
America last 
week. 


should be stifled, then a lot of and Wyoming)—Sales down 2.4 per- 
steam would go out of this drive| cent from May, 1953; inventories 
to take risks, to improve efficiency | down 12.6 percent from June 1, 


ems currently encountered at the} 





Such a pro- 
gram, he indi- 
cated, might rep- | 

resent the biggest single expendi- | 
ture in the company’s history. 
| Since 1948, the company has in- 
vested more than $1 billion in new 
| plants and equipment. 


| Ford said, however, that a final | 

| decision on any new moves in this, LOUISVILLE.—A small tempest 
| direction might be dependent upon) is being stirred up among dealers in 
factors “which are not purely eco-| Kentucky by a new law enacted by 
nomic.” | the State Legislature, which says 
“Our willingness to take risks | that a car cannot be registered un- 
| depends very heavily upon our | same the buyer proves to the dealer 
that all his personal taxes have 

| been paid. 

On the assumption that the 
law concerned new cars only, 
most dealers were prepared to 
live with it, but now the Ken- 
tucky attorney general’s office 
has ruled that it also applies to 
used cars. 


8 (See FORD, Page 39, Col. 3) 
Benson Ford 





Braden Reports 
Chrysler Dealers’ | 


| ° e e 
‘Business Gaining — 


BUFFALO.— A general business | 
upswing, with a marked increase 
in interested prospects, is reported 
by a group of Chrysler division 
| sales executives who have com- 
| pleted a series of dealer meetings 


|in 16 metropolitan U. S. markets. 


| E.M. Braden, general sales man- 


| ager, told Buffalo-area dealers last 
week that the executives had met 
| with over 1,000 dealers to present 
roe aged sales and merchandising 
plans for the remainder of 1954 
and to learn at first hand the prob- 


aging director of the Kentucky Au- 
tomobile Dealers Assn., Squire N. 
| Williams jr., 


general, wrote: 

“House Bill 346 (the new law) 
requires the individual owner to 
pay personal property taxes before 
an automobile may be registered in 


retail level. | 

“Generally speaking, we found! 
that dealers feel that all business | 
is improving and that sales will! 
tend to be better than was antici-| 
pated a few months ago,” Braden | 
said. 

“Part of this optimism was veri- 
fied for us last week when we ex-| 
perienced the second-biggest order} 
day Chrysler division has had dur- 
ing the 1954 model run, with 1,700| 
orders coming in from dealers in 
an eight-hour period.” 

Braden credited the increased 
business to several factors. He said 
sales executives and dealers now 
were geared to the type of hard 
selling necessary to keep produc- 
tion lines running. 

He said dealers were doing an 
outstanding job of penetrating in 


Officers Elected in Hartford— 
Morris Lipman (right), Nash dealer in 


in the division’s history. | president. 


Ky. Dealers Up in Arms 
Over ‘Tax Quiz’ Law 


In a letter to Lew Ullrich, man-| 


assistant attorney | 


| 1953. 


his name. The provisions of that 
act attach to the person required 
to register the automobile and re- 
quires payment of all personal 
property taxes before such regis- 
tration may be effected. 

“Were we to conclude that a 
transfer of ownership carried 
with it a transfer of registration, 
it would be possible to thwart 
the entire effect of House Bill 346, 
since a person who has paid his 
personal property taxes could 
register an automobile and trans- 
fer (the car) to a person who has 
not paid personal property taxes 
and the latter could operate the 
vehicle upon vehicle highways 

| without paying such taxes.” 
Dealers contend that the new law 
| makes them collection agencies for 
the State Revenue Department and 
|} county tax authorities and _ that, 
(Continued on Page 42, Col. 1) 








West Hartford, Conn., and new president 
the higher-price market, with sales | of the Hartford Automobile Dealers Assn., receives his gavel. The others (from /eft), 
|of V-8s at the highest percentage) are F. Novick, secretary-treasurer; T. Bouvier, retiring president, and K. Jensen, vice 
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3 NEW CAR BUYERS 
| WANT 





PURGELAIN| 


Today’s buyers of new cars readily pay the added cost 
of a Porcelainize job. 














One enterprising Dealer proved this to his full satisfaction. 
He Porcelainized 100 new cars before displaying 
them on his sales floor. 


97 out of 100 subsequent buyers willingly paid the added cost 
of a Porcelainize job. 





Make this added profit on every car you sell. You'll find that Porcelainize is interesting 
to talk about and easy to sell. 


Your new cars on display will also be easier to sell. 
Cars that outshine, outsell! 






Millions of car 
owners and car buyers 
know that this 
Porcelainize emblem 
is positive proof of 
the ultimate in beaufy 
and paint protection. 


| FREEMAN & FREEMAN, INC., DENVER 3, COLORADO 
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AUTOMOTIVE WASHINGTON 


Senate’s OK Predicted 


For Tax-Revision Bill 


By William Ullman 


Washington Correspendent 
INAL action—of uncertain nature—is nearing for the 
- general tax revision bill. The Senate Finance Committee 
has completed its work and the fate of the measure is now 
up to the Senate itself. 
As reported to the Senate a the 
ane ae Bugene Milliken group makes hundreds of 


° h i h 

Milliken, chairman of the fegisdation as ie 
group. A number of senators, how- 
ever, have reserved the right to) 
offer amendments on the floor and | 
to oppose certain portions of the) 
proposed legislation. And therein | 
may lie trouble. 

Milliken predicted, however, that | 
the bill would pass “pretty much as | 
it was completed by our commit- | 
tee.” | 

The measure as revised by the! 


committee, there were 


House. The com- 
mittee experts es- 
timated that the 
net revenue loss 


the combined in- 
dividual and cor- 
porate changes 
would be $277 mil- 
lion, or about $100 










William Ullman 





New Motor Oil 
that in Effect 


ADDS 
~OCTANES 


GASOLINE 











Boosts Gas Mileage Up to 


The Best Lubricant for 
Any Car, New or Old—in Extreme 
Heat or Sub-Zero Cold—Adds 
Years to Engine Life! 


*in identical road tests, using fleets of vehicles—New Mobiloil Special 
reduced gasoline consumption — increased miles per gallon up to 23% 
—over results obtained with conventional high-quality SAE 20 motor oil. 





| Loopholes Closed 


came from the| 





Here’s the Remarkable 


| million more than the net revenue 
loss shown in the House bill. 

The Senate bill in general fol- 
lows the lines of the $1.4 billion 
measure recommended by the Ad- 
ministration and approved by the 
| House. 

The major points of interest for 
individuals in the revised Senate 
bill include bigger deductions for 
doctors’ charges and medical costs; 
special tax relief for persons over 
65 on their retirement income; a 
special deduction for working 
mothers; postponement of filing 
time from March 15 to April 15; 
and allowance of the $600 depend- 
ent credit to parents whose chil- 
dren earn over $600, if child is 
under 19 or in school or college at 





|} any age. 


* 


For business, the bill carries a 
multitude of provisions, many 
of them of an extremely technical 
nature. They are designed chiefly 
to correct existing inequities or to 


to the Treasury of | close “loopholes” which the Govern- 


ment tax experts have found in the 
present law. 

The item of chief financial con- 
cern to business is that the bill, 
at the request of the Administra- 


1954 


tion, extends for one year the 52 
percent corporation income - tax 
rate, which had been scheduled 
under present law to drop back 
to 47 percent on Apr. 1. The bill 
cancels this retroactively. 

The Senate discarded entirely a 
| provision which the House had 
written with the intention of giving 
special tax relief to American cor- 
| porations which do business abroad. 
| Some think this will be restored in 
| conference. 

It is believed the bill will not 
| have entirely smooth sailing 
| through the Senate. Senator Harry 
| Byrd, Virginia Democrat, and a 
finance committee member, very 
likely will fight the bill on fiscal 
grounds. He opposes it because he 
feels it will cost the Treasury too 
much revenue. 

ca + + 


Liberals Plan Fight 


= liberal Democrats plan a 
battle against specific provisions 
of the bill — particularly the relief 
included for dividends. They insist 
that this is a “rich man’s” pro- 
vision and has no place in legisla- 
tion designed to correct inequities 
in the revenue code. 

Some of the liberals object to 
the speeded-up system of depre- 








Never before has a motor oil 






23%" 


demonstrated so many 


protective properties. New Mobiloil Special cleaned up 


engines of all ages—kept the 


m clean as no other oil 


ever has before. It relieved engine knock, pre-ignition 
“ping” and spark plug misfiring. It reduced corrosive 
and mechanical wear to practically zero. 


Customers are reading about New Mobiloil Special 


right now —in national magaz 
Evening Post — coast-to-coast 


ines — Life and Saturday 
' 


For more satisfied owners...more service department 
gross profit— make it New Mobiloil Special! 


Mobiloil Special — Under API Classification, recommended “For Services ML, MM, MS, DG.” 


Best For Every Car You Sell—Every Car You Service! 





SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM COMPANY, GENERAL PETROLEUM CORPORATION 





ciation which the measure c:r- 
ries. They insist that this relief 
is not needed by business. Any 
attempt to throw this provision 
out of the bill, however, would 
cause a terrific battle since it is 
one of the prime items in the 
Administration’s tax philosop! y. 

Secretary of the Treasury Gecrge 
Humphrey told the finance com- 
mittee when he testified for the re- 
vision bill that the new depre-cia- 
tion formulas would benefit 9,600,- 
000 individuals—farmers and small 
businessmen—and 600,000 corpora- 
tions. The Treasury in the long run, 
he said, would lose no revenue from 
the new depreciation system, and 
the immediate speedup would help 
to get new investment in plant and 
equipment, and expand employ- 
ment. 

The big argument ought to be at 
high pitch this week. 


* * * 


Call for Support 


MORE support is needed for tax 
revision, according to the U.S. 
Chamber of Commerce, which last 
week called for action by business- 
men to assure passage of the tax- 
reform measure now before the 
Senate. 

The USCC warned that opposi- 
tion by individual senators “who 
may object to one or another pro- 
vision” could be enough in the 
aggregate to defeat the legisla- 
tion, 

“If that should happen,” said a 
chamber spokesman, “the fruits of 
a monumental undertaking of great 
benefit to all taxpayers would have 


been lost.” 


* * x 


U. S. Firms to Get Offer 


i A joint statement last week, 
the Office of Defense Mobiliza- 
tion and the Department of Com- 
merce announced that American 
firms are to be given an opportun- 
ity to bid on contracts under the 
military construction program of 
the North Atlantic Treaty Organi- 
zation (NATO). 

Specific opportunities to par- 
ticipate in the program will be 
reported to the business commu- 
nity by the Bureau of Foreign 
Commerce, it was stated. 

The program provides for the 
construction of such facilities as 
airfields, petroleum storage tanks 
and distribution pipelines, telecom- 
munications, radio navigational 
aids, training areas and radar in- 
stallations required for the sup- 
port of allied military forces as- 
signed to NATO. 

Total cost of the program is esti- 
mated to exceed $2 billion. 

* + * 


Aid for Turkey 


4 pwn Foreign Operations Admin- 
istration last week reported an 
allotment of $30 million to provide 
Turkey’s armed forces with such 
items as jet fuel, lubricants, tires 
and batteries, and clothing. 

* + cd 


Pleasure Riding Out 


7" House last week passed and 
sent to the Senate a bill to pool 
all Government cars and crack 
down on bureaucrats who use them 
for personal pleasure. 

* * * 
Industrial Defense 


USINESSMEN interested in the 

procedure for contacting the 
Government concerning its indus- 
trial defense program can have 
question-and-answer phamphlet on 
the subject by writing the Depart- 
ment of Commerce for it. Or they 
can get it free from any of the de- 


partment’s field offices. 
* * x 


Legal Curbs Sought 

ACK GARRETT SCOTT, speak- 

ing for the National Assn. of 

Motor Bus Operators, last week 
urged the House Interstate Com- 
merce committee to enact a bill 
which would prevent bus lines from 
being sued in any State other than 
those in which they actually oper- 
ate. 

At present, a bus operator can be 
sued in any of the 48 states, whe- 
ther he operates in the state or not. 

* + *” 


Trailer Shipments Fall 


HE Bureau of the Census re- 

ported last week that factcry 
shipments of all types of truck 
trailers during April totaled 4,470 
units valued at $18.8 million, a ce- 
crease of 8 percent from March. 
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: WHICH SALESMAN KNOWS AND SELLS | 
WITH ASSOCIATES’ INSURED PAYMENT PLAN? 


You don’t have to look twice. He’s the one who knows how to get his prospects over 
£ prosp 





that fear of the price and monthly payments. He’s the one who closes his sales with this clincher 
1 . . 
3 provided by Associates—the Insured Payment Plan. 
1.) Makes customer’s payments for him in case of disability or sickness. 
i 2.) Pays contract in full in event of death. 
1 
c 3.) Provides non-cancellable life, accident and health insurance without examination. 
a Ye . : 
4.) Gives immediate coverage, no red tape. 
: It works. It sells. And it’s available to you and your salesmen, along with all Associates’ other helpful 
e . * ve . 
, finance and insurance services. Give us a call for the full story. It'll be your gain. 
e 
n 
y 
f ay ay f 
: : 
1 “He’s the one with the smile—as 
n 
n if you didn’t know.” 
e 
. 
- | Associates Investment Company 
y . s * 
h Associates Discount Corporation 
0 
- Emmco Insurance Company 4 


South Bend, Indiana 
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Right at Home in New DeSoto Outlet— 


Factory executives living in Birmingham, Mich., turned out in force for the opening 
of Schutz Motors, Inc., new DeSote-Plymouth dealership. Grouped about the electric 
organ, played by C. J. Snyder, Chrysler operations manager, are (from left, back 
row): Dealer George Schutz; Clyde Mix, DeSoto used-car merchandising manager, and 
James Wichert, DeSoto director of advertising. Front: J. B. Wagstaff, DeSoto sales 
vice-president and his son, Jimmy; W. J. Simons, assistant treasurer of Chrysler Corp.; 
Snyder; Mr. and Mrs. W. A. Caltrider, former owner of the dealership, and A. E. 
Kimberly, DeSoto chief engineer. Schutz was a field sales executive with General 
Motors for nearly 25 years. During the past two years, he was in charge of Packard 
retail stores. 


Of Cons 





Text of Studebaker, Packard Letters... 


Makers Tell Dealers 


this news to you _ personally, 
there is an important point that 
you will want to have clarified. 
The two car lines, Packard and 
Studebaker, will continue to be 
operated by separate factory sales 
organizations. Studies will be un- 
dertaken as soon as feasible to 
determine where possible dual 
franchises will be advantageous, 
but, except for these territories, 
sales and dealer operations will 
continue separate. Reflected in all 
territories will be obvious benefits 
available from close cooperation 


between the factory sales divi- | 


sions, 

Based on your confidence and 
understanding of our mutual 
needs that we share, we know the 
importance of every dealer turn- 
ing in his best performance dur- 
ing the period ahead in which we 





olidation 


(Continued from Page 1) 


await the expected shareholder 
ratification, Our strongest sales 
position is the greatest assurance 
of our sharing fully in the bene- 
fits ahead. 


These include the tremendous 
possibilities through unified man- 
agement for interchangeability, of 
common tooling, integration of 
certain divisions other than sales 
—all contributing to better effici- 
ency and lower cost. In addition 
to these separate advantages, 
there will be the opportunity to 
build greater public acceptance 
through wider market coverage, 
and broadened activities. 


I should like to report to you 
now that all of Packard’s mod- 
ernization and organization pro- 
grams are moving forward on 
schedule. I am counting on- you 


as a Packard dealer to make an 
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it’s the family car... 


so sell the family 


Out in the suburbs, the whole family, from Grandpa 


to high-schooler, needs and uses the car. As a 


result, these families put more mileage, more wear 


and tear on their cars. They’re in the market for a 


car more often. And— many even are two-car families! 


You can reach these families easier—and at lowest 


cost—through The American Home, the family 


home-service magazine. Every month 


The American Home is read by over 3 million of 


these families — fathers and mothers and many 


of those car-conscious kids. too. 


Today more and more advertisers are using 


The American Home to reach this suburban family 


market. During the last six months The American 


Home has shown the largest gain in advertising 


revenue in its history. 


There’s no place 


like The American Home 


THE AMERICAN HOME - PENOBSCOT BUILDING, DETROIT, MICHIGAN 
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outstanding contribution during 
the period ahead, so that we may 
all realize fully the business v c- 
tory that is within our grasp. 


J. J. Nance, 


President, Packard Motor Co. 


* * * 


TO STUDEBAKER DEAL- 
ERS—I am using this means of 
advising you quickly of action 
taken earlier today by the dir«c- 
tors of Studebaker Corp. The at- 
tached copy of a press relezse 
sets forth the terms of a proposed 
combination of the Studebaker 
and Packard enterprises, as ap- 
proved by the directors of each 
company. It is our hope and ex- 
pectation that this proposal will 
be approved by stockholders of 
the two companies. Meetings will 
be held in August. 

There is one point which I am 
particularly emphasizing in this 
letter. If this action is approved 
by the stockholders, Studebaker 
and Packard will continue to be 
operated by separate factory 
sales organizations. 

Unquestionably, there will be 
situations in which dual fran- 
chises will be possible, but in the 
main the sales and dealer opera- 
tions will continue to be separate. 
There will, of course, be close 
cooperation between the two fac- 
tory sales divisions, and I am 
sure it will be to the mutual ad- 
vantage of dealers of the pro- 
posed Studebaker-Packard Corp. 
to cooperate wherever possible in 
the field. 

Be assured, however, that dur- 
ing the period until the stock- 
holder action, there will be no 
change in our operations, and I 
know I can count on you to do 
an effective sales job for Stude- 
baker, When you have read the 
attached news release, I am sure 
you will agree that the proposed 
combination offers many impor- 
tant benefits to dealers, to our 
Studebaker owners, and to pro- 
spective buyers. 

C. K. WuittaKer, 
Vice-President in Charge of Sales, 


Studebaker Corp. 


‘Mercury Offers 
‘Dual Exhausts 
As New Option 


DETROIT.Dual exhausts will 
be made available for the 1954 
Mercury, Joseph E. Bayne, general 


| sales manager of Lincoln-Mercury, 


said last week. 
Dual exhausts give higher top 


| speed, faster acceleration and bet- 


ter economy, Bayne said. They also 
reduce valve temperatures, he said. 

The system consists of an addi- 
tional standard exhaust system in- 
stalled on the left side, duplicating 


| the right-side system. A new mani- 
fold for the left side eliminates the 


crossover pipe. The new system has 
straight-through mufflers. 

Limited to dealer installation, the 
system’s suggested price, including 
excise tax, is $49.50 Installation is 


| extra. 


The suggested price is $6.40 addi- 
tional for cars with standard trans- 
mission, and $1.70 additional for 
cars equipped with power brakes. 
The system is not available for sta- 


| tion wagons. 


It was also announced last week 


| that radios for the 1955 Lincoln and 
| Mercury will be eight -tube units 
| built by the radio communications 
division of Bendix Aviation Corp. 





United-Carr Buys 
Lock-Nut Firm 


CAMBRIDGE, Mass.—Arthur W. 
Kimbell, president of United-Carr 
Fastener Corp., Cambridge, an- 
nounced last week the acquisition 


| by that corporation of all the capi- 
tal stock of Palnut Co., Irvington, 
N. J., on a share-for-share basis. 


A total of 38,710 shares is involved. 


Atom-Proof Safe 
NEW PHILADELPHIA, O.— 


Timken Roller Bearing Co. has an- 
nounced that it will build an atomic-, 


proof vault at its plant here for 
storage of microfilm records, The 
vault, the company says, would 
stand pressures and heat from an 
atomic-bomb hit outside of a ha!f- 
mile radius of its location. 


See on ona oscteaermaoctetont_| 
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Letter to Salesmen 


By John O. Munn 


Dear Son: 


YOU HAVE heard a lot 
about sales psychology. In 
other days we knew it by 
the term, ‘“com- 


- r mon sense.” The 
SERIES constant applica- 


tion of common 
sense is the secret of a 
salesman’s success. 


It is elementary to realize 
that, if you don’t call on 
prospective customers, 
your chances for getting 
business are slim. That 
again is common sense. It 
is common sense, also, to 
realize that a prospect is 
not going to meet you with 
open arms or buy your 
product without putting up 


plenty of resistance. 

If he did otherwise, he would 
not be a prospect. He would 
have bought and been out of 
the market. 


Resistance must be met 
with courage on the part of 
the salesman. We must em- 
ploy good, logical, common 
sense arguments. To over- 
come resistance, the use of 
common sense gives the 
salesman the advantage in- 
stead of throwing it on the 
prospect’s side. The princi- 
pal resistance today is con- 
fusion in the market, cut 
prices, long allowances, un- 
reasonable. terms. This re- 
sistance is real but regard- 
less of resistance, there is 
always the common sense 
argument that can over- 
come a large portion of it, 
provided the white flag is 
not rung up. 

* * o 

IN THE first place, even 
today this market confu- 
sion exists more in the 
mind of the trade than it 
does with the public. There 
are actually still many buy- 
ers who do not shop from 
dealer to dealer. There are 
a lot of important things 
involved in the purchase of 
a car that are more impor- 
tant than discounts, allow- 


ances, or terms. 

When a man buys an auto- 
mobile, he expects the dealer 
to stand back of the car. A 
“good deal” for any automo- 
bile prospect involves several 
things. One is the proper serv- 
ice facilities on the part of the 
dealer. Another is that finance 
terms are not padded. Still 
another indispensable value is 
the proper conditioning and 
make-ready of the new car. 
Above all is the policy of the 
dealer with his customers. 


In no other line of mer- 
chandise is the owner so 
completely dependant upon 
the dealer for his satisfac- 
tion. The only way that any 
dealer can assure customer 
Satisfaction is to be able 
to make a fair profit, so 
that he can live and take 
care of customers. 

But these factors must 
be forcibly explained to the 
Prospect, for no salesman 
of a dealer can admit that 
Simply because two cars 
bear the same brand name 

ey represent the same 
Satisfaction in use or good 
investment to the buyer. 


WHAT IS “the best deal 
in town?” The answer is 
the selection of the car that 
fits the prospect’s needs, 
terms that fit his pocket- 
book, an honest list price, 
careful make-ready, a fair 
used-car appraisal and a re- 
sponsible dealer. That’s 


“the best deal in town’’ be- 
cause the buyer gets a real 









Stromberg* Carburetor eS Bendix*® 
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value—good investment in 
personal transportation 
and permanent satisfac- 
tion. 

So, it is up to the salesman 
to use horse sense to convince 
the prospect that these things 
sum up to satisfactory owner- 
ship. 

A limited sales talk on 
the car’s quality, a slighted 
demonstration, a weak- 
kneed presentation of the 


appraisal, failure to sell the 
dealer’s importance in 
terms of owner benefit will 
turn a bonafide prospect 
into a shopper. 

Sales psychology? No, it 
is just common sense to 
apply your full set of sales 
tools in every deal. Rome 
wasn’t built in a day. 
Neither will the current 
evils of the industry be 
corrected over night. But 
regardless of conditions, a 
strict adherence to good 
selling methods will turn 
a lot of otherwise bad deals 
into good ones. 

Cordially yours, 


Dad 





rl mance in Today’s Cars 
PWill be Tomorrow's 
Strongest Selling Point! 


ECLIPSE MACHINE DIVISION OF 


¢ Standard Equipment Sales: Elmira, N. Y. 
© Service Sales: South Bend, Ind. 
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Korean Aid 
Trailmobile, Mrs. Taft Join 


In Clothing Drive 
CINCINNATI. — Mrs. Charles P. 


| Taft, wife of the Republican candi- 
| date for governor of Ohio in 1952 


and sister-in-law of the late Sen- 


|} ator Robert A. Taft, led a force of 


volunteer welfare workers who re- 
cently collected many tons of cloth- 
ing in Cincinnati for sufferers in 
war-ravaged Korea. 

Mrs. Taft organized a fleet of 
truck-trailers, supplied by Trailmo- 
bile, Inc., for the campaign, and 
stationed them in firehouses 
throughout Cincinnati. To them, 
war veterans, Boy Scouts and other 
workers brought boxes and cartons 
of garments and foot-wear. 


Next day, the tons of clothing 
were baled and then transported to 


| New York for shipment to the Far 
| Bast. 


SUTHOMIGMATHO 





Today, more than ever, new car buyers are looking for features 
that assure long, satisfactory performance. Engine components 
that contribute to this accomplishment now assume even 
greater importance as they not only influence today’s sales, 
but become tomorrow’s strongest selling point. 


For owner loyalty as well as immediate sales, it pays to specify 
Stromberg* —the carburetor built for lasting performance. 


*REG. U.S. PAT. OFF. 


Bendix 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 205 East 42nd St., New York 17, N. Y. 
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‘DeSoto teams up with LIFE.. 


Cincinnati area promotio 


For a period of 10 days in April, the DeSoto deale 
who serve the Metropolitan Cincinnati. area teamed up in 
LIFE promotion. Nine established DeSoto dealers joined j 
the promotion which resulted in their top sales week for 195 


Board of strategy. Here at the Hotel Alms in Cincinnati, 
Dave Borie, LIFE’s retail representative, outlines promotion plans 
to the participating DeSoto dealers. Reading from left to right, 
Dave Borie, Henry Berg, Clifford Jacobs, E. J. Brodell, William 
Byers, Ed Bierman, Brant Loper and Ed F. Zimmer. 


It figures... 

new-car manufacturers invest more of their af 
vertising dollars in LIFE (over $8,000,000 |: 
year) than in any other magazine. 


Why ? 
Because LIFE with its 5,636,000* circulation ca 
ries their sales messages into more households th: 
does any other magazine. They know that LI 
is the No. 1 selling force in the automotive ind 
try, reaching 20,500,000 readersf in car-owni 
households with a single issue. 


That same powerful sales force that works 
well on a national basis works equally well at th 
local level. And—in the last three years more thi 
19,000 different automotive outlets have prov 


. it to themselves. 


Have you been one of them? If not, write usi 
information. 





— 


sproves local impact of LIFE 


Individual dealer co-operation 
shows how DeSoto and “Advertised-in-LiFE” 


ed i took Cincinnati area by storm: 
195 
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*¢An outstanding promotion. We plan to use the display 
usl easels indefinitely.” 


Brant LoPER 
Owner, Cheviot Auto Sales 


‘*The promotion really attracted attention. I have never 


seen people so interested before.” 
Currrorp JACOBS 


President, Clifford Jacobs Motors, Inc. 


*Publisher’s Interim Statement for first 
quarter of 1954. 


}From a supplement to A Study of Four Media, by 
Alfred Politz Research, Inc. 


9 Rockefeller Plaza, New York 20, N. Y. 


| or top sales week of '54. 
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**The promotion was a wonderful success. We are still 
getting a big play from it.” 






E. J. BRODELL 
President, Brodell Motors 


**The “Advertised-in-LIFE’ event ranks high in my pro- 
motional thinking. We want another such promotion 
next year.” 

Ep F. Zimmer 
Owner, Zimmer Motor Company 


‘The LIFE promotion added spice to our showroom, 
definitely brought customers in.” 
Ep BieRMAN 


Manager, Hochmuth Sales & Service, Inc. 


First in circulation 
First in magazine audience 
First with advertisers 


First in new-car advertising 


13 
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How Ford’s To 
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Brown’s Salesmen All ‘Dealers’ 


(Continued from Page 2) 


a clearing house for 14 small “deal- 


ers”—the crew of 14 salesmen who 
are given the widest possible lati- 
tude. For instance: 

1. Each salesman approves all 


always sticks to it. 


2. Each salesman can take a| ; 
tradein and sell it any place he| Where he stands, profitwise, on ev- 
chooses, if he can get at least $50| ery deal, too, for precise invoice 


above the price quoted by Brown’s | = are coded in the inventory | 
OOK. 


appraiser. The salesman gets his | 
regular straight commission on the | 
increased margin. Garbarino’s idea | 
is that this sweetens a new-car deal | 
after the deal has been made and | 
the new car delivered. | 
3. Each salesman has full author- | 
ity to complete dealer trades of | 
cars in stock, and there is no model 
limitation on his swaps. 
* * + 
THERE are no house deals. 
¢ Every salesman knows that he 
can operate in full confidence that 
the house will not step in and un- 
dercut him for the sake of a sale 





LONG MANUFACTURING DIVISION - BORG-WARNER CORPORATION 
Detroit 12, Michigan, and Windsor, Ontario 


TORQUE CONVERTERS - 


CLUTCHES > 


RADIATORS - 


| that might be missed otherwise. 


| proud of the fact that he has never 


As a result of this free hand, | had to advertise for help. 


The salesmen are expected to 
know pretty accurately used-car 
values, so they can have an idea 
of where to start talking. But the 
actual tradein appraisal is made 
by Brown’s used-car expert. 

Knight explains: 


out.” 


“We give our) 
salesmen every opportunity to pro- 
duce and to play it square. If they 
fall down on either, we sweep ’em| a used truck. ~ 


Dealer Brown thinks that a rec- 
But Brown salesmen don’t fall| ord of 13 out of 14 salesmen with 
down. In the last five years, ac-/| “500” membership is probably 
cording to Garbarino, he has hired | unique among all Ford dealers. 

no more than seven salesmen. He’s 


| 


Brown salesmen know that when | * * * 
they get a hot prospect on the fir- 
ing line, they don’t have to inter- 
rupt their pitch to run to the sales 
his own deals, and the dealership | ™anager for figures, advice or ap- 
| provals. 

Every salesman knows exactly 


ANY of the salesmen now on 
| the staff tried for jobs at 
| Brown’s for several ‘years before | 
they could be hired to fill openings. | 
“I wouldn’t work for another 
dealer, if he paid me $1,000 a day,” 


one salesman said. 





| The newest salesman replaced a| 
Brown veteran who left to become | 


28, 1954 





manager and part owner of a Ford| Columbus U. C. Dealers Join National Group— 


| dealership in outstate Michigan. 

| The newcomer is the only staff 
member who is not a member of 
Ford division’s national “500 
Club.” Candidates for the “500” 
qualify on a point basis, receiving 
five points for a new-car sale, 
three points for a used car, six 
to 15 for a new truck and 10 for 


With each salesman approving! dispersal, seeing that cars get de- 










trucks, buses and tractors. 


} 


At a meeting of the Independent Used Car Dealers Assn. of Columbus, O., R. W. 


| Workman (second from left), president of the National Used Car Dealers Assn., spoke 


about the affiliation of local groups with the national association. Twenty-one Colum- 
bus dealers joined the national organization in a body. Also discussed was the prob- 
lem of Sunday closing which is obligatory by city ordinance. Attending the meeting 


| were (from left), Manny Weiser, secretary of the Cleveland Used Car Dealers Assn.; 


Workman; Jan Ross, trustee of the Columbus group; Clifford Scheuer, vice-president; 


| Miles Elliott, field representative of NUCDA, and Robert G. Caldwell, secretary- 


for engine capacities from 
135 to 600 Ibs.-ft. torque 


single or double plate 


plate sizes from 9 to 17 inches 


eee for heavy-duty clutch 


Insistence upon the finest quality has been an inflexible practice at the 
Long Manufacturing Division for over 50 years. Long quality is proven 


with the millions of Long Clutches being road tested every day on cars, 


OIL COOLERS | 


treasurer of the Columbus group. 


his own transactions, Sales Chief 
Knight has as his job keeping the 
inventory in balance, handling staff 


livered and acting as assistant to 
Garbarino. 

Richard M. Young, the new-car 
office manager, handles the titling 
and takes care of deliveries carried 
out by Brown for west coast deal- 

|ers whose customers come to De- 
| troit to pick up cars. 
* * * 


a dealership is no Taj 
Mahal. It is a plain, old-fash- 
ioned building on a corner location 
on Gratiot Ave., one of the main 
arteries of east-side Detroit. Direct- 
ly across the street is one of the 
firm’s two used-car lots. 

Everything about the dealership 
is kept scrupulously clean. There 
are no plum-colored britches in evi- 
dence—the salesmen dress _infor- 
mally in conservative sports clothes. 
; Given prominent display in the 

showroom are NADA and Detroit 
dealer association membership de- 
cals and a Ford Motor Co. plaque 
noting Brown’s position as top new- 
car dealer in 1953. 

Brown tries to keep half the 
salesmen on the floor. The theory 
is that it is easier to sell hot 
| prospects than cold prospects, and 
the best place to handle hot pros- 
pects is on the floor. When floor 
traffic is light, salesmen. blister 
the phones. 

Sales meetings are held Monday 

|and Friday mornings. Garbarino 
keeps them brief and restrained. 
| The theme is, “Let’s be men.” 

What makes a salesman tick 
| when paid bird dogs, would-you- 
| Sates and razzle-dazzle are ruled 
| out? 

Robert M. Brent, one of Brown's 
| sales staff, says: “You just keep 
working away.” 

Brent follows up his customers 
closely, calling them within a week 
|after he delivers a new car, and 
calling again three weeks later. He 
has found this to be the best meth- 
|od for building his prospect list. 

. * * 
HE ALSO keeps in touch with 
customers of years past, calling 
;}on them when he feels they may 
be ready to buy again. 

Most of the salesmen use the 
pitch that the reputation of the 
| dealership and of themselves is at 
stake in every deal. They tell the 
customer, over and over, that the 
firm’s good name is of more im- 
| portance than a mere sale in any 
transaction. Friendliness and good 
| service is stressed. 

It pays off. Brown salesmen fre- 
quently knock off customers who 
have been offered lower prices else- 
where, but haven’t been sold on 
the other dealership. 

“Most everybody wants that 
new car,” Brent says. “All you've 
got to do is to convince them 
that now is the time and that 
this is the place to buy.” 

Brown salesmen are uncannily 
successful when it comes to con- 
vincing. Ford’s “mystery buyer’— 
a professional shopper who checks 
the effectiveness of sales presenta- 
tions—has visited Brown twice, and 
| both times admitted to being “sold.” 

* ¥* * 





N THE most recent occasion, 

Brown was the buyer’s fif 

| call of the day—but the first sale. 
George Roscoe, another salesman, 

says his best weapon is to “talk 

| sense.” 

“T’ve had many a customer come 

(Continued on Page 41, Col. 3) 
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Engineering - Production - Materials 


15 


A Monthly Section Describing and Interpreting Technical Developments 


URNINGS 


by 
John T. Benedict 





LIVER KELLEY, GM transmis- 

sion engineer, told me about a 
clever design trick for using an 
oversize tiuid coupling to gain high 
efficiencies in the operating ranges 
of the new twin-Hydramatic trans- 
mission for trucks. 

The problem in successfully us- 
ing such a coupling was to figure 
out a device that would destroy 
efficiency in low-speed idle range 
to prevent creep. The answer 
proved to be a series of centrifu- 
gally operated valves, located cir- 
cumferentially around the inside of 
the torus ring. 

The plungers are spring-loaded 
to project into the torus flow at 
600 to 750 rpm. At higher speeds, 
centrifugal force overcomes 
spring tension, and the devices 
are no longer in a position to dis- 
rupt the fluid flow. 

Another interesting design point 
disclosed by Kel- 
ley is the plane- 
tary gearset con- 
necting the two 
Hydramatic units. 
The arrangement 
is such that an 
“overdrive” action 
is obtained, with 
input speed to 
the upper unit 25 
percent higher 


0. K. Kelley 


er. On one instal- 
lation, this means that a 2300 rpm 
diesel has a 4000 rpm input to the 
upper transmission shaft. 
Construction of the gearing is 
such that the ring gear connects to 
the upper transmission, while the 
sun gear drives the lower unit. The 
effect is to use an extremely high- 
speed transmission at low torque 
loads to increase durability and 
service life. Each transmission can 
shift independently of the other. 
The driver simply selects one of 
three driving ranges. 
* * * 


Automotive Companies 


Protect Secrecy 


ECURITY measures to fore- 

stall premature release of con- 
fidential information are being 
tightened by various automotive 
companies as they prepare to 
enter the stretch run to new- 
model announcement time. 


It is common knowledge that . 
information leaks occasionally 
result through tool and die shops, 
foundries, art studios and job 
shops that receive work from 
automobile companies and their 
suppliers considerably in advance 
of the general release date for 
new production models. 

Within the past few weeks, we 
had heard that such contractors 
have been asked to submit signed 
statements that they will take 

(Continued on Page 24, Col. 1) 
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‘Some Experts Say Engineering Cancels Differences . . . 





Frame vs. Frameless Body 


By John T. Benedict 

| Engineering Editor 
i the integral frame-body 

method of construction have 
important inherent advantages that 
inevitably will lead to its use by 
most U.S. automobile manufactur- 
ers in future designs? 

This is one of the most contro- 
versial basic questions confronting 
the automotive engineer today. De- 
spite years of experimentation and 
comparison, no clearcut, generally 
applicable answer has been forth- 
coming. 

Industrywide adoption of 
frameless body construction, ac- 
cording to some engineers, would 
pave the way for general ad- 
vancements in automobile design, 
styling and riding qualities. 

Proponents of the frameless or 
unit-body car contend that many 
engineers privately acknowledge 
the inherent superiority of this me- 
thod of building cars, as compared 
with separate frame-body designs. 

a * OK 


_- say that economic consid- 
erations alone delay changeover 
to frameless construction, since 
such a move would call for enor- 
mously expensive conversion of ex- 
isting plants and equipment. 

On the other hand, the opposite 
view is held by a large equally able 
group of engineers. This group vig- 
orously denies claims that frame- 


less cars have natural advantages 


Broach Feeds Parts Bank— 
When operating, this 96-foot broaching 


operations when the broach is down for 
the floor at the far left of the picture. 
. we 


not attainable in other methods of 
construction. 

Furthermore, these engineers 
believe that the separate frame- 
body combination has important 
advantages of its own. They refer 
to current style trends toward 
ever-increasing glass areas in the 
upper - structure, and give the 
opinion that such designs call for 
use of rigid frames to provide 
necessary strength below the belt 
line. 

The final answer appears to be 
in doubt. But it seems probable 
that evolutionary trends may pro- 
duce a blend of the two ideas, 
capitalizing on the inherent advan- 
tages of both. 

~ * od 

i THE future, when completely 

new manufacturing facilities are 
planned, the outcome may be a 
compromise on “frame - integral” 
construction, in which rigid box- 
sections are built into major body 
stampings. 

A frameless car sometimes is 
described as one in which the body 
is used as a structural member. 
Axles, motor and steering gear are 
attached directly to the body, in- 
stead of using the body merely as 
a shell for carrying the driver and 
passengers. 

Except for some body and chassis 
engineer specialists, those who 
quote the above definition uncon- 

(Continued on Page 20, Col. 1) 





machine is run at high speed to build up 
a standby bank of cylinder blocks. These finished parts are used to feed succeeding 


servicing. A bank of blocks is shown on 


a * * 


Yes, But Planners Differ on How and Where... 














Nash Unitized Construction— 


Latest cutaway drawing shows box-sections at door sills. This design detail typifies 
“frame-integral" construction, in which the outer skin is stressed for load-carrying 
functions to add to the strength and rigidity of the box-section inner structures. 


Se hobbing tech- 
niques for producing splines 
and similar shapes on external sur- 
faces have a new rival in the Roto- 
Flo chipless machining process. 

As announced by Michigan Tool 
Co., this basic new metal working 
method introduces a spline-roll- 
ing operation in which the work- 
ing stroke may take as little as 
four seconds. At this speed, the 
process is about 30 times faster 
than hobbing. 

The Roto-Flo machines perform 
a cold-working operation in which 
the metal shaft (work-piece) is 
placed between the forming racks 
and emerges in a few seconds with 
the spline teeth completely formed 
at any desired position along the 
shaft. 

* * * 

7s splines are said to have a 

high degree of accuracy, as well 
as unusually fine surface finish, in 
the range of three to six micro- 
inches. Since the metal is displaced, 
not removed, parts usually are 
made to the pitch diameter before 
forming. 

Harry Pelfrey, director of re- 
search and development, says 
that early tests show parts pro- 
duced with rolled splines with- 
standing higher torsion loads 


Automation Parts Banks Needed? 


Tes meaning of the term “bank” 
has carried over into automa- 
tion parlance with exact conforma- 
tion to its dictionary definition of 
“a storage place for any reserve 
supply.” 

But Webster unfortunately gives 
no such simple, all-inclusive answer 
for plant layout men who must de- 
cide where and how to store the 
reserve supply. 

After some disappointing ex- 
periences with bankless automat- 
ed production lines, the automo- 
tive industry now concedes that 
some sort of parts banks general- 
ly are needed. 

The big controversy at present 
centers around parts bank plan- 


ning, where it is necessary to 
choose from among the various 
arrangements for storing partially 
completed work-pieces. Of all the 
disputed aspects of automation, this 
fundamental point in layout of au- 
tomated lines is perhaps the one 
currently causing the widest differ- 
ences of opinion. 
+ x * 

= banking function may be 

fulfilled in an endless variety of 
ways — but, in most applications, 
one or more of the following three 
principles will be utilized: 

One commonly used method is 
to design sufficient pipeline ca- 
pacity into the system to take 
care of temporary interruptions 


in operations at various critical 
locations. 

Another technique is to build 
up stocks of parts on the floor, 
or conveniently stored near crit- 
ical machining or assembly op- 
erations. 

A third method is to install 
mechanized automatic storage 
systems, which actually become 
complex machines in themselves. 
Regardless of which parts bank 
ideas are used, the purpose is to 
avoid having an entire system of 
integrated machines stop operating 
when one of the machines is shut 
down for any reason. 

With a number of complex ma- 

(Continued on Page 21, Col. 1) 


Hobbing Faces New Rival 


Spline Rolling Techniques 30 Times Faster; 
May Revolutionize Production 


than parts with splines hobbed or 
shaped from the same material. 
This increased load capacity is 
expected to allow designers to 
take advantage of fine splines for 
applications now using coarser 
splines. 

Another significant design ad- 
vantage is that teeth may be 
formed all the way up to a protrud- 
ing shoulder diameter. Since a re- 
cess for tool clearance adjacent to 
the shoulder is not required, great- 
er strength and better bearing sur- 
face may be obtained. 

An example is indicative of the 
production time advantage gained 
by progress from metal cutting to 

(See SPLINE, Page 16, Col. 5) 


Tool Holder Lets 
Cutting Edge 
Roll with Punch 


LIVINGSTON, N. J.—A tool hold- 
er with a built-in shock absorber 
is @ new idea in machining that 
promises to have widespread influ- 
ence in improving metal cutting 
operations while providing signifi- 
cant reductions in production costs. 

It has long been known that 
shocks or sudden forces against the 
cutting edge were a major cause of 
rapid breakdown that determined 
tool life. Up to the present, most 
attempts to make tools with in- 
tegral shock absorbing devices have 
been only partially successful. 

Some years ago, L. J. St. Clair 
began to experiment with designs 
that located a “cushion” under the 
cutting edge itself. This was done 
to reduce minute chipping of the 
cutting edge, which is believed to 
be a principal factor in the dulling 
of a tool. 


The latest development from 
these investigations is a “non-rigid” 
cutting element. As manufactured 
by the J & S Tool Co., Livingston, 
N.J., the Mech-Grip tool holder 
and milling cutter have cutting 
edges that overhang the shank sup- 
port edge. Design of the cutting tip 
clamp is such that the tip and sup- 
port plate move when a sudden 
shock is sustained by the cutting 
edge. 
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Gas Turbine’s Future 


Economics 


ONTRARY to many published stories, the gas turbine is 

- \4 not at all certain to outdistance the piston engine, 
although it is certain to furnish plenty of competition. 
Engineers who hold to this opinion are. not attempting to 

discount the gas turbine. On the contrary, they have watched 


with interest many of the re-¢ 


cent research developments 
in which apparently big ob- 


stacles ahead of gas turbines have 
been removed, or partially removed, 
with unexpected ease. 

Reports to SAE by General Mo- 
tors research experts indicate that 
a considerable amount of progress 
has been made during the past sev- 
eral years in the development of 
the gas turbine., 

As a matter of fact, according 
to W. A. Turunen, GM gas turbine 
expert, operating without a .re- 
generator at 1,500 degrees F, fuel 


consumption has actually been a | 






a 


little better than was originally 
anticipated. 

The Turunen paper discloses that 
a considerable amount of research 
effort in the future will be devoted 
to the fuel consumption problem. 
The new GM research alloy, GM- 
235, has performed very well at 1,- 
500 degrees. In Atlantic City it was 
disclosed that tests of the alloy as 
high as 1,675 degrees were favor- 
able. 

On the strength of such reports, 
it appears possible to raise sub- 
stantially the operating tempera- 
ture and pressure of future gas tur- 
bines. Incidentally, the new GM 


Will you spend 3¢ 
to make DOLLARS of extra profit 
on every new car sale? 
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alloy is a complex nickel base ma- 
terial containing more than a half 
dozen other alloying elements, in- 
cluding small amounts of beron and 
titanium. 

* + * 


Many Problems Licked 


ENERAL MOTORS is at work 
on a light, compact heat ex- 
changer, it was officially disclosed 
in Atlantic City. It also was report- 
ed that the new GM process for 


dipping aluminum, Aldip, has) 


shown definite promise toward an 


effective solution of turbine prob- | 


lems. 


Acceleration of the gas turbine 
powered vehicle, while delayed, has 
been smooth and free from jerks or 
jolts. Radiation has not presented 
a serious problem, Air requirements 
have been easily met as well as an 
exhaust problem that looked 
troublesome when work was start- 
ing. Similarly, the noise problem 
appears to present no great diffi- 
culty. 

Present obstacles standing in 
the way of the gas turbine ap- 
pear to be: 1. high fuel consump- 
tion, 2. delayed acceleration, and 
3. the development of a suitable 
dynamic braking system. 

Assuming these obstacles are 
overcome, the problem of critical 





materials plus high manufacturing 
costs remains. 

The argument offered by the 
champions of the piston engine is 
that future developments in recip- 
rocating engines and automatic 
transmissions may raise these bar- 
riers even higher. 

* oe 


* 
Advanced Development 


yy. specific evidence is hard 
to get, it is known that several 
important developments on the pis- 
ton engine are already well ad- 
vanced. Coupled with these im- 
provements are equally impressive 
developments in transmissions. 
Taken together, very significant 
improvements in the piston-driven 
car are possible. 

Sampling engineering opinion 
in Atlantic City it was easy to 
see that both the piston engine 
and the gas turbine have their 
advocates in the motor car in- 
dustry. 

If any conclusion could be drawn 
from conversations at the SAE 
meeting it was that the piston en- 
gine enthusiasts seem to be gaining 
headway. Initial enthusiasm for gas 
turbines appears to be wearing off 
somewhat, From now on it will be 
a struggle to the finish—with the 
inexorable law of economics deter- 
mining the final outcome. 
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Assorted Splines— 


With splines formed in an average of 
about four seconds, the above shafts range 
from % inch to 1% inch outside diameter, 
Length of splines ranges up to 13% inches. 
Note that helical splines at left center 
and straight splines at top center are 
formed adjacent to protruding shoulders. 


es 
Spline 
(Continuea from Page 15) 
rolling techniques: Splined shafts 
of 1%-inch diameter and 1%-inch 
length were formed in three sec- 
onds. 





* * * 


HE return stroke, with machine 
empty, took two seconds. Auto- 
matic handling of the parts takes 
less than four seconds. So the com- 
plete cycle is less than ten seconds. 
These parts were rolled from 

S.A.E. 1037 steel ranging in hard- 
ness from annealed to 41 Rock- 
well “C” scale. Accuracy was 
within 0.0008 inch variation from 
part to part over pins. 

High tool life is to be expected 
from the forming racks, since all 
stresses are compressive, not shear 
as with cutting tools. Some instal- 
lations may produce 200,000 parts 
per tool sharpening. 


* * * 





Axle Shaft Spline— 


Experimental axle shafts have been 
splined for two large automotive com- 





ice department pushes 3M “UN- 
DERSEAL” Rubberized ceenee- 
You.also please customers by add- 
ing life, riding comfort and value 
to new cars you sell. Coupon brings 
facts on the only complete pro- 
gram guaranteed to increase your 
undercoating sales. 


pany supplies potent direct mail 
pieces — imprinted with your com- 
pany name. You also get booklets, 
posters, demonstration easels to 
help you sell 3M “UNDERSEAL” 
in both show-room and service 
department. Mail coupon today. 


ing extr: i . | snail 
Start making extra profit now | N ° Appetite? 


panies. In operation, the high-carbon, 
high-chrome steel racks press deeper and 
deeper into the surface of the shaft until 
full depth is reached. A few additional 
turns are made to complete the rolling 
action. 
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Wis.; Lloyd W. Kagley, Knoxville, 
Tenn.; William D. Hudson, Topeka, 
Kans., and Henry W. Dieter, 
Youngstown, O 


* * * 


has been named projects engineer. | Edward L. Nelson, supervisor of 
Moffatt’s duties will be to co- | Methods, plant layout and process 

ordinate a program involving | engineering. 

manufacturing and quality con- Clark Township plant promotions 

trol, research and development, |included those of Theodore A. 

and analysis of machinery and 


Technical PERSONNEL CHANGES 








New Duties for Engle 


Carboloy department of Gen- 
eral Electric Co., Detroit, has 
named Edgar W. Engle man- 


gineer and supervisor on the de- 
sign of Mercury. 
* + * 


ler, who has been 
appointed director 
of engineering at 
the missile plant 


Oakite Products Names 
1l New Representatives 


Jagen to manufactu - 
Caplan Is Promoted equipment. condents John Anty fi to. chief 
By Bendix Radio a inspector; to 
Yankee Metal Products Corp. | sales of aluminum and magnesium y ° 
hes announced the appointment forgings through Alcoa sales of- Norman Caplan has been appoint- Hy ate Bearings Announces Gover ta leg 
of Henry Malachowski as senior | fices all over the country. His {ed manager of commercial engi-|15 Executive Promotions gineee and Jame aa - 
design engineer. headquarters will be at Alcoa’s | neering at the Bendix radio com-| ‘The promotion of 15 executives|supervisor of methitie oni ota. 
Malachowski has served as | Cleveland (O.) Works. munications divi-| of Hyatt bearings division of Gen- | layout. 7 
senior designer for the Cadillac Woodward, who has served as sion of Bendix! eral Motors has been announced by e ¢1s 
and Oldsmobile studios of Gen- | assistant manager of forging Aviation Corp. General Manager Donald L. Boyes. 
eral Motors, and also with Ford | sales since August, 1953, succeeds He replaces| Included in the promotions were|Carboloy Designates 
, Motor Co. as special project en- | M. W. Hodgdon, who died Apr. 22. Douglas M. Hel~|/the appointments of Martin A. | 
j 


Moore as manager of Hyatt’s Clark 
Township (N.J.) plant and of Ed- 
ward 8S. Clymer as manager of the 
division’s plant at Harrison, N. J. 


Longwell Quits Carboloy 


To Form Own Firm 


James R. Longwell, assistant to 
the general manager of Carboloy 


department of General Electric Co., 





Oakite Products, Inc., New York, 
manufacturer of industrial cleaning 
and related materials, 
nounced the assignment of the fol- 
lowing 11 new technical service 


has an-| 





Norman Caplan 


in Mishawaka, 
Ind. Caplan, who 
joined Bendix in 
1951, has served 
as chief engineer 


Leo V. Farrell has been named 
general production manager of 
the division, succeeding Clymer, 
and C. Russell Todd was made 
general purchasing agent. 


ager of product and process de- 
velopment engineering. 

Engle has been active in manu- 
facturing and developing cem- 
ented carbides since he came to 
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has announced his retirement from | representatives: of communications and navigation | "promotions at the Harrison plant | Carboloy in 1941 as a foreman. 

the organization, effective Apr. 30. Richard J. Price, to the Portland, re 2 included: John 8S, Marratt to manu- * 6s 2s 

He has formed Longwell En-| (Ore.) area; Malcolm N. Gray, Lin- a facturing superintendent; John S. M. i : 
gineering-Sales Co., engineering and|coln, Neb.; John N, Miami; Bonney Appoints Moffatt Garden, superintendent, radial erschel Retiring 


sales consultants, which will also| Gale R. Miller, Cincinnati; Kenneth 
be sales representatives for several | L. Oliver, Fort Wayne, Ind.; Thom- 
manufacturers of industrial equip-|as D. Ellsworth, Grand Rapids, 
ment. Mich.; D. O. Mundale, Asheville, 
N.C.; Haskell Wilder, LaCrosse, 


| bearings; William Rossetti, super- 


A. H. Merschel, for seven years 
intendent, defense production; 


assistant to A. J. Langhammer, 
Robert R. Guempel, director of pro- | president of the Amplex division of 
duction engineering; Theodore A.| Chrysler Corp., is retiring. Merschel 
Olson, production engineer, and | joined Amplex in August, 1933. 


Projects Engineer 


Wilder Moffatt, design engineer 
at Bonney Forge & Tool Works, 
Allentown, Pa., for eight years, 











° * * 


Gear Grinding Machine Co. 


Names Works Manager 


The Gear Grinding Machine Co., ™ 
Detroit, has appointed William F. 
Wilson as works 
manager. 

Wilson joins 
Gear Grinding 
from the Walker- 
Turner division of 
Kearney & Treck- 
er Corp., where 
he was works 
manager for 4% 
years. Previous 
experience in- 
cludes service as 
an experimental 
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Muhile Equipment News 
y116 PUMP NOW AVAILABLE FOR 
WER STEERING OF TRUCKS 
NDLING VEHICLES 









IMPROVES 
PERFORMANCE \ 
* 


HYDRAULICS FOR CUTS Costs | 


MOBILE EQUIPMENT 





ICKERS.~ 
HYDRAULIC PO 
AND MATERIALS HA 


The Vickers Series VT16 pump is used more 
widely than all other makes combined for the 
power steering of automobiles. It is now avail- 
able for the first time for the hydraulic power 
steering of trucks and materials handling vehicles. 
It has all the characteristics important to this 
service and is used in a separate hydraulic circuit 


for steering only. 


COMPLETE PACKAGE 


Series VT16 has integral volume control valve 
and relief valve .. . also an integral oil reservoir. 
This is a complete hydraulic power package for 
steering. 


SIMPLIFIED INSTALLATION 


This compact and complete power package is 
easily and quickly installed. All you need to do 
is bolt it on, make two hydraulic connections, 


and couple the power. 


LONGER PUMP LIFE 


The exclusive Vickers ‘(Hydraulic Balance” elim- 
inates pressure-induced bearing loads and the 
consequent wear. These lighter bearing loads 
mean much longer bearing and pump life. 


W. &. Wilson 
engineer with Hudson Motor Car 


* * * 


| 


Oldsmobile’s Haeger Retires; | 
Corbin, Cutler Promoted 


Promotion of Elmer O. Corbin 
and Harold K, Cutler to higher 
supervisory positions and retire- 
ment of W. Haeger after 
37 years of service with General 
Motors have been announced by 
J. F. Wolfram, general manager 
of Oldsmobile. 


Corbin has been made assistant | 
manufacturing manager of the 
Oldsmobile forge plant, while Cut- | 
ler has been elevated to assistant | 
director of labor relations. Hae- | 
ger was general supervisor of | 
production engineering and ma- | 
chining at Oldsmobile. 


+ ae * 
Sapinsley Is Elected 


To Brownhoist Board 
The election of Milton C. Sa- | 


| 
pinsley to the board of directors | 
of Industrial Brownhoist Corp., | 
Bay City, Mich., has been an- 
nounced by L. D. Silberstein, 
chairman. 


Sapinsley is the founder and 
supervisory general manager of 
Crescent Co., Inc., Pawtucket, 
Rhode Island, an independent 
manufacturer of automotive wire. 

® * - 


Threadwell Tap & Die Picks 
Polk for President 


Paul W. Polk has been elected 
president of Threadwell Tap & Die | 
Co., Greenfield, Mass. 

Other officers 
are Louis F. Polk, 
chairman and 
treasurer; John 
P, Bernard; vice- 
president; R. F. 
Whisler, vice- 
President and as- 
sistant treasurer; 
Edward T. Noe 
ir, secretary; 
Esther Hertter, 
clerk, and Glenn 



















Series VT16 Vickers Pump with 
integral volume control and 
relief valves and oil reservoir. 
For hydraulic power steering. 


HIGH OPERATING 
EFFICIENCY 


The vane type construction, 
hydraulic balance and auto- 
matic maintenance of optimum 
running clearances enable these 
pumps to deliver more oil with 
less power. This high operating 
efficiency is maintained 
throughout the long pump life. 


NO LOAD STARTING 

At rest and normal starting speeds, the sliding 
vanes are retracted; only after engine fires do 
vanes extend and pumping begin. 




























Series VTI7 Vickers Pump is similar 
to the VT 16 except that it does not 
include the oil reservoir. 


ASK FOR BULLETIN M-5104A 











aul W. Polk 





E. Price, assistant -* 
secretary, VICKERS Incorporated 
Threadwell is a subsidiary of 


icteld Corporation. Dayton’ O DIVISION OF THE SPERRY CORPORATION 
ee , 1532 CARMAN BLVD. ¢ DETROIT 32, MICH, 


Alcoa Appoints Woodward Application Engineering Offices ATLANTA © CHICAGO (Meto- . |. 
Manager of Forging Sales fh i. ace ee 
LOS ANGELES (Meffopoliten) « NEW YORK (Metropoliten) + PHIL- 

William C. Woodward has been Pm , 
appointed manager of forging 
sales for Aluminum Co. of Amer- 
Woodward will coordinate 
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Ribbed V-Belt 
Works With 


Sheave Grooves 


The Poly-V-Belt is an endless rubber 
belt with parallel V ribs molded around 
the inside circumference. The Poly-V 
sheave grooves are designed to mate with 
the belt ribs, and since the belt covers 
the full width of the drive member, the 
load is distributed equally over the driv- 
ing surface. 

It is claimed that Poly-V drive gives 
up to 50 percent greater horsepower with 
the same width or equal horsepower with 
one-third less sheave width. Manhattan 
Rubber Division of Raybestos-Manhattan, 
Inc., Passaic, N. J. 





Adjustable Drill 
Has Balanced Cut 


A new one to two-inch adjustable drill 
with two sets of blades can cut from one 
to 14% and from 1% to two-inch diameter 
holes. It replaces solid high-speed steel 
drills and reamers as well as carbide 
tipped high-speed steel drills. 

The tool finds application on drill 
Presses and radicals, milling machines, 


turret lathes and tool room or engine 
lathes. Hayden Twist Drill Co., 8626 Lyn- 
don St., Detroit 38, Mich. 


Tubing Joint Allows 
Quick Assembly 

A quick assembly tubing joint for one 
to five-inch O. D. tubing is offered in 
either stainless steel or cold rolled steel. 

It is designed for coupling exhaust 
manifolds and exhaust piping joints. It is 
designated as Marman J-61 in stainless 
steel and J-62 in cold rolled steel. West 
Marquis, Inc., 1220 Wilshire Bivd., Los 
Angeles 17, Calif. 


~ me * 


Improved Bellows Design 
Offered in Thermostat 


An auto thermostat of improved bellows 
design for operation in pressure-type 
cooling systems has been announced by 
Flexonics Corp., Maywood, Ill. 

According to the firm, the thermostat 
hes a charge compound that mokes the 
bellows insensitive to pressure, yet oac- 















curate and sensitive to temperature. It is 
also claimed that if the thermostat loses 
its charge, it automatically returns to an 
open position, thus keeping the coolant 
in circulation and preventing the engine 
from overheating. 





Cam Clutches Offered 


For Machinery Drives 


A new line of heavy-duty ball bearing 
overrunning clutches has been added to 
the Morse Chain line of cam clutches. 
Called the MC series, the self-contained 
units include two ball bearings which 
maintain concentricity of the inner and 
outer races. 

Typical applications include high-speed 
overrunning and back-stop operations as 
well as heavy-duty indexing. Morse Chain 
Co., 7601 Central Ave., Detroit 10, Mich. 


* * * 





Collapsible Steel Box 
Held Freight Saver 


The Collaps-a-tainer is described as 
combining strength, light weight and com- 
pactness. Its size is 30 by 30 by 30 inches. 

Fully collapsed the package is 31% by 
31% by 9 inches, reducing space required 
for returned shipment. Republic Steel 


Corp., 3100 E. Forty-fifth St., Cleveland 
27, O. 





Tapping Head Fits 
Any Drill Press 


A new lead screw tapping head, the 
Auto-Tap, features an interchangeable lead 
screw, a new-type cone clutch reversing 
mechanism and positive depth control to 
assure perfect threads even in blind or 
recessed holes. 

Tap breakage and work spoilage are 
said to be reduced. Two models are avail- 
able for tapping No. 0 to 5/16-inch and 
No. 10-32 to 3/4-inch threads. Automatic 
Methods, Inc., 965 W. Grand St., Eliza- 
beth, N. J. 


.| Sturdi-Bilt Steel 





Engineering and Production 
New Products 





Compound Repairs, Fills, 
Builds Up Metal 


Metalset (A 101) is an aluminum com- 
pound which can be used for repairing 
castings, filling joints in sheet metal and 
building up surfaces of patterns, molds 
and dies. 

An epoxy resin compound, it hardens 
by polymerization after addition of a 
curing agent. It is said to be hard, tough, 
machinable and to have good chemical 
stability. Smooth-On Mfg. Co., Jersey 
City, N. J. 





Combination Machine 
Straightens, Cuts 
Metal Tubing 


Designed as a utility, low-cost machine 


for small-shop production, this unit 


straightens and cuts off varying lengths of 
metal tubing from coiled stock ranging 
from one-quarter to one-inch diameter in 
lengths up to six feet. Walter P. Hill, Inc., 
22183 Telegraph Rd., Detroit 19, Mich. 


Multi-Purpose Bench 


Carries Tools, Parts 


The Shop Tender is a mobile, multi- 
purpose auxiliary bench that carries tools 
and parts to any place in the shop. 

Its features include adjustable back and 
side rails and versatile height adjustments 
as well as optional wheel set or casters. 
Products, Inc., 2501 W. 
Peterson Ave., Chicago 45, Ill. _ 


* * * 


Phosphatizing Compound 


Offered by Penn Salt 


Availability of Fosbond 61, for use in 
producing a pbosphate coating on zinc, 
has been annouced by Pennsylvania Salt 
Mfg. Co., 1000 Widener Bidg., Philadel- 
phia.7, Pa. 


The phosphatizing compound provides 





a fine crystaline coating on metal surfaces 
and serves as base for painting opera- 
tions. Mixed with water, it is applied by 
spraying. 


ae e 


Turntable Handles Cartons 
At 180-Degree Angle 


The TT Turntable is said to transfer 
cartons at a 90 or 180-degree angle be- 
tween conveyor lines. It handles cartons 
as large as 22 by 18, 24 by 14, or 20 
by 20 inches. 

The device is friction-driven by a wheel 
that contacts the inner side of a steel 
reinforcing ring welded to the underside 
of the disc. Rapids-Standard Co., Inc., 342 
Rapistan Bidg., Grand Rapids, Mich. 


* * * 





Low-Cost Nut 
Is Self-Gripping 


The P-M Nut, which is said to speed as- 
sembly and eliminate the need for lock 
washers, is self-gripping and self-locking. 
It has cut threads for strength and a 
flange with turned-down corners which bite 
into the material to which it is applied. 

The spring flange is deflected as the 
screw is tightened so that tension is 
applied to the threads to prevent loosen- 
ing of the screw. Waterbury Pressed Metal 
Co., 300 Chase Ave., Waterbury, Conn. 


* * * 


Maker Extends Sizes 
In Sprocket Line 


Dodge Mfg. Corp., Mishawaka, Ind., 
has extended its line of Taper-lock 
sprockets to include the 1%, 13%, and 
two-inch pitch sizes. All sprockets, up to 
the 26-tooth size, are made of high 
carbon steel and can be hardened. 

According to the maker the sprockets 
mount on the shaft quickly and come off 
easily without shock to bearings or ma- 
chinery. 





Constant Velocity 
Universal Joint 


In 2-Inch Diameter 


A miniature, light-weight universal joint 
has been added to the Rzeppa Constant 
Velocity Joint line. It is rated at one-half 
horsepower per 100 r.p.m. 

Potential applications include instrumen- 
tation and control systems where angular 
or offset drive is required to function at 
constant velocity with a minimum of fric- 
tion. The diameter is 2-Yg inches. Angu- 
larity up to 40 degrees may be accom- 








Shaft-Mounted 
Speed Reducers 


Shaft-mounted speed 


reducers with 
double-enveloping worm gearing are manvu- 


factured in three sizes: two, 24% and 
three-inch center distances. They can be 
furnished in pinion-under, pinion-over or 
vertical-shaft models. 

Where a motorized reducer is desired, 

bell housing can be provided for a 
standard NEMA C-type flanged motor. 
Michigan Tool Co., Cone-Drive Gear Divi- 
sion, 7171 E. MecNichols Rd., Detroit 12, 
Mich. 





Vise Clamps Part, 
Holds It Down 


A milling machine vise which opens 
to a distance of 12 inches is claimed to 
be the lowest, lightest and roomiest of 
its type. 

A trigger stop enables the operator to 
open and close the vise to the desired 
position. The vise also holds the part 
down, as its jaw locks the workpiece 
horizontally against the opposite jaw and 
downward against the table. J & S Tool 
Co., Inc., Livingston, N. J. 





Plastic Coating Offered 
As Protection for 
Metal Machinery 


Plastisols are solutions of polyvinyl 
chloride which protect heavy machinery 
from corrosion. Rubberlike resilience makes 
for a coating which is said to protect 
metal parts which are subject to flexing. 

Plastisols also are good electrical insu- 
lators. Arbonite Corp., 900 Main St., 


Doylestown, Pa. 
* = 





Stick Lubricant 
Reduces Friction 
‘By Coating Tools 


The Hyperstik is a lubricant applicable 
to grinding, tapping, drilling and similar | 
operations. It is said to produce a film 
“plate” which cuts down frictional heat 
on tools. 


The lubricant is claimed to perform 


modated. Gear Grinding Machine Co.,| with equal efficiency on ferrous and non- 


Joint Division, 3901 


Detroit, Mich. 


Christopher 


Ave.,| ferrous metals. Destiny Products Co., 2970 


W. Grand Bivd., Detroit 2, Mich. 
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'T70 BEUEVE IT! 


PENNZOIL (°esis| Z-7...FULL POWER INGREDIENT 


== 
--—-- 
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UNSTICKS RINGS! 
PREVENTS \S . 
FORMATION OF \// FREES VALVES! 
CARBON AND RUST! = //f STOPS CLATTER! 


: CUSHIONS CAMS AND LIFTE 
Your customers | . “KEEPS THEM CLEAN 


actually feel the difference AND WEAR-FREE! 


with the first crankcase fill! 


NO OTHER PRODUCT—OIL OR ADDITIVE — 
ADE aa 
SO QUICKLY-SO COMPLETELY! 





This car gained 7 hp at the rear wheels by just changing £& f S ¥ g PT : CAL! & & TO U GH ' 
to Pennzoil with Z-7 and idling for 25 minutes a ' 
, But try it and be convinced! 


You, too, will find that Pennzoil with Z-7 is the key to: 
Satisfied Car Owners .. . More Service Customers... 
Bigger Used Car Profits 





MAKE THIS TEST: Put Pennzoil with Z-7 in an engine that’s 
hard to start, that runs rough, that has severe hydraulic valve 
clatter. Then simply run it at a fast idle for 30 minutes. 
Results will amaze you. 





Dynamometer test shown here was run on a 1950 Olds- detergent oil: Under full load, fhe dynamometer dial 
mobile 98 with more than 48,000 miles. It was in good at right shows 110 hp. Since this “brake horsepower” i S P il 
condition but valves were noisy in spite of using cronk- represents only about half the engine horsepower, Mr. Automobile Dealer: Start your new-car customers on Pennzoi 
case additives. Test No. 1—using premium-priced, high this engine was running well. with Z-7 and they’ll stay sold on your product. Its performance 
will keep them coming back to you for lubrication, the key to 
regular service contacts and the vital service income that should 


absorb most of your overhead. 


Mr. Service Manager: Pennzoil with Z-7 will solve your most 
aggravating problems—sticking, clattering valves, excessive 
valve train wear, and combustion chamber deposits. Used with 
every tune-up, it insures long-lasting top performance. Satisfied 
customers will boost your volume. 





Mr. Used Car Sales Manager: Join up with profit-wise dealers 
who let Pennzoil with Z-7 help sell more used cars at higher prices 





After test No. 1, the oil was drained and replaced with Test No. 2—vsing Pennzoil with Z-7, SAE 20. Under with lower reconditioning costs. Like the dealer who reports: 
Pennzoil with Z-7, SAE 20. The engine was then allowed _full load, the dynamometer dial at the right now shows “ . : : 

to idle for 25 minutes s0 Pennzoil with Z-7 could stort 117 hp delivered to the rear wheels—an increase ‘Cold starts on used cars with omoony running engines and no 
dispersing any deposits. Within 10 minutes, valve action of 7 horsepower! This compares with average tune-up lifter noise is worth $50 per car to us. 


had quieted noticeably ,continuedtoimprovefollowingtest. gain of only 2 horsepower. 
THE PENNZOIL COMPANY, OIL CITY, PA. 3 
I'd like more information—and proof of performance —on Pennzoil wit! 277 
GET THE FULL 24 ORB 


i iicrctreierrneennicianen ieieesiaiaeinaiion meeremrttioninges PEC Usspnpcenmannsitimianeunsntiiaieninannl 


PROFIT STORY! faba ee eee 
MAIL THIS COUPON TODAY state OMOTUR 
© 1954, The Pennzoil Co., Member Penn. Grade Crude Oil Assn., Permit No. 2. ree 
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Some Say Engineering Cancels Differences . . . 
Frame vs. Frameless Body 


(Continued from Page 15) 


sciously are guilty of furthering a 
misconception, The error lies in 


failure to recognize the excellent | 
the | 


stiffness characteristics of 
standard body as mounted on cars 
with separate frames. 

The truth is, however, that the 
standard body does have excellent 


EXTRA-COM 
IN THE 


THE 


©7320) 47: 





FORT 
NATION’ 
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characteristics that assist greatly 
in minimizing the frame deflec- 
tions. Typical confirming test re- 
sults were reported in a recent 
SAE paper by Mark Garlick, 
Pontiac’s experimental engineer. 


Garlick described bending tests 
in which the body structural rein- 
' forcemftnt to the frame reduced the 


SEAT CUSHIONING 
LEADING CARS 


HOOPER 











 ‘THERE’S A 


MUNDILAUND 


WELDING NUT 
FOR EVERY SIZE JOB! 


For Fabricating, Fastening, and 
Assembling Metal Parts... Mid- 
land Welding Nutsare the Answer! 


No matter what 


line for you, 


Write or phone for 
complete information. 


your 
whether big or small—if there’s metal 
fabricating, fastening, or assembling 
involved, chances are you can use 
Midland Welding Nuts to big advantage. 

Now relied on by manufacturers the 
world over—and specified universally 
by product designers—Midland Weld- 
ing Nuts will lower your assembly costs 
and speed up operations all along the 


product— 


THE MIDLAND oFaEs PRODUCTS CoO. 


6660 Mt. Elliott Avenue 
Export Department: 


Detroit 11, Michigan | 
38 Seni St., New York, N.Y. 


Manufacturers of 


AUTOMOBILE AND AIR AND VACUUM 
POWER BRAKES 


DOOR CONTROLS 


| characteristic of 





‘the higher horsepower.” 





| assemblies since 1940, and 


AIR AND ELECTRO-PNEUMATIC 


maximum deflection to nearly 25 
percent of that of the frame alone. 
Torsional tests followed a similar 
trend and “clearly show that the 
frame is responsible for much less 
than one-third of the overall tor- 
sional stiffness of the average car.” 
Although such figures show that 
conventional car bodies function as 
structural members to a greater ex- 
tent than is commonly recognized, 
the consensus of industrywide en- 
gineering opinion nevertheless ad- 
mits the general superiority of the 
frameless construction in rigidity 
and torsional stiffness. 
: é * 
IHEODORE ULRICH, chief en- 
gineer of Nash, says that the 
key to providing a solid ride with 
minimum car 
shake lies in the 
initial stiffness of 
the sprung struc- 
ture. Belief in this 
principle led UI- 
rich to the unit- 
body, since tor- 
sional stiffness is 
an outstanding 


its box-like struc- 
ture. 

Advocates of the 
separate-frame body say that stiff- 
ness is desirable, up to a point—but 
you can get too much of a good 
thing. 

Chrysler body engineer James 
Shank is among those who state 
that builders of the so-called uni- 
tized cars have had to soften the 
ride by use of rubber inserts and 
careful attention to suspension 
design. 

Hudson engineer Milton Bald ad- 


Theo. Ulrich 


| mits that stiffness of the original 


prototype Hudson designs was 
“softened-up” before going into 


| production. But he says that this 
| was no great problem, 


Styling, ride and ease of hand- 


|ling advantages are attributed to 


integral frame construction by 


| Bald. In discussing the Hudson ap- 


proach to automobile design, Bald 
emphasized the attention given to 
balanced design to “properly handle 
Hudson 
car roadability and ease of control 


| during braking were said to be out- 
| growths of this design policy. 


* * * 


| PMPoRTANT weight reduction is 


another advantage claimed. by 
supporters of frameless construc- 
tion. They say that unitized designs 
save from 50 to 75 percent of the 
weight of the conventional chassis 
frame. The entire frame weight is 
not eliminated, since added struc- 
ture is needed forward of the body, 
and various parts of the underbody 
require mounting brackets and re- 
inforcement at running gear attach- 
ment points. 

Ulrich has had extensive ex- 
perience in redesigning conven- 
tional cars for experimental con- 
version to frameless construction. 
He indicates that a weight saving 
of 150 pounds may be gained in 
a typical car-for-car comparison 
project. 

The Budd Co. has been interested 

in the unit type of automobile body 
construction for more than 20 years. 
A. R. Lindsay, 
vice - president in 
charge of research 
and engineering, 
believes “this type 
of construction is 
one of the best 
ways to reduce 
weight and cost 
and still produce 
a stiffer and more 
satisfactory auto- 
mobile.” 
A. R. Lindsay During the past 
several years, Budd has built sample 
cars incorporating unit construc- 
tion for nearly all the automobile 
manufacturing companies. Lindsay 
states that these sample cars per- 
formed very well on proving 
grounds and in road tests. 

Budd has built Nash underbody 
“has 
found these units highly satisfac- 
tory from a manufacturing stand- 





point.” This type of construction | 
| tion is uninterrupted. 


is said to save heavy gauge steel, 








reduce weight and save on man- 
ufacturing equipment and factory 
floor space. Labor savings are 
claimed in elimination of body 
shimming and need for re-hang- 
ing and fitting of doors and front- 
end sheet metal after mounting 
body and chassis. 

Quite a different opinion, how- 
ever, is held by the A. O. Smith 
Corp., which also has had consider- 
able experience in converting stand- 
ard automobiles to experimental 
frameless designs. Executive Engi- 
neer D. W. Sherman, summarizes 
results of such investigations by 
saying that, in his opinion, the au- 
tomotive industry today favors sep- 
arate frame construction even more 
strongly than it has in the past. 


Sherman says that a major car 


manufacturer recently built two/| 
cars that were identical in every | 


respect, except that one was unit- 


ized design, while the other had a/| 


separate frame, The cars were 
thoroughly tested and improved un- 
til both gave comparable perform- 
ance. Weight was approximately 


equal. 
* * * 


showed the cost of the separate 


frame car to be substantially lower 


than for the unitized design, ac- 
cording to Sherman. 

As for alleged structural advan- 
tages favoring the frameless car, 
Sherman believes that the large 
glass areas now in use appear to 
render the body structure less effec- 
tive for withstanding deflections. 

Ulrich, however, disagrees with 
this statement. He feels that unit- 
body construction gives greater 
latitude and flexibility in design. 
Ulrich even says that unitized 
construction makes it simpler for 
the body designer to provide glass 
areas specified by the stylist. 

Sherman does not agree with 
claims that increased body width 
of present-day cars is more detri- 
mental to the separate frame be- 
cause of the need for long body 
brackets. He is of the opinion that 
a large part of the applied forces 
results from engine weight, and 
that engine vibrations caused by 
deflections in the supporting struc- 
ture are major factors in determin- 
ing car “feeling” and durability. 

Sherman says the relatively 
straight separate frame is well 
designed for supporting the en- 
gine. 

The other extreme — enthusiasm 
for merits of frameless car—is typi- 
fied (strangely enough) by widely 
known Chevrolet engineer, Maurice 
Olley. At SAE meetings, Olley sel- 
dom neglects an opportunity to in- 
ject a good-natured assertion that 
real progress in design, perform- 


| road 











Willys Version— 


The so-called Aeroframe body 


con- 
struction comprises a stressed-steel body 


with reinforcing steel frame members 
welded together to form a single unit. 
Rubber insulators cushion the body from 
shocks and power transmission 


noises. 
¢ & > © 


ance and comfort of United States 
cars will come when the frame is 
discarded. 

* ~ * 


LTHOUGH it sometimes is stat- 
ed that the frameless designs 
are more susceptible to transfer of 


|road and engine noises into the 


OMPREHENSIVE cost studies | 
| perience of designers with both 


passenger compartment, actual ex- 


types of cars indicates that the 
noise factor cancels out with proper 
engineering design and application 
of insulators and sound-absorbing 
materials. 

After studying available material 
and talking with a number of au- 
thorities on both sides of the unit- 
ized versus separate frame ques- 
tion, this writer has come to the 
conclusion that there is no single 
“right” answer for all manufac- 
turers. 

The buying public probably is 
not at all interested in whether a 
car is of unitized or conventional 
construction. Since satisfactory 
style, performance and comfort 
can be provided by either method, 
the decision may be made purely 
on the basis of manufacturing 
costs for the particular company 

involved, 

Changeover from separate frame 
to unit-body construction would re- 
quire extensive retooling, plant re- 
arrangement, changed assembly 
procedures, and retraining of per- 
sonnel. In the words of Sherman 
of A. O. Smith Corp., “the separate 
frame ... will continue as the pre- 
dominant system unless major 
changes in car design prevent its 
use because of space restrictions.” 

It is unlikely that industry as a 
whole will swing into conversion 
jobs of this magnitude unless the 
alleged superiority of the unitized 
construction could be clearly proved 
for the particular application under 
study. 


Preignition Causes, Cures 


Told by Ethyl Engineer 


HOUSTON.—The problem of pre- 
ignition in cars must be solved be- 
fore further major advances in 
engine efficiency and gasoline utili- 
zation can be realized, John S. 
Wintringham, of Ethyl Corp. re- 
search laboratories, told a meeting 
of the refining division of the 
American Petroleum Institute. 

Wintringham made these re- 
marks in a paper, entitled “The 
Measurement and Chemical Con- 
trol of Preignition in Engines.” Co- 
authors of the paper are J. B. Hin- 
kamp and H. A. Toulmin, also of 


Electronics Help Maintain 


Piston Quality Control 


PUEBLO, Colo. — A newly de- 
veloped electronic instrument is 
helping maintain quality control of 
automotive pistons manufactured 
by Triplex Corp. of America, Pueb- 
lo, Colo. 

Installed in the production line, 
the device uses spectrographic prin- 
ciples to analyze the composition of 
every batch of metal before it is 
cast into pistons. Engineers can de- 
termine instantly if the raw alu- 
minum alloy ingots meet quality 
specifications. Ingots containing ex- 
cessive percentages of certain un- 
desirable elements are returned for 
further refinement. Speed of anal- 
ysis is such that the flow of produc- 


the Ethyl research laboratories. 

The type of preignition of con- 
cern to the engine designer and 
fuel technologist, Wintringham ex- 
plained, is that brought on by com- 
bustion chamber deposits. These 
deposits, formed by the waste prod- 
ucts of combustion, cause the fuel 
charge to be ignited prematurely 
during the combustion cycle. 

“The growing congestion of 
traffic in metropolitan areas,” he 
added, “makes the preignition prob- 
lem worse because it causes a great 
deal of idling and low-speed driv- 
ing. The net result is that deposits 
are formed which may cause pre- 
ignition when they are heated dur- 
ing acceleration or operation at 
high speeds.” 

Both the oil and automotive in- 
dustries are working on the prob- 
lem, Wintringham said. Changes in 
engine design may help somewhat, 
but petroleum refiners probably. 
will have to supply most of the 
answer. Raising gasoline antiknock 
quality is one method of attack; 
producing fuels and lubricating oils 
that form less deposits is another. 
A third method is adding ignition 
control compounds to the fuel, 
which also lengthen spark piug’ 
life. ) 

Refiners are studying all three 
methods. Wintringham said. H:w- 
ever, he added, refiners may ev°-n- 
tually find that a combination is 
necessary to solve the problem 
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How, Where Are Problems... 
Automation Needs 
Banks for Parts 


(Continued from Page 15) 


chines tied together so that they in 
effect operate as one giant machine, 
it is essential that provisions be 
made for temporarily shutting 
down any one machine for tool 
change or maintenance, while con- 
tinuing to operate the remainder of 
the line. 
* * . 

OME machine tool builders ad- 

vocate that banking be provided 
by having work parts stored be- 
tween machines, and automatically 
put into or taken from storage as 
needed. 

A device sometimes recommended 
by one design firm is essentially a 
multi-tiered elevator. Finished parts 
are carried automatically into one 
level or tier until the area is filled. 
A limit switch then actuates up- 
ward movement to expose the next 
lower platform. 

The unit works automatically, 
with electrical signals telling it 
when to take parts off the bank 
and feed them into the line, The 
banking system would be used 
only when nearby machines are 
inoperative. In normal operations, 
the bank is bypassed so that 
parts flow directly through the 

line. 

This “elevator” idea is one meth- 
od of providing “floating” parts 
banks overhead by vertical storage. 
Equally ingenious designs are un- 
der development for storing parts 
horizontally, or even below working 
levels. 

* * * 

IX ITS heavily automated engine 

production plants, the Ford Mo- 
tor Co. generally has ruled out such 
automatic bank- 
ing “machines” or 
systems for eco- 
nomic reasons. 
John McDougall, 
supervisor, Auto- 
mation and Equip- 
ment Section, says 
it’s strictly a ques- 
tion of cost, since 
price tags on some 
of this special 
equipment may 
come as high as 





John McDougall 
$45,000. 

Ford automation plant layout en- 
gineers make a thorough analysis 
of all critical locations to decide 
how and where parts banks should 
be located. In planning its facilities, 
Ford usually takes care of such re- 
quirements by a combination of 
two methods. 

One is stockpiling of completed 
parts on the floor adjacent to 
troublesome spots in the line. The 
other is built-in “pipeline” capac- 
ity, gained by having sufficiently 
long connecting links between 
machines to take care of tem- 





Floating Bank— 


The “free” area (background), provided 
te permit adjustment of engines, consti- 


tutes a source of supply of engines for |” 


the gaps in the power" conveyor system 
on engine assembly lines. 





porary interruptions sustained by 
any unit in the system. 

A surface broach in Ford’s Cleve- 
land Engine Plant is an example of 
a critical operation where finished 
parts are stacked on adjacent floor 
areas. The broach operates at ex- 
tremely high output rates, but it is 
known to be subject to frequent 
shut-downs. 

So the stockpile of parts is neces- 
sary to permit subsequent boring 
operations to proceed without in- 
terruptions. Operators use hoists to 
bank cylinder blocks and remove 
them when needed. 

+ * * 


__ automatic conveyorized en- 
gine assembly operations furnish 
another example of the Ford Motor 
Co, approach to “banking.” Called 
“power-and-free” conveyors, these 


~~. 


Protects 
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systems consist of overhead mono- 
rails on which hanging “arms” ride. 
Heavy engine blocks remain at- 
tached to these mechanical arms 
while complete engines are as- 
sembled, tested and placed in racks 
for shipment to automobile assem- 
bly plants. 

The monorails have “free” power- 
less stations to which the arms 
may be sidetracked. At these points, 
as much time as necessary can be 
taken to perform adjustments or 
special operations on the engine. 

There is no central control sys- 

tem for these power-and-free 
conveyors because, like the auto- 
mated machinery lines, the auto- 
matic controls are built in 
throughout the system. Switch- 
ing from one station to another 
is automatic. If one station is not 
ready to receive the mechanical 
arm, the arm bypasses that sta- 
tion and comes back to it auto- 
matically when it is unoccupied. 


In planning for realization of 
cost-savings inherent in the expen- 
sive automation facilities, machine 
downtime is one of the most crit- 
ical problems. Ford engineers at- 
tempt to minimize such downtime, 
with resultant need for parts banks, 


by extensive use of automatic tool | 


( 


ai 


IA 


programming and other advanced 
preventive maintenance techniques. 

The “tool control boards” contain 
a reserve supply of all tools required 
for a given machine. The life of 
each tool in a transfer machine is 
pre-set on the tool board’s count- 
ing device. 

” + 
4 ey counter tallies each part as 
it is processed in the machine, 
and, when the life expectancy of 
the tool is used up, a light on the 
board signals the job-setter to re- 
place the tool. 

When the machine is out of op- 
eration for tool replacement, the 
tool control board is scanned for 
any other tools that are approach- 
ing the end of their satisfactory 
service life—and such tools also are 
replaced. The result is that shut- 
down time of the machine is mini- 
mized, and the tools are changed 
| before they can start to cause de- 
fective production. 

In its efforts to reduce unsched- 
uled maintenance requirements, 
Ford now requests vendors of 
machinery and equipment te pro- 
vide complete parts breakdown 
lists, with an indication of ex- 
pected life in service. Such in- 
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formation enables machinery op- 
erators to set up records that 
permit changing of components 
before failure, 

Proper resolution of the banking 
problem, combined with steady 
progress in efforts to minimize un- 
planned downtime, are vitally im- 
portant in gaining operating effici- 
ency of automated lines. 

The outcome of work on these re- 
lated questions will have far-reach- 
ing effects, since many automotive 
companies have decided that ever- 
increasing trends to automatic op- 
eration hold the key to solution of 
| the production cost problem, 


IU. S. Rubber Launches 


Foam Output int West 


SANTA ANA, Calif.—Production 
of U.S. Koylon foam products be- 
| gan last week at U.S. Rubber Co.’s 
| plant here. 

Auto cushions will be among the 
products turned out in the plant, 
which contains 87,000 square feet of 
floor space. H. E. Humphreys jr., 
president, said the plant was built 
partly because of increased auto 
assembly operations on the West 
Coast. 








batteries from overcharge in hot weather... 


the U. S. Peerless MICROPOROUS Rubber Battery Separator 


U. S. Peerless Microporous Rub- 
ber Battery Separators gain electri- 
cal resistance when the thermom- 
eter goes up. Result: they help to 
protect the battery against over- 
charge. Also because they have a 
thin web and narrow ribs, they 
permit the greater acid circulation 
that makes a battery run cooler and 
give full power under all condi- 
tions. They will withstand the ex- 
cessive oxidizing conditions devel- 
oped during overcharge through- 
out battery life. 


Peerless separators safeguard the 
dollars your customers pay for bat- 
teries. Peerless cannot be harmed 
be) battery acid or plate pressures. 

igh mechanical strength prevents 
comme by warped or broken 
plates. In fact, Peerless separators 
outlast the plates. In cold weather, 
they deliver 20% faster cranking 
speed, 10% more power. Your 
trade gets long battery life and 
Operating savings when you stock 
and sell batteries equipped with 
U. S. Peerless Microporous Rub- 
ber Separators. 





Sell better batteries with 


U. S. Peerless Separators. 
Better batteries mean cus- 
tomer satisfaction and 


high profits for you. 


Write to address below for free informative booklet on U. S. Peerless Microporous Rubber Battery Separators. 


Electrical Wire and Cable Department 


UNITED STATES RUBBER COMPANY 


Rockefeller Center, New York 20, N. Y. 
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N CO ...A New 


and Better 
Opportunity in 
the Automobile 
Business ! 





OLDEN DAYS still lie ahead for the world’s most dynamic The progressive businessmen selected to become Nash Dealers} ’ 
industry. In terms of expansion—growth—profit oppor- will share in the rewards of present and future developments off , 
tunities, the future is unlimited. : American Motors Corporation —a new and vital force in the} — 

| The nation’s population spirals upward at the rate of 300 Automotive Industry. ’ 


people per hour. Higher standards of living he wend wo Nash dealers sell the broadest line of cars on the market . . . cars 
suburban living . . . the growth in two car families are among ee eee ae ee ; perce 
the many factors that contribute to the unlimited horizons of A FOS SLE SS a ee eee ee 


the automobile industry. 


Today, there is a new and better opportunity for you in this They enjoy the friendliest of factory relations, powerful advertis 
growing business. Nash Motors Division of American Motors ing support, plus competent business counsel and assistance if 


cars to fit every motoring need and every pocketbook. 


Corporation has franchises available in select open points. dealership operation. 





FOR ALL THE FACTS, WRITE OR WIRE—GENERAL SALES MANAGER, NASH MOTORS, DIVISION of AMERICAN MOTORS(ORP 
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Mash The ‘Opportunity 








Jeash. presents... 


A. New GROUND-FLOOR “4 








Take Just 30 Minutes 
To Get The Whole Story! 


The complete story of the Nash Franchise profit and growth 
potential is contained in a thirty-minute presentation entitled, 
“A NEW GROUND-FLOOR OPPORTUNITY IN THE 
AUTOMOBILE INDUSTRY FOR YOU!” 


This presentation is specific—interesting—factual. Listening to 
it can be the most profitable half-hour you have ever spent. 


We will be happy to have a representative call at your conven- 


in confidence. RAMBLER 


TO SELL 


ROPOLITAN 


ience and give you all the facts. Your inquiry will be held empeaeenty) { STATESMAN 


RP., 14250 PLYMOUTH ROAD, DETROIT 32, MICHIGAN 


y’ Franchise of the Industry! 
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Turnings _ , , by John T. Benedict 





(Continued from Page 15) 


quality and reduce cost of certain 
jet engine components. 

This conclusion is based on in- 

° formation supplied by industrial 

i engineering staff director, E. F. 

Gee Favtine —— |Gibian, in elaborating on his brief 

Manufacturing Progress | extemporaneous remarks made at 
OMPSON Products, Inc., has|the SAE Production Meeting. 

made significant advancements Polishing Machine — The first 

in production techniques to improve| disclosure is an automatic, high- 


extra measures to protect the 

confidence placed in them by the 

automotive companies. 
*. * 





Mr. Used Car Dealer: 


Freddy 
delivers 
the goods... 


at all Fidelity 
title-insured Auctions 


EVEN if you’ve never had one, you 

| don’t have to be told how much trouble 
. . . how much loss in dollars and cents 
er comes wrapped in a bum title. 

_ Enough of them could buy you a one- 


way ticket to the poor-house! 


THAT’S WHY it pays off in cold, hard 
| legal tender to buy only through Fidelity 
title-insured auctions ... where every 
title is guaranteed to be a good title. If 
/ you get one that isn’t, Freddy Fidelity 
delivers the goods pronto... usually 
within 48 hours after you phone your loss 


to Fidelity’s office. 
| FEW GAMBLERS get rich. Why take a 


‘ chance when it’s just as easy to take home 


_a guaranteed title from a Fidelity title- 


insured auction? 


PLAY IT SAFE. BUY ONLY THROUGH 
THESE FIDELITY TITLE-INSURED AUCTIONS 


‘BAKER AUTO AUCTION 
Highway 49 S., Hattiesburg, Miss. 


CAPITOL AUTO AUCTION 
14365 Florida Ave., Baton Rouge, La. 


Thursday 
Friday 
Monday 
Thursday 
Mon. & Fri. 
Mon. 


LOUISVILLE AUTO AUCTION 
3601 So. 7th St. Road, Louisville, Ky. 


MAULDIN AUTO AUCTION SALES, INC. Tuesday 

1227 New Buncombe, Greenville, S. C. 

MIDDLE GEORGIA AUTO AUCTION Wednesday 

Eastside Highway, Macon, Ga. 

MONTGOMERY AUTO AUCTION Wednesday 
Wednesday 


Tuesday 


927 No. Court St., Montgomery, Ala. 
PAGE BROS. AUTO AUCTION 
35th at Divine St., Chattanooga, Tenn. 


SOUTHERN AUTO SALES 
Route 5, Warehouse Point, Conn. 


SYRACUSE AUTO AUCTION 
R. D. #1, LaFayette, New York 


TINNIN AUTO AUCTION 
Buckwalter Stadium, Meridian, Miss. 


{CONCORD AUTO AUCTION, INC. 
29 Sudbury Rd., Concord, Mass. 
DIXIE AUTO AUCTION SALES 
|217 Gadsden Rd., Birmingham, Ala. 
\DIXIE MOTORS AUTO AUCTION Tues. & Fri. 
‘718 Angier Ave., Atianta, Ga. 

‘RED FARMER'S AUTO AUCTION, INC. Wednesday 
11010 So. State St., Jackson, Miss. 

‘WESTER & COLEMAN AUTO AUCTION Tuesday 
800 Louisville Ave., Monroe, Louisiana 


Wednesday 
Thursday 
Tuesday 


erence Ghee 


speed polishing machine for pol- 
ishing airfoil shapes on compres- 
sor blades and turbine buckets. 
By using this process, Thompson 
is able to produce parts by pre- 
cision forging, without the subse- 
quent difficult machining of the 
airfoil. 

Gibian says that automatic pol- 
ishing is more economical than the 
hand-polishing method. It also pro- 
duces an excellent finish that in- 
creases fatigue resistance of the 
blades. An additional gain is in 
production of a polished surface 
without impairing the precision of 


the airfoil contour — which previ- 


Fidelity Insurance Company 


of Tennessee 


204 STAHLMAN BLDG, 





NASHVILLE, 


TENNESSEE 
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ously could be altered very easily 
by hand polishing operations. 


Chain Broaching — Another im- 
portant advancement in production 
methods is seen in Thompson’s un- 
usual approach to chain broaching. 
Conventional chain broaching set- 
ups call for pulling the work (by 
means of a chain) past the station- 
ary broaches. But Gibian revealed 
that, in certain applications, it is 
advantageous to fasten broach sec- 
tions to the chain, and pull them 
past the stationary work piece to 
be broached. 

Some jet engine parts are par- 
ticularly suitable for this type of 
broaching. Advantages are not 
only improved accuracy and fin- 
ish, but also employment of less 
skilled labor. A substantial in- 
crease in production rate is 
gained, because the time other- 
wise consumed in the return 
stroke of a reciprocating broach 
is saved by using a continuous 
chain broach. 

Fixture design for chain broaches 
usually calls for high-grade engi- 
neering talent. And fixture cost 

generally is higher than for stand- 
ard broaching machines. 

But Gibian says that all this is 
more than offset by the savings in 
direct labor cost, ease of changing 
broaching tools, reduction in floor 
space, and adaptability of chain 
broaches to a continuous produc- 
tion line with proper feeding and 
unloading devices. 

aa -* 


Engine-Fuel Matching 


Doesn’t ‘Just Happen’ 

N VIEW of the close inter-rela- 

tionship of fuels and engines, two 
of the problems faced by engine 
designers are: 

1. The tendency of some people 
in the petroleum industry to think 
in terms of average (or even max- 
imum) values for octane number; 

2. The significant variations of 
octane level encountered—not only 
among various brands of fuel—but 
also from one section of the coun- 
try to another. 

Speaking very generally, octane 
level decreases as you go westward 
across the country to the Mountain 
States. A slight upturn is apparent 
from there to the West Coast. In 
other words, a “regular” grade 
gasoline in Pittsburgh is likely to 
have an octane quality equivalent 
to that of “premium” grade in Salt 
Lake City. 

Engine designers use “octane 
spread” graphs to avoid finding 
themselves in the position of a 
six-foot man who drowns while 
fording a stream with an average 
depth of only four feet. 

They gather information on the 
| percentage of gasoline sold at vari- 
| ous octane levels in different parts 
of the country. In making design 
decisions affecting the octane re- 
quirements of future model cars, 
they project these figures about 18 
months into the future to take into 
account the expected improvement 
of gasolines. 

After checking the graphs against 
similar figures compiled by the 
petroleum companies, the engine 








designers are in a position to final- 
ize their specifications. 

In the engine planning section of 
one of the Big Three, engin-ers 
plot octane number versus “per-ent 
of gasoline sold below a cer:ain 
octane number” to obtain what 
they refer to as octane distribution 
bands. To take a hypothetical fig- 
ure, such curves might show, for 
example, that 10 percent of the reg- 
ular gasoline expected to be old 
in the United States in 1955 wil! be 
below 85 octane number. 

The engine is designed to operate 
satisfactorily on regular grade xgas- 
oline. And it must be capable of 
efficient performance with the 
poorest regular gasoline likely to 
be sold in quantity. So, in this case, 
the engine octane requirement 
would be set at 85, since indications 
are that 90 percent of regular gas- 
oline sold will be above this level. 

Since designers at this com- 
pany work at the low end of the 
octane curve, they would like to 
see petroleum suppliers raise the 
minimum levels and strive for 
uniformity of product, instead of 
concentrating efforts on raising 
the maximum to even higher 
levels. 

They’d rather have assurance 
that not more than 10 percent of 
regular gasoline sold for passenger 
car use was below 87 octane than 
to be told that the average was 87 
—or that 10 percent of the gasoline 
exceeded 90 octane. 


It must be admitted that such - 


thinking leads to a conservative de- 
sign practice that is not universal 
in the industry. Another large 
manufacturer is said to peg octane 
requirements nearer the high end 
of the curve. 

The result is that gasoline octane 
variations from city to city often 
leave their cars with an unsatisfied 
octane appetite. Detonation 
troubles occur in low octane areas, 
unless suitable engine adjustments 
(such as spark retardation) are 


made. 
* oa * 


What's New, Today? 
“BE JUST arrived in a turbine- 
powered bus.” . . . Today, such 
a statement would provoke a quick 
surge of interest and questioning 
in any technically minded group. 
However, when practical ful- 
fillment is reached in the work of 
turbine experimenters at GM and 
other automotive companies, the 
muffled whine of a compressor 
will be as familiar to the public 
as the rear axle whine of buses 
used on city streets only a few 
years ago. 

In five to ten years, when devel- 
opment work has produced a com- 
mercially practicable turbine for 
buses and trucks, my guess is that 
bus passengers will pay no more 
attention to the engine than they 
now do to the question of whether 
they are riding in a diesel or gaso- 
line powered vehicle. 

But the builders and users of tur- 
bine-powered vehicles may be ex- 
pected to display a lasting interest 
in the development because of its 
potential cost and performance 
advantages. 











Remote Control Temperature Reading— 
| Considerable attention is given temperatures in paint-drying ovens at Ford Moior 


Co. assembly plants, because experience 


shows that auto and truck body finishes 


| bake best at specific heats. To make certain the temperatures remain at prescribed 
levels, technicians take periodic readings in the paint ovens with a “long-distance” 
thermometer. The reading is transmitted from a thin metal plate attached to the 
| body metal as the body moves on a conveyor through the 200-foot oven. Heat ‘s 
| applied by thousands of infra-red lamps. Recordings on a thermometer chart tc’! 
| whether the oven heat is at proper levels throughout the drying process. 
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Bendix” *low pedal 


POWER brake 


Specified by more car manu- 
facturers than any other make, 
Bendix Low Pedal Power Brake 
makes possible quick, sure 
stops by merely pivoting the 
foot from stop-and-go controls. 
No need to lift the foot and 
exert leg power to bring the 
car to a stop. Result—more 
driving comfort, less fatigue 
and greater safety! 
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STEERING AND BRAKIN ; 


sells 
more 
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POWER steering 


Because Bendix Power Steer- 
ing is of the linkage type, 
vehicle manufacturers find it 
especially adaptable for pro- 
duction line installation, with- 
out extensive engineering 
changes in present steering de- 
sign. Manufacturers can now 
meet the increasing demand 
for power steering more effi- 
ciently and more economically 
with Bendix Power Steering. 


! 
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Bendix” WYDROVAC* 


POWER brake 


With over four million in use, 
the Bendix Hydrovae is by 
all odds the world’s most 
widely used power brake for 
commercial vehicles. This 
overwhelming preference for 
Hydrovac is a result of sound 
engineering design, excep- 
tional performance, low orig- 
inal cost and minimum serv- 
ice upkeep. 





“Grd” NR-PAK* 


POWER brake 


With one simple compact unit, 
Bendix Air-Pak combines all 
of the well-proven advantages 
of hydraulic brake actuation 
with an air brake system. An 
important advantage of Air- 
Pak is that brakes can be ap- 
plied by foot power alone 
when braking is required be- 
fore air pressure builds up or 


if it should fail for any reason. 
*REG. U.S, PAT. OFF. 
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Highways & Safety... 
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Science Takes Stab 
At Car Features 


By Gerhardt Neumann 
Staff Writer 
+ perennial and police have been 
making a joint study of the 
causes of accidents in an effort to 
come up with 
soMe answers on 
what can be done 
to make cars 
safer. 

The extensive 
research project 
is discussed by 
Harold Mehling 
in the July issue 
of Better Homes 
é& Gardens. It was 
carried out by 
several state po- 
lice organizations and Cornell Uni- 
versity’s medical college, under an 
Armed Forces grant and with the 
active cooperation of the automo- 
tive industry. 

Ope of the most striking ob- 


MATIOMAL SAFETY 
councn’s 





servations in this study is that 
in any auto accident there is a 
greater-than-50-percent chance of 
head injuries. 

Another is the high frequency of 
facial injuries from smashed wind- 
shields. Pop-out windshields are not 
considered the answer to the prob- 
lem, because of the danger that 
occupants might be thrown out of 
the car under the impact of a 


collision. 
+ * 


* 

Bending Glass Proposed 
POSSIBLE solution is there- 
fore seen in a glass which on 

impact would first “bend,” then 

“give” by degrees before finally 

pulling loose. 

Some steering wheels, according 
|to the studies, seem to afford pro- 
tection, while others prove danger- 
ous in accidents. 

Scientists therefore believe 





| what may be needed is a chest- 
| contoured wheel which gives 
| broadly distributed support under 


severe loads, 

It is also pointed out that some 
car doors will open under the im- 
pact of crashes and that Cornell 


scientitsts are trying to determine | 


which types of door latch fail, how 
often, and under what conditions. 
as * * 


Light’s Role in Driving 


THER researchers now see ac- 
cidents connected with light or 
impaired vision. 

At the 14th International Con- 
gress of Psychology in Montreal, 
Dr. Leonard Ancona, of the Catholic 
University of Milan, Italy, said that 
many drivers are not aware of the 
dangers inherent in a sudden switch 
from a brightly lit roadside restaur- 
ant to the pitch-black road. 

In many cases, he said, it may 
take some time until the driver’s 
eyes return to their former 100 
percent condition. 

Anacona also said that a driver 
without dark glasses on a sunny 
day could impair his eyesight 50 








Your established source for AC Quality Products is now 
also your source for GM factory-equipment Hydraulic Valve 
Lifters — a step taken to increase convenience to you and speed 
up availability of these precision components to service 


operations everywhere. 


These lifters are engineered and manufactured to give long 


and trouble-free service. They assure: 


i Tappet clearance noise elim- 


ination, 
Elimination 





ae 


ance adjustments. 


3 


pounding. 
of valve clear- 


Made by DIESEL EQUIPMENT DIVISION 
Distributed by 


AC SPARK PLUG DIVISION f=] GENERAL MOTORS CORPORATION 
FLINT, MICHIGAN 





DIVISION 


Longer valve life by elimination of 


4 Smoother engine performance due 
to precise control of valve timing. 


Packed in identical cartons as 
used by GM car divisions, each 
lifter’s precision finish is pro- 
tected by a tough peel-off plas- 
tic coating that permits rust- 


proof storage in any climate. 6M 


PLUNGER RETAINER 


percent or more, with the effect 
lasting for hours. 
* * * 
Color-Blind Motorists 
— green-amber-red light sys- 
tem has been under scrutiny by 
Sun Chemical Corp., Long Island 
City, N. Y., whose researchers be- 
lieve that many motorists have lost 
| their lives in accidents because 
they could not tell whether the 
light was red or green. 

The experts maintain that those 
colors are especially difficult for 
color-blind drivers. They assert 
that 5 percent of all people, and 
four times as many men as wo- 
men, are red-green blind, 

| With 50 million cars on the road, 

there are potentially 3 million driv- 
ers who must play “follow the lead- 
er” in traffic, because they are un- 
able to determine for themselves 
whether the light allows them to 
go. 

The color experts therefore sug- 
gest the use of blue and yellow, 
which they say would help many 
color-blind people to operate their 
cars as efficiently as drivers with 
normal vision. 
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EXPLODED VIEW OF 
HYDRAULIC VALVE LIFTER 






Colo. Issues Rules 
On Courses for 
15-Year-Olds 


New regulations governing issu- 
ance of special licenses to enabie 
15-year-olds to take driving courses 
have been approved by Attorney 
General Duke W. Dunbar of Colo- 
rado. 

The last Legislature lowered the 
minimum age from 16 to 15 for 
youths to take driving lessons in 
school. Some of the regulations are: 

1. Parents of the applicant must 
be financially responsible and fur- 
nish insurance coverage. 

2. The applicant must submit the 
names of the instructors, certifi- 
cates of instruction held by each, 
and the driver’s license number 
held by each instructor. 

3. If the course is divided into 
classroom work and _ behind-the- 
wheel experience, the application 
must indicate the hours of each 
phase of the course. Classroom work 
must include a minimum of 32 
hours of instruction, and behind- 
the-wheel experience a minimum 
of eight hours. 

4. Temporary certificates issued 
to an applicant must indicate that 
the student is qualified to take the 
instruction. 

5. A course of instruction in a 
classroom must cover rules of the 
road, driver courtesy, the teaching 
of a responsible attitude behind 
the wheel, mechanical phases of 
the automobile, and tests of apti- 
tude, reaction time and vision. 

* a 


N.C. Notes Drop 
In Road Speeds 


Average speed of cars, buses and 
trucks traveling North Carolina 
highways during May dropped to 
44.3 miles per hour, the lowest since 
1946, according to the State High- 
way Commission. 

A total of 5,690 vehicles were 
clocked on State highways. 

Average speed of autos was 45 
miles an hour. Only seven-tenths of 
1 percent of the cars were doing 
more than 60 miles per hour. 

Commercial vehicles aver- 
aged 43.8 miles, and buses 48.2 
miles. 

Local cars showed a sharper de- 
cline in the higher speed bracket 
than out-of-state cars. 

The survey is made in North 
Carolina twice a year. 

+ * * 


Death Barred 


Tacoma Loses to Spokane 


In Safety Dare 


| A green and gold pennant flies 
|from the flag pole on Spokane’s 
City Hall because the city had no 
traffic deaths in May. 

The pennant was presented to 
city officials by Roderic Olzendam, 
president of the new “Live and Let 
Live on Washington Highways” or- 
ganization, as the result of a chal- 
lenge issued in April by the mayor 
of Tacoma to the mayor of Spo- 
kane. 

Population of the two cities is 
approximately the same — 110,000. 
Tacoma had two fatalities in May, 
while Spokane had none. 

It was agreed between the two 
| cities that each month the city 
with the least traffic accidents re- 
sulting in deaths should fly a pen- 
nant. 


H & S Shorts 


The Arizona and Missouri State 
Highway Patrols have emerged as 
top winners in the traffic photo 
contest for police sponsored by 
Traffic Digest & Review, monthly 
magazine of the traffic institute of 
Northwestern University. 

The Michigan Trucking Assn. 
will finance a “Share-the-Road- 
Keep-in-Lane” safety campaign 
conducted by the State Safety Com- 
mission. 
| The Automobile Club of New 
| York has established. scholarships 
under which police officers will at- 
tend three-week courses at the 
traffic institute of Northwestern 
Universtiy. 


Wendell Motor Moves 


Wendell Motor Co., Yoakum, 
Tex., has moved into its new home 
on Irvine St., where it is occupying 
a steel and concrete building with 
9,000 square feet of floor space. 
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how do you size up your best new car prospects? 


...by intent to buy? Esquire leads all magazines in % of readers planning to buy a new car in 1954* 
...by most recent purchase? Esquire has the highest % of readers who have bought new cars within the 
past 12 months!...by multiple-car ownership? Esquire is first in % of families owning two or more cars! 
By every measurement taken Esquire has the heaviest concentration of new car buyers of all 51 major 


magazines in the national 23,000 family Starch Consumer Magazine vere 


By every measurement your medium is éaq UTE the magazine for men 


*All figures from 47th Starch Consumer Magazine Report 1964 
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BUMPER JACK—Model 900 lifts a veh- 
icle seven to 32% inches when the 


wooden-gripped steel handle is revolved. 
A threaded iron hook, sliding inside the 
flanged channel leg, is said to assure safe 
action. The front channel flanges hold the 
hook tight, preventing the screw from 
bending out under stress, according to 
Caster Mold & Machine Co., 1171 Wooster 
Rd. North, Barberton, O. 
* * «* 
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CAR STABILIZER—The Traction Master 
is a bar installed on the forward section 
of the right-rear spring. It is said to pre- 
vent excessive spring flexibility and to 
keep the rear wheels on the ground at 
all times. The unit stops the car 40 per- 
cent quicker and prevents forward weight 
transfer in quick stops, according to Auto 
Master Corp., 165 Eleventh St., San Fran- 
cisco, Calif. 





TRUCK MIRROR—This large-size mount- 
ing bracket for truck mirrors is adjustable 
to any angle. Its plate-glass mirror meas- 
ures 6% by 16% inches. Finish is alu- 
minum or baked black enamel. Bolser 
Corp., Cedar Falls, Ia. 

a t - 





LAMP GUIDE—A new edition of the 
Tung-Sol lamp servicing guide gives data 
for all domestic cars 1937-54 and trucks 
for a period of 12 to 15 years, plus the 
most popular foreign makes. Tung-Sol 
Electric, Inc., 95 Eighth Ave., Newark 4, 
N. J. 


' Cappel, MacDonald Offers 


Sales-Incentive Brochure 


Auto and parts sales can be in- 
creased with merchandise incen- 
tives, according to a new brochure 
offered by the sales-incentive firm 





of Cappel, MacDonald & Co., 129 S. 
Ludlow St., Dayton, O. 

Entitled “Sales Ideas for Auto- 
motive Dealers,” the brochure is 
tailored to the specific sales prob- 
lems of automotive manufacturers 
and outlets, according to Joel R. 
Allen, sales vice-president. 





PLEDGE CARDS—A merchandising pro- 
gram for dealers features two pledge 
cards designed to create customer good- 
will. One pledge advises the customer that 
the license plate frames put on his car by 
the dealer are there to identify him and 
entitle him to certain privileges, particu- 
larly in the service department. The second 
pledge is directed to employes, who are 
reminded to help anyone with company 
license plate frames whenever the need 
arises. Free pledge cards may be obtained 
from Benmatt Organization, 3447 €E. 
Twenty-fourth St., Los Angeles 23, Calif. 

. ‘ss 





ENGINE TESTER—"Annie” projects on a 
cathode screen a picture of what is hap- 
pening in an engine while it is operating. 
It can be connected while the engine is 


running or stopped. Analysis is made 
while the engine is running at idling 
speed and normal temperature. Electro- 


Analysis, Inc., Bldg. 645 Oakland Airport, 
Oakland, Calif. 





AIR CONDITIONING—This unit is an 
addition to the Refrigair line and espe- 
cially designed for station wagons. It fea- 
tures overhead installation. The compact 
case is said to fit into the top of the 
station wagon without interfering with 
seating or storing capacity. Cool air is in- 
troduced above the passengers’ heads. 
The unit is available in both junior and 
senior models. A.R.A. Mfg. Co., 1041 Foch 
St., Fort Worth, Tex. 





EXHAUST EXTENSION—The Continental 
flared exhaust extension is available in 
two styles, Custom and Universal. It fea- 
tures ‘heavy-gauge tubing and is chrome- 
plated, says Aves Mfg. Co., Inc., 2010 S. 
Westgate Ave., Los Angeles 25, Calif. 
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NEW PRODUCTS 





SALES SIGNS—Sta-Put kits are perma- 
nently reusable, adhere without paste to 
any glass surface, and will not fade, ac- 
cording to Sta-Put Signs Corp., 298 Fifth 
Ave., New York 1, N. Y. 








STOCK CONTROL—The Fiex-I-Trol sys- 
tem consists of movable shelves and ad- 
justable shelf partitions. Tags provide part 
number, name and price information. 
Automotive Electric Assn., 16223 Meyers 


Ave., Detroit 35, Mich. 
+ x oe 


ke Rpts ciaibastiasc tc ane di s 


FIRE-RETARDANT PAINT—Tests of this 
new coating have shown that in the un- 
coated portion of the structure used for 
the test steel beams and posts recorded 
a temperature of more than 1,500 degrees, 
while the coated beams and posts barely 
reached 600 degrees in the fire. Steel 
structural members are affected and begin 
to lose their strength at around 900 de- 
grees. Albi Mfg. Co., Inc., 98 E. Main 
St., Rockville, Conn. 





TESTING TANK—This test and repair 
stand tests radiator leaks in trucks, buses 
and tractors. Its platform and core can | 
be rotated so that leaks can be spotted | 
and repaired without heavy manual labor, 
according to the maker. A similar outfit 
with heating coils is offered for cleaning 
and stripping radiators. Magnus Chemical 
Co., Inc. Equipment Division, Garwood, 
N. J. 


* * * 


Carbon Remover Offered 
By Lester Laboratories 


lair from 





A cold-dip, noncorrosive, carbon- 
removing solution for use during 
overhaul of gasoline and diesel en- 
gines has been developed by the re- 
search department of Lester Lab- 


1954 


oratories, Ltd., P. O. Box 4897, At- 
lanta, Ga. 

The product, called Karbon King, 
is said to reduce labor needed for 
application and practically elimi- 
nate toxicity hazards. 





CAR HEATER KiT—Principal portion of 
the the new kit is a display which enables 
the dealer to show the heater as if ap- 
pears in a car. The fixture can be used 


for floor or counter display. The kit also 


includes window banners, catalogs, en- 
velope stuffers and postal cards for direct- 
mail promotion. Model 500 is a recircu- 
lating heater which fits virtually all makes 
and can be installed in trucks, according 
to Arvin Industries, Inc., 
Columbus, Ind. . 


ee 


BATTERY CABLE REMINDER—This atten- 
tion-getting card reminds battery buyers 
that they need new cables for dependable 
service. The card attaches to the center 
cell of the battery. Electric Auto-Lite Co., 
Toledo 1, O. 





WIND 
functions 


DEFLECTOR—The Car-Dition-Air 
as a cowl vent and scoops in 
the outside, directing it across 
the floor of the car. Santay Corp., 351 N. 
Crawford Ave., Chicago 24, Wi. 





GAS DETECTOR — Leak-Tec is a liquid 
which detects leaks of gas, chemicals, oil 
or air. It is claimed to be non-inflammable, 
non-explosive and non-injurious. American 
Gas & Chemicals, iInc., 45 Rockefeller 
Plaza, New York 20, N. Y. 


Noblitt St., 









ONE-PEDAL CONTROL—The Dual-Drive 
Hydraulic Cylinder combines acceleraior 
and brake in one pedal control. Accelera- 
tion is operated on the same principle as 
on standard accelerators.: Braking motion 
causes the cylinder to reduce the motor 
to idling speed. The device can be in- 
stalled in any make of car or truck. Dual- 
Drive Safety Brake Corp., 4406 S. Western 
Ave., Chicago, i. 


* * 





IGNITION CATALOG—This guide cov- 
ers 98 percent of all cars and trucks and 
provides a layout of part numbers and 
part illustrations side by side for quick 
identification, according to Tasco Products, 
Inc., 199 Vermont St., Brooklyn 7,.N. Y. 

e 2. - 


Lodge “SINTOX” © 


Resistor 


Spring Contact 


Glass seat 
Copper Core 
Glass seat 


Platinum ceatre 
Electrode 


Pistinam tipped 
earth Electrode 





SPARK PLUG—The Lodge line, consist- 
ing of the Golden Anniversary Plug and 
Platinum Plug, is now being distributed 
in the U. S. The plugs feature an insv- 
lating material, Sintox, which is said to 
have double the strength of porcelain in- 
sulators. Lodge Spark Plug Co., Inc., 1320 
Venice Bivd., los Angeles, Calif. 

* *~ * 





POLISHING PAD—This product, labelec 
M-19, is said to outlast other types o/ 
polishing pads. It is made of one-inch 
wool yarn pile and has a heavy canvass 
base, according to Pit-Bar Mfg. Co., 3307 
E. Forty-fifth St., Los Angeles 58, Calif. 














AUTOMOTIVE NEWS, JUNE 28, 1954 S| a 29 





DR baeghettie. Haar: te 











® 
JIM BOYNTON, FAWCETT’S NEW VICE-PRESIDENT AND DIRECTOR OF ADVERTISING 
“I put in 22 years at The American “Hespoke about Fawcett’s editorial prog- 
Weekly. I had a good job, Eastern Adver- _ ress. He was blunt on the realities of effec- 
tising Manager. I hada substantialfuture. tive circulation. And most emphatic 
Many of my associates are close friends. about Fawcett stepping up its service to 
I never thought of leaving them. advertisers and agencies. 
“Some weeks ago I met Roger Fawcett. . 
He told me a great deal about recent “We got together several times after that 
Fawcett changes. I got a different slant because we both wanted to. One of these 
on some of the things I had read in the times Roger offered me a job. No sales 
trade press. I became convinced that he _ talk, no persuasion. I sold the opportunity 
had done what many publishers have yet | and plans for the future to myself. So I 
to do—put his house in order for the took it. I say now, enthusiastically — 
rugged days ahead. watch Fawcett!” 
OG geo eae 
ROGER FAWCETT, VICE-PRESIDENT AND GENERAL MANAGER OF FAWCETT PUBLICATIONS 
“Every move we've made at Fawcett “We had our talks quietly. But these 
these past few months has been with our _ things, somehow, always get out. I'd get 
eyes wide open. We, like other publishers, | a phone call or a note from a mutual 
put on a lot of fat in the fabulous ’40’s. _ friend, mentioning Jim, praising his effec- 
Well, now we've cut it off. tiveness with Hearst and Crowell-Collier, 
“Next, we're building up, here at head- complimenting his mature judgment and 
quarters and in the field. A big first step— solid performance. The consensus—‘a ’ 
a new national advertising director. good man if you can get him.’ @ 
Needed—a man with a real record and “Well, Jim’s on the job. Things are going 3 
high respect in the field. And we found _ tostart to happen. This is only the begin- 
him—Jim Boynton. ning. I, too, say—watch Fawcett!” 
mee 
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Used-Car Auction Prices 





Market Trend 


The overall average paid at wholesale used-car auctions last week 
declined $2, according to Automotive News’ Index—the smallest de- 
crease in a month. 

Only two models gained on the individual index: ’48s went up $5 
and ’58 rose $2. All other makes declined. 

Losses were: ’52s and ’49s, down $7; ’51s, down $5; ’50s, down $4; 
47s, down $3, and 54s, down $2. 

The declines on ’51s and ’49s brought the price on those two models 
down to record lows. ’ 

Activity was reduced last week, with a sales ratio of 62 percent at 
nine representative auctions. Of the 1,845 units consigned, 1,142 were 
knocked down. At the same auctions a week earlier, 1,886 cars were 
offered and 1,242 were sold, for a ratio of 66 percent. 

Prices marked with an * indicate a unit with an automatic 
transmission or overdrive, and (ps) indicates power steering. 
FT. WAYNE, IND. ’49 Super sedanet, $420, $410. '47 Special 


4-dr., $215. 
(Carl Marker’s Auto Auction. Sale every | CADILLAC — '50 (62) conv., $1,685*. "48 
i Tuesday. Prices are for sale of June 15.) (62) 4-dr., $615*. $1,190° 


(Market good although prices were CHEVROLET — '53 (210) 2-dr., 


(ps); 4-dr., $1,050. '52 SL Deluxe 2-dr., 
Sore tes cieciues a Sold 116 cars $900; station wagon, $645. 51 SL Deluxe 


Bel Air, $710*. 50 FL Deluxe club coupe, 
BUICK — '52 RM Riviera 2-dr., $1,385*; 


$550; 2-dr., $525. °49 SL Deluxe club 
Special 2-dr., $1,065. '51 Super Riviera coupe, $350; station wagon, $350; 4-dr., 
2-dr., $905*, $780*; 4-dr., $845*, $825*. 


$340. 
’50 Special sedanet, $525; 4-dr., $500°*. CHRYSLER—’52 Saratoga 4-dr., $1,165*. | 














































When grease drums are stored —- > 
in separate lube room, lubri- 

¢cants are pumped to hose reel 

units through easily installed 

piping arrangement. 


U. S. HOSE REELS 


Individual hose reel units can be mounted in any desired 
combination of chassis lube, air, water, motor oil or gear 
lube assemblies. They are strongly constructed, durable, 
and equipped with a spring-actuated start-stop mechanism 
which saves you countless steps. Attractively finished in 
baked enamel. Complete line of high and low pressure 
control nozzles, and nozzles with totalizer meters to handle 
every lubrication requirement. 








BRAND DISPLAY PUMP UNITS 


Designed for use with Hose Reel Lubrication Units. Covers 
and air-operated pumps are mounted over grease drums, 





DeSOTO—’51 Custom Sportsman, $715*. 

DODGE — '53 Coronet 4-dr., $1,145. °51 
Wayfarer 2-dr., $575; Coronet club coupe, 
$550. ‘48 Coronet 4-dr., $190. 


FORD—’'54 Main (6) 2-dr., $1,435; Cus- 
tom (8) 4-dr., $1,635*, $1,580*, $1,575°. 
’53 Crest (8) Victoria, $1,360*; Custom 
(8) 4-dr., $1,155. '52 Custom (8) 2-dr., 
$970; 4-dr., $840. '51 Custom Deluxe (8) 
conv., $775; Victoria, $785, $755. ‘49 
Custom Deluxe (6) 2-dr., $275; Custom 
Deluxe (8) 2-dr., $275. '47 Deluxe (8) 
2-dr., $180. 


HUDSON—’50 Pacemaker 4-dr., 
dr., $375. 


KAISER—'51 Deluxe 4-dr., 
luxe 4-dr., $100. 


MERCURY—'51 2-dr., $780*; 4-dr., $775°. 
°50 2-dr., $520, $485; 4-dr., $500, $285. 
49 2-dr., $350. 


NASH — '50 Statesman Super 4-dr., $365. 
‘49 Rambler station wagon, $640. ‘'47 
Ambassador 4-dr., $125. 


OLDSMOBILE—’54 (88) 4-dr., $2,725*; 2- 
dr., $2,635*. 53 (88) 4-dr., $1,850*. '52 
(98) 4-dr., $1,410* (ps), $1,380*, $1,360*; 
(88) 4-dr., $900*. '51 (98) Holiday, $1,- 
030*, $1,025*; (88) 4-dr., $900*. ‘50 (88) 
2-dr., $610*; 4-dr., $600*, $580°. 

PACKARD—’49 4-dr., $235. 

PLYMOUTH—’53 Belvedere 2-dr., $1,085; 
Cranbrook 4-dr., $1,000. '52 Cambridge 
4-dr., $700. '51 Concord 2-dr., $540. '50 
Special Deluxe 2-dr., $600. 

PONTIAC—’53 Chieftain (8) 4-dr., $1,495", 
$1,480*. 52 Chieftain (8) 2-dr., $1,125*; 
4-dr., $1,125*, $890*. ‘51 Silver Streak 
(8) 2-dr., $945*. °49 Silver Streak (6) 
2-dr., $305. ’'47 Torpedo (8) club coupe, 


$450; 2- 


$500. '48 De- 


$130. 

STUDEBAKER — '53 Commander Sport 
coupe, $1,220. '51 Champion 4-dr., $575, 
$495. °50 Champion coupe, $420, $400. 
'47 Commander 4-dr., $270. 
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N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of June 15.) 
(Sold 56 cars out of 91 offerings.) 
BUICK—’49 Super 4-dr., $280*; Riviera, 

$500*. '48 Special 4-dr., $185. 
CADILLAC—'51 (62) 4-dr., $1,710*. 
CHEVROLET—’54 (150) 2-dr., $1,385. '52 
SL Deluxe Bel Air, $1,060. °51 SL De- 
luxe 4-dr., $525. °50 SL Deluxe 2-dr., 
$510, $505; %-ton pickup, $335. '48 FL 
2-dr., $235; club coupe, $365, $360. ‘47 
FL 2-dr., $245. °46 SM 4-dr., $165, $155, 





LUBRICATING SYSTEMS 


To Fit Any Plan 





Where separate 


grease drums can be housed in 

attractive Wall Liner Unit in service 
bay—with piping layout as indicated 
by dotted red lines. 


Go Y 
te 
lube room is not ovata 





with all piping connections at the back of unit. Equipped 
with air-operated lifting mechanism for easy replacement 


of empty drums. 


SERVICE BAY BACKGROUND UNITS 


Beautifully finished Stationary Wall Liner houses air- 
operated lube pumps and grease drums. Provides attractive 
background where layout necessitates keeping grease 
drums in service bay. Equipped with air-operated lifting 
mechanism for easy drum replacement. Can be flanked 


with matching service desk and 


portable oil drain units. 


Write for descriptive literature 


AIR COMPRESSORS e HYDRAULIC LIFTS @ LUBRICATING EQUIPMENT 


UNITED STATES AIR COMPRESSOR CO. 


$300 HARVARD AVENUE e CLEVELAND 5, OHIO 


Average Used-Car Prices 


(Compiled by Automotive News) 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 


















June 1954 





Apr 











Model To Date 1954 1954 
1954 $2,054 $2,063 $2,125 
1953 1,409 1,459 1,481 
1952 1,003 1,034 1,080 
Bes iiecsecsresies 742 763 77 
1949......... 393 397 415 
1948........ 260 282 268 
ee 209 210 212 

Overall 

Average $ 827 $ 847 §$ 868 


$125; 
dr., $ 
DODGE—’51 Coronet 4-dr., $375. 
ton pickup, $305. ’48 \%-ton pickup, $150. 
FORD—’52 Custom (8) 2-dr., $1,000, $970: 


%-ton pickup, $115. '40 Deluxe 2- 
250. 


49%. 


%-ton pickup, $610, $600. '51 Custom 
(6) 2-dr., $620, $600. ’50 Custom (8) 2- 
dr., $645, $635, $530, $500; %-ton pick- 
up, $410. °49 Custom (8) 2-dr., $470, 
$410, $365. '48 %-ton pickup, $165. '47 
Deluxe (6) 4-dr., $145. °46 Deluxe (8) 
Suse coupe, $210, $200. 40 Deluxe coupe, 
KAISER—’47 Deluxe 4-dr., $100. 


MERCURY—’50 Custom 4-dr., $625, $590. 
"41 Deluxe coupe, $150. 

OLDSMOBILE — ’51 (88) 2-dr., $985*, 
$825*. "50 (88) 4-dr., $695*, $610*. ‘49 
(98) conv., $410. 

PLYMOUTH—’51 Concord Savoy, $775. ’48 
aa coupe, $350. °47 Deluxe 2-dr., 

PONTIAC—’52 Chieftain (8) 4-dr., $925*. 

STUDEBAKER—'30 Deluxe 4-dr., $125. 


DENVER 


(Denver Auto Auction. Sales every Sun- 
day, Monday and Tuesday. Prices are tor 
saies of June 13-14-15.) 

(Prices off slightly and fewer cars of- 
fered for consignment. Sold 126 cars out 
of 427 offerings.) 

BUICK—'54 Century Riviera 2-dr., $2,820*, 
$2,810*; Super Riviera 2-dr., $2,800* 
(ps), $2,775*. '53 RM 4-dr., $1,850°*. 
Special 4-dr., $1,045*. °51 RM Riviera 
4-dr., $1,100*. °50 RM Riviera 4-dr., 
$545*; Special 4-dr., $535. 

CADILLAOC—’54 (62) coupe de Ville, $5,- 
400° (ps); coupe, $4,900* (ps), $3,875°, 
$4,825* (ps); 4-dr., $4,550*. °53 (62) 
coupe de Ville, $3,650* (ps); 4-dr., $3,- 
200°. '52 (62) 4-dr., $2,480* (ps). 

@HEVROLET—’'54 Bel Air 2-dr., $1,960*, 
$1,715, $1,700, . $1,675; 4-dr., $1,900*, 
$1,875, $1,765, $1,750, $1,740, $1,725; 
(210) Handyman, $1,940; 4-dr., 2 at $1,- 
750; Del Ray coupe, $1,725, $1,700; 2- 
dr., $1,640, $1,625, 2 at $1,600. ‘53 2- 
ton stake, $1,350; %-ton pickup, $750. 
*52 SL Deluxe Bel Air, $1,255*; Sport 
coupe, $725; FL Deluxe 2-dr., $835*; %- 
— $745. °51 SL Deluxe 4-dr., 


CHRYSLER—’54 NY 4-dr., $3,400* (ps). 

DeSOTO—’'52 Fire Dome (8) 4-dr., $970; 
Custom (6) 4-dr., $945*. '51 Custom (6) 
Sport coupe, $1,025*. 

FORD—’54 Crest (8) conv., $2,300*; Vic- 
toria, $2,270*, $2,250*; Custom (8) 2-dr., 
$1,950*, $1,700; 4-dr., $1,920*, $1,750, 
$1,700; Custom (6) Ranch Wagon, §$2,- 
050, $1,935; Main (6) Ranch Wagon, $1,- 





915; Main (8) 2-dr., $1,675. ’53 Crest 
(8) Victoria, $1,635*; Main (8) 4-dr., 
$1,195. 


HUDSON—’50 Pacemaker 4-dr., $270. 

MAISER—’51 2-dr., $490. 

LINCOLN—’50 4-dr., $375. 

MERCURY—’54 Custom Sport coupe, §$2,- 
350°; 2-dr., $2,270*, $2,150. °51 4-dr., 
$760*. °50 club coupe, $560, $475. 

NASH—'52 Rambler sedan, $990; Country 
Club, $640. 50 Ambassador 4-dr., $245*. 
"49 (600) 4-dr., $215. 

OLDSMOBILE—’54 (98) 4-dr., 2 at $3,175* 
ps); (88) Super Holiday, $3,150* (ps); 
4-dr., $2,950* (ps), $2,900* (ps), $2,825", 
$2,775*; 2-dr., $2,550*. °53 (98) 4-dr., 
$2,090* (ps); (88) Super 4-dr., $1,755". 

| °S2 (98) 4-dr., $1,645* (ps). 

PACKARD—’51 (400) 4-dr., $850*. '48 4- 
dr., $225. 

PLYMOUTH—’54 Plaza Suburban, $1,920, 
$1,895, $1,885. '53 Cranbrook 4-dr., $1,- 
305*; Cambridge 2-dr., $920. '51 Cam- 
bridge 4-dr., $565. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 
500°; Star Chief (8) Catalina, $2,425°. 
"52 Chieftain (8) Catalina, $1,320*; 4- 
dr., $1,120*, $1,055". °51 Chieftain (8) 
station wagon, $915*; 4-dr., $875*. 

WILLYS—’52 station wagon, $650. ’51 sta- 

I wagon, $890, $880. ‘46 Jeepster, 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of June 15.) 

(Prices down on most units, however, 
sharp cars are still bringing top dollar. 
Sold 324 cars out of 571 offerings.) 


BUICK — ‘54 RM Riviera 2-dr., $2,920° 
(ps); Super Riviera 2-dr., $2,740*. ‘53 
RM conv., $2,100* (ps); Super conv., 
$1,995*; Riviera 2-dr., $1,885*, $1,855", 
$1,775* (ps); 4-dr., $1,800* (ps); Spe- 
cial Riviera 2-dr., $1,745*. °52 Super 
Riviera 2-dr., $1,285*; RM Riviera 2- 
dr., $1,305*, $1,100°. 

CADILLAC—’54 (62) coupe de Ville, $5.- 
330° (ps); conv., $5,325* (ps); 4-dr., 
$4,615* (ps). '53 (62) coupe de Ville, 
$3,500* (ps); 4-dr., $3,105* (ps). ‘52 
(62) conv., $2,370* (ps). 

CHEVROLET—'54 Corvette conv., $3,000. 
'53 Bel Air conv., $1,650*; 4-dr., $1,470° 
(ps), $1,435*, $1,350*; (210) 4-dr., $1,- 
290°, $1,285*, $1,145, $1,095; 2-dr., $1.- 
255*; (150) Handyman, $1,290; 2-dr., 
$1,010. °52 SL Deluxe Bel Air, $1,140°, 
$1,100*; conv., $1,050*; 4-dr., $905, $849, 
$810*; 2-dr., $900*. '51 SL Deluxe Bel 
Air, $830*, $715; FL Deluxe 2-dr., $740° 

CHRYSLER—’'52 Windsor 4-dr., $950*. ‘51 
NY 4-dr., $760*; Windsor 4-dr., $685° 
"50 Windsor 4-dr., $565*, $500*. ‘45 
Windsor conv., $375*. 

DeSOTO—'53 Powermaster Sportsman, $1,- 
655* (ps); 4-dr., $1,255* (ps); Fire 
Dome (8) 4-dr., $1,360* (ps). "52 Fire 


(Continued on Page 33, Col. 1) 
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If we had good sense, we’d raise our rates in the summer 


ITEM: 85% of New England’s vacationists travel by automobile. Sales skyrocket for WBZ- 
WBZA advertisers of tires, fuels, lubricants, parts and accessories. 


ITEM: Motorists jam Poconos and Atlantic seashore from June to September. KYW automotive 
advertisers cash in on big bonus market. 


ITEM: July and August are among the top months of the year for sales of automotive supplies 
in the big KDKA market. 


ITEM: WOWO blankets Indiana and Michigan vacationland. Delivers huge car radio audience 
at crossroads of the nation to smart automotive advertisers. 


ITEM: 250,000 automobiles bring vacationists into KEX Pacific Northwest. Smart automotive 
advertisers get on KEX Summer Sales Bandwagon. 





Get the big summer bonuses delivered by these big 50,000-watt stations. You can call 
the individual stations or talk to Eldon Campbell, WBC National Sales Manager, at 
Plaza 1-2700, New York. Ask about substantial group plan discounts. 


4 
| ; WBZ-WBZA ¢ wBz-Tv, Boston; KYW °¢ 
WESTINGHOUSE BROADCASTING COMPANY, INC. t wPetz (tv), Philadelphia; koKa, Pittsburgh; 
wowo, Fort Wayne; xex, Portland, Oregon 
Represented by FREE & PETERS, INC. 


444 Madison Avenue, New York 22, N.Y. 
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BBB Clarifies 


Its Position on 


Discount Houses 


NEW YORK.—Victor H. Nyborg, 
president of the Assn. of Better 
Business Bureaus, last week issued 
a statement designed to clarify the 
bureau’s attitude toward, and con- 
cern with, discount houses. 


Nyborg indicated that the associ- 
ation was not opposed to discount 
houses as such. 

“The Better Business Bureaus’ 
basic interest in any business,” 
Nyborg said, “is in whether or not 
its advertising and selling practices 
are in keeping with generally ac- 
cepted rules and standards, and in 
the public interest.” 


The bureaus’ interest in discount 
houses, Nyborg said, is exactly the 
same as with any other method of 
selling goods and services. 


“Where deception or fraud are 
involved, where practices may be 
derogatory to competition or harm- 
ful to the public, the bureaus will 
investigate to see what action, if 
any, is warranted to bring about 
voluntary elimination of the causes 
of justifiable complaint,” Nyborg 
said. 

“The Better Business Bureaus 
are not concerned with the price 
at which any merchandise is sold, 
but they are concerned with 
whether the advertising is accurate 
and whether the merchandise is 
available in quantities to satisfy 
any reasonable demand resulting 
from the advertising and, also, 
whether the merchandise is 
honestly and freely sold to the 
public.” 


Grinstead Heads 
K-W of Canada 


TOLEDO.—Appointment of C. W. 
Grinstead as general manager of 
Kaiser-Willys of Canada, Ltd., has 
been announced 
by Hickman Price 
jr.. president of 
Willys - Overland 
Export Corp. 

Grinstead will 
direct the Cana- 
dian national sales 
program for Kai- 
ser and Willys 
ears and Willys 
commercial ve- 

a ” hicles. 

Saye Samene Grinstead start- 
ed in the auto business in 1934 
with International Motor Truck 
Co. He joined Kaiser-Frazer Ex- 
port Corp. in 1945 and served as a 
sales representative in foreign mar- 
kets and as parts and service man- 
ager in Canada. Since 1950, he had 
been regional manager of the 
Washington and Dallas zones of 
the Kaiser-Willys sales division. 











Engle Heads Sales 


J. Wesley Engle has been ap- 
pointed sales manager for Modern 
Motor Co., Zanesville, O. 








eS 
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The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provision for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, optional equipment or any other 
charges that may be passed on to the 
retail buyer. 

BUICK — Special—4-dr. sed., $2,265.32; 
2-dr., sed., $2,206.86; Riviera, $2,305.43: 
conv., $2,563.17; stat. wag., $3,163. Cen- 
tury—4-dr., sed., $2,520.17; Riviera, $2,- 
533.56; conv., $2,963; stat. wag., $3,470. 
Super—4-dr., sed., $2,711.17; Riviera, $2,- 
625.56; conv., $2,963.59. Moadmaster—4-dr. 
sed., $3,269.36; Riviera, $3,373.05; conv.. 
$3,520.56; Skylark conv., $4,483. (Dyna- 
flow standard on Roadmaster, optional at 
$192.50 on all other models.) 


CADILLAC—Series 62—4-dr. sed., $3,- 
932.70, cl. cpe., $3,837.77; Coupe deVille. 
$4,261.01; conv., $4,404.31. Series 60 Spe- 
cial—4-dr. sed., $4,683.32. Series 75—8- 
pass. sed., $5,874.78; lim., $6,090.17. El- 
dorado—conv., $5,738. (Hydra-Matic stand- 
ard on all models.) 

CHEVROLET — One-Fifty —-4-dr. sed., 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- 
539; 6-pass. stat. wag., $2,020. Two-Ten 
—4-dr. sed., $1,771; 2-dr. sed., $1,717; 





Kent-Moore Tools 
Now Available 
Through Jobbers 


DETROIT. — Kent-Moore special 
Rate-Maker service tools are now 
available through selected automo- 
tive jobbers, Kent-Moore Organiza- 
tion, Inc., announced last week. 


Local availability of Rate-Maker 
tools and equipment offers the 
service industry a new opportunity 
to take advantage of the rapidly 
expanding market for specialized 
service required by modern cars, 
the manufacturer said. 

Kent-Moore singled out Hydra- 
Matic transmission work as an ex- 
ample. There are more than five 
million Hydra-Matics in the field, 
the firm said, and they represent a 
new volume of special service busi- 


ness which will more than replace | 


the inevitable loss of standard 
clutch and transmission work. 


To meet the tool needs of this | 
specialized service market, Kent-| 


Moore jobbers will carry a com- 
plete line of more than 50 special 
tools for Hydra-Matic transmis- 
sions, it was said. 

Also available will be a wide 
selection of special tools for other 
automatic transmissions, power 
steering, power and conventional 
brakes, air conditioning, engines, 
bodies, rear axles and front sus- 
pensions. 


Glostex Products Gets 


New Chicago Quarters 


CHICAGO. — Glostex Products, 
Inec., manufacturer of the Royalty 
line of auto seat covers has moved 
to a larger factory and office build- 
ing at 1632 S. Indiana Ave., Chi- 
cago 16, Ill. 

The new six-story building pur- 
chased by the corporation provides 
66,000 square feet of space, accord- 
ing to Irving Herman, president of 
Glostex. 


cl. cpe., $1,782; 6-pass. stat. wag., $2,133. 
Bel Air 
830; hardtop, $2,061; conv., $2,185; 8-pass. 
stat. wag., $2,283. Corvette—conv., $3,523. 
(Powerglide standard on Corvette, optional 
at $178.35 on all other models.) 


CHRYSLER—Windsor Deluxe—4-dr. sed., 


$2,562 (8-pass., $3,492.25); cl. cpe., §$2,- 
540.50; Newport, $2,830.75; conv., §$3,- 
045.75 stat. wag., $3,321. New Yorker— 


4-dr. sed., $3,228.75 (8-pass., $4,368); cl. 
cpe., $3,202; Newport, $3,503; stat. wag., 
$41,024.25. New Yorker Deluxe—4-dr. sed., 
$3,433; cl. cpe., $3,406.25; Newport, §$3,- 
707.25; conv., $3,938.25. Custom Imperial— 
4-dr. sed., $4,259.50; lim., $4,797; New- 
port, $4,560.25. Crown Imperial — 8-pass. 
sed., $6,921.50; lim., $7,043.75 (PowerFlite 
standard on all eight-cylinder models, op- 
tional at $189 on Windsor Deluxe.) 


DeSOTO — Powermaster Six—4-dr. 
$2,385.75 (8-pass., $3,281); cl. cpe., 


sed., 
$2,- 


364; stat. wag., $3,107.75; Fire Dome V-8 | 


—4-dr. sed., $2,673 (8-pass., $3,558.75); 
cl. cpe., $2,651.50; Sportsman, $2,922.50; 
conv., $3,144.25; stat. wag., $3,381. (Pow- 
erFlite optional at $189 on all models.) 


DODGE—Meadowbrook Six—4-dr. sed., 
$2,024.75; cl. cpe., $1,983. Meadowbrook 
V-8 — 4-dr. sed., $2,175.75; cl. cpe., §$2,- 


154.25. Coronet Six—4-dr. sed., $2,136; cl. | 


cpe., $2,109; 2-dr. stat. wag., $2,228.50; 
4-dr. 2-seat stat. wag., $2,719.25; 4-dr. 
3-seat stat. wag., $2,790.25. Coronet V-8— 
4-dr. sed., $2,244.50; cl. cpe., $2,223; spt. 
cpe., $2,380.25; conv., $2,513.75; 2-dr. stat. 
wag., $2,517; 4-dr. 2-seat stat. wag., $2.,- 
960.25; 4-dr. 3-seat stat. wag., $3,031.25. 
Royal V-8—4-dr. sed., $2,372.75; cl. cpe., 
$2.349; spt. cpe., $2,503; conv., $2,632. 
(Fluid Drive optional at $20.40 on Mead- 
owbrook Six and Coronet Six sedans and 
club coupes. PowerFlite optional at $189 
on all models. ) 


FORD — Mainline Six — 4-dr. sed., $1,- 
700.50; 2-dr. sed., $1,651; bus. cpe., $1,548; 
2-dr. stat. wag., $2,029; Customline Six— 
4-dr. sed., $1,793; 2-dr. sed., $1,743.50; 
cl. cpe., $1,753; 2-dr. stat. wag., $2,121.50; 
4-dr. stat. wag., $2,202. Crestline Six— 
4-dr. sed., $1,898; hardtop, $2,054.50; Sky- 


4-dr. sed., $1,884; 2-dr. sed., $1,- | 


Current Prices on New Cars 


| 932.75. Jet-Liner — 4-dr. 


| (Hydra-Matic standard on all models. ) 





HUDSON—Jet—4-dr. 


$1,858; 
sed., $1,621; 2-dr. utility, $1,836.75. Super 


sed., 2-dr. 


det — 4-dr. sed., $1,954; 2-dr. sed., §1,- 
sed.. $2,056.60; 
$2,045.85. Wasp — 4-dr. sed., 
$2,256.11; 2-dr. sed., $2,209.43; cl. cpe., 
$2,256.11. Super Wasp — 4-dr. sed., $2,- 
465.84; 2-dr. sed., $2,413.28; cl. cpe., $2,- 
465.84; Hollywood, $2,704; conv., $3,004.20. 
Hornet 8 —4-dr sed., $2,619; 2-dr. 
sed., $2,570.60; cl. cpe., $2,619. Hornet— 
4-dr. sed., $2,768.86; cl. cpe., $2,741.99; 
Hecllywood, $2,987.75; conv., $3,287.70. 
(Hydra-Matic optional at $178.03 on all 
models in Jet catagory. Borg-Warner auto- 
matic transmission optional at $178.03 on 


all other models. ) 


KAISER — Special—4-dr. sed., $2,389; 
2-dr. sed., $2,334. Manhattan—4-dr. sed., 
$2,670; 2-dr. sed., $2,617. Darrin 161— 
conv., $3,668. (Hydra-Matic optional at 
$178.20 on all models except Darrin, which 
carries overdrive as standard equipment.) 


LINCOLN—Lincoin —- 4-dr. sed., $3,537; 


hardtop, $3,640. Lincoln Capri-—4-dr. sed., 
$3,726; hardtop, $3,884; conv., $4,045.50. 


2-dr. sed., 


MERCURY — Custom — 4-dr. sed., $2,- | 
265.50; 2-dr. sed., $2,208.50; sport cpe., 
$2,330. Monterey —4-dr. sed., $2,347.50; 


hardtop, $2,466.50; Sun Valley, $2,596.50; 
conv., $2,624.50; stat. wag., $2,791. (Mere- 
0-Matic optional at $189.77 on all models.) 


NASH—Metropolitan — Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). Rambler Deluxe—2-dr. sed., $1,- 
550. Rambler Super—4-dr. sed., $1,795; 2- 
dr. sed., $1,700; hardtop, $1,800; Suburban, 
$1,800. Rambler Custom—4-dr. sed., $1,965; 
hardtop, $1,950; conv., $1,980; 2-dr. stat. 
wag., $1,950; 4-dr. stat. wag., $2,050. 
Statesman Super—4-dr. sed., $2,158; 2-dr. 
sed., $2,110. Statesman Custom — 4 - dr. 
sed., $2,332; hardtop, $2,423. Ambassador 
Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
365. Ambassador Custom—4-dr. sed., $2,- | 
600; hardtop, $2,735. Nash-Healey — Le- 
Mans hardtop, $5,128.05 (at coastal ports). 
(Hydra - Matic optional at $178.85; not 
available on Nash-Healey, which is 
equipped with overdrive, or Metropolitans. ) 


| Regal — 4-dr. 


liner, $2,164; conv., $2,164; 4-dr. stat. | 
wag., $2,338.50. (For V-8 models, add 
$76.50. Fordomatic optional on all models | 


at $184.) dr. 





HENRY J — Corsair Four — 2-dr. sed., 
$1,404. Corsair Deluxe Six—2-dr. sed... | 805. 
$1,566.18. 


sed., 


82; 


$2,337.09; 2-dr. 


$2,410. 


Holiday, 


sed., 
.25; 
$2,826; 


Holiday, 


OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,271.62; Holiday, 
$2,449. Super 88—4-dr. sed., $2,476.71; 2- 
$2,688.39; 
conv., $2,867.59. Series 98-—4-dr. sed., $2,- 
Deluxe Holiday, 
* $3,041.75; Starfire conv., $3,248.84. (Hydra- 





—» 


Matic optional at $178.35 on all movels.) 
PACKARD—Clipper Special—2-dr. seq, 
$2,544. Clipper Deluxe—4-dr. sed., $695. 


2-dr. sed., $2,645; Sportster cpe., £2,839, 
Clipper Super — 4-dr. sed., $2,815, 2-dr. 
sed., $2,765; Panama hardtop, $125. 
Packard — Cavalier 4-dr. sed., § 344: 
Patrician 4-dr. sed., $3,890; Pacific »arq. 
top, $3,827; conv., $3,935; Caribbean onv., 
$6,100; 8-pass. sed., $5,610; lim., $ 960, 


(Ultramatic standard in Patrician, P» cific, 
convertible and Caribbean; optional »: $199 
on other models. ) 


PLYMOUTH—Plaza—i-dr. sed., $:.i*5: 
cl. sed., $1,727.25; bus. cpe., $1,6 7.50; 
stat. wag., $2,064. Savoy—4-dr. sed. §$1,-. 


872.50; cl. sed., $1,835; cl. cpe., $1,542.50 


spt. cpe., $2,064; conv., $2,220; stat. .-ag., 
$2,207.25. Belvedere—4-dr. sed., $1,953.25: 
spt. cpe., $2,145; conv., $2,301; stat. wag., 
$2,288. (Hy-Drive optional at $145.5) on 
all models. PowerFlite at $189.) 
PONTIAC — Chieftain 6 Special — :-dr. 


sed., $2,026.64; 2-dr. sed., $1,968.36; %-seat 
stat. wag., $2,364; 3-seat stat. wag., §$2,. 


419. Chieftain 6 Deluxe — 4-dr. sed. §$2,- 
130.53; 2-dr. sed., $2,072.28; 2-seat stat 
wag., $2,504. Chieftain 8 Special — :-dr 
sed., $2,101.62; 2-dr. sed., $2,043.45 2. 
seat stat. wag., $2,439; 3-seat stat. wag., 
$2,494. Chieftain 8 Deluxe — 4-dr. sed, 


$2,205.51; 2-dr. sed., $2,148.32 2-seat stat. 


wag., $2,579. Star Chief 8—Deluxe 4-dr. 
sed., $2,301; Custom 4-dr., sed., $2,394; 
conv., $2,630. Catalinas—-Chieftain 6 De- 


luxe, $2,316.30; Chieftain 6 Custom. §2,- 
382.43; Chieftain 8 Deluxe, $2,391.99; 
Chieftain 8 Custom, $2,458; Star Chief 8 
Custom, $2,557. (Hydra-Matic optiona! at 
$178.35 on all models. ) 

STUDEBAKER — Champion Custom — 
4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07. 
Champion Deluxe — 4-dr. sed., $1,918.18; 
2-dr. sed., $1,875.18; 5-pass. cpe., $1,- 
971.93; stat. wag., $2.187.23. Champion 
sed., $2,026.29; 2-dr. sced., 
$1,983.29; 5-pass. cpe., $2,080.04; hardtop, 
$2,241.29; stat. wag., $2,295.33. Com- 
mander Deluxe —4-dr. sed., $2,179.13; 
2-dr. sed., $2,136.13; 5-pass. cpe., $2.- 
232.88; stat. wag., $2,447.88. Commander 
Regal—4-dr. sed., $2,287.23; 5-pass. cpe., 
$2,340.98; hardtop, $2,502.23; stat. wag., 
$2,555.98. Land Cruiser—4-dr. sed., $2,- 
438.28; Regal 4-dr. sed., $2,533.28. (Auto- 
matic Drive optional at $216 on Cham- 
pion, $226.50 on Commander and Land 
Cruiser. ) 

WILLYS—Lark—4-dr. sed., $1,823; 2-dr. 
sed., $1,737. Ace—4-dr. sed., $1,968; 2-dr. 


sed., $1,892. Ace Deluxe—4-dr. sed., $2,- 
023; 2-dr. sed., $1,947. Eagle—Hardtop, 
$2,167; Deluxe hardtop, $2,222; Custom 


hardtop, $2,411. Station Wagon—Deluxe 6- 
cyl., $1,973.09. (Hydra-Matic optional at 
$178.55 on all models except Larks.) 


New Commercial Car Registrations, 


Truck registrations by states 
are released here weekly, as 


compiled by R. L. Polk repre- 
sentatives in state capitals. 
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New Passenger Car Registrations, 15 States for May, 1954-1953 


Car registrations by states 
are released here weekly, as 


compiled by R. L. Polk rep- 
resentatives in state capitals. 
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Used-Car Auction Prices 





(Continued from Page 30) 


Dome (8) club coupe, $1,070* (ps); 4- 
dr., $995*, $800*. 

DODGE — '53 Coronet 4-dr., $1,135*, $1,- 
095*. °52 Coronet club coupe, $685*; 
Wayfarer 2-dr., $540*. '51 Meadowbrook 
i-dr., $620*, $600*%; Wayfarer, 2-dr., 
$435*. '50 Coronet 4-dr., $495*, $485*. 

FORD — ’°'53 Custom (8) conv., $1,600*, 
$1,515*; 4-dr., $1,255, $1,200, $1,195, $1,- 
190; club coupe, $1,200; 2-dr., $1,190, 
$1,160; Crest (8) Victoria, $1,520*; Main 





(8) 4-dr., $830. '52 Crest (8) Victoria, 
2 at $1,295; Custom (8) 4-dr., $995, 
$935; Main (8) 2-dr., $805; %-ton pick- 
up, $665. °'51 Custom Deluxe (8) Vic- 
toria, $850*. 
HUDSON—’53 Wasp 4-dr., $900; Jet 4-dr., 
$840*, $790. "52 Commodore (8) Holly- 


wood, $1,265*; Wasp 4-dr., $590. 
LINCOLN—’53 Capri conv., $2,750* (ps); 
coupe, $2,750* (ps). °52 Cosmopolitan 4- 
dr., $1,565*. '51 4-dr., $800*, $790*. 
MERCURY—’'54 Monterey Sun Valley, $2,- 
350*. °53 4-dr., $1,570, $1,525*. '51 conv., 
$995*; 4-dr., $950*, $850*, $780*, $665; 
2-dr., $900*, $895, $850, $815. °50 4-dr., 
$580, $540; 2-dr., $580*, $510, $450. 
NASH—’53 Rambler club coupe, $1,135*, 
$1,100; station wagon, $1,045. '52 Am- 
bassador 4-dr., $1,085. '50 Rambler conv., 
$535; Ambassador 2-dr., $430; 4-dr., 
$340. 
OLDSMOBILE—’54 (98) Holiday, $3,400* 
(ps); conv., $3,355* (ps); 4-dr., $3,085* 
(ps), $2,890* (ps); (88) Holiday, $3,250* 


(ps), $3,080* (ps), $3,050* (ps); 2-dr., | 
$2,760* (ps). °53 (88) Holiday, $2,135* 
(ps), $2,000* (ps); conv., $2,120*; (98) 


4-dr., $1,885°*. 

PACKARD — '53 2-dr., $1,750* (ps), $1,- 
595*; 4-dr., $1,235*. '52 4-dr., $1,185*. 

PLYMOUTH — '54 Belvedere 4-dr., $1,625. 
’53 Cranbrook 4-dr., $1,140*. ’°52 Concord 
Suburban, $725; Cranbrook 4-dr., $710; 
Cambridge 2-dr., $610. '51 Cranbrook 4- 
dr., $710, $565; conv., $670; Belvedere, 





$655. 

PONTIAC—’54 Chieftain Deluxe (8) Cata- 
lina, $2,400* (ps); 4-dr., $2,000*. °'53 
Chieftain Deluxe (8) Catalina, $1,705*; 
4-dr., $1,295. °52 Chieftain Deluxe (8) | 
Catalina, $1,290%; 4-dr., $1,030. °51/ 
Chieftain Deluxe (8) conv., $1,005*. 


STUDEBAKER—’53 Champion 4-dr., $1,- 


135*, $1,070. ’°51 Commander conv., 
$665*; 4-dr., $480. °50 Commander 4-dr., 
$395, $285; Champion conv., $285. 
WILLYS—'53 2-dr., $840. 
TOLEDO 
(Toledo Auto Auction Co. Sale every 
Tuesday. Prices are for sale of June 15.) 


(Market steady although extreme heat 
and thunder storms hurt today’s sale. 
Clean °49 and ’50 models brought very 
high prices. Sold 34 cars out of 56 offer- 
ings.) 

BUICK—’53 Super 4-dr., $1,750*. ’'52 RM 
4-dr., $1,250*; Special 2-dr., $1,000*. °51 
RM 4-dr., $900*. '50 Super 4-dr., $525. 
"49 Super 2-dr., $325. 

CADILLAC — '50 (62) 
(61) 2-dr., $830*. 

CHEVROLET—’53 Bel Air club coupe, $1,- 
270; (210) 4-dr., $1,150*. '52 SL Deluxe 
2-dr., $950*. °51 FL Deluxe club coupe, 
$850. '49 SL Deluxe 2-dr., $350. '47 FM 
2-dr., $190. 

CHRYSLER — '53 Windsor 2-dr., $1,390*. 
*50 Windsor club coupe, $575*. °48 NY 
4-dr., $175*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $950*. 
"51 Custom (6) club coupe, $775*. '50 
Custom 4-dr., $545*. 

DODGE—’53 Meadowbrook 2-dr., $1,020*. 
‘51 Coronet 4-dr., $575*. '49 Meadow- 
brook 4-dr., $275*. 

FORD — °'53 Custom (8) club coupe, $1,- 
310*; Main (6) 2-dr., $1,225. '52 Custom 
(6) 4-dr., $850. °50 Custom (8) 2-dr., 
$475. '46 Deluxe 2-dr., $115. 

HUDSON—’49 Super (6) 4-dr., $110. 

MERCURY—’49 4-dr., $225. 

NASH—’49 (600) 2-dr.. $280. 

OLDSMOBILE—’'53 (98) conv., $1,850*. 

PACKARD—’49 (8) 4-dr., $285. 

PLYMOUTH—’53 Cambridge 4-dr., $959. 


JESSUP, MD. 


(Colie’s Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 16.) 
(Market good. Sold 31 cars out of 53 
offerings.) 
BUICK—’50 Special 4-dr., $240*. '49 Super 
2-dr., $195. "46 Super 2-dr., $115 
CADILLAC—’50 (60) Special 4-dr., $1,275* 
(ps). "50 (62) conv., $1,400* (ps). 
CHEVROLET—’50 SL Deluxe 2-dr., $490. 
’49 SL Deluxe 2-dr., $300. ’48 FM 2-dr., 
$290, $225. | 
FORD—'53 Custom (6) 2-dr., $1,080. °51) 
Custom Deluxe (8) station wagon, $700; 
Deluxe (8) 2-dr., $625; Custom (6) 2-dr., 
$595, $480. "50 Deluxe 2-dr., $475, $250; 
4-dr., $330. '49 Deluxe 2-dr., $150. 
HUDSON—’'50 Super (6) 4-dr., $200. 
LINCOLN—’49 Cosmopolitan 4-dr., 
$195; 2-dr., $165. 
MERCURY—’50 4-dr., $365. 49 4-dr., $270. 
NASH—'49 (600) 4-dr., $240. 
OLDSMOBILE—’49 (88) 4-dr., $360. 
PLYMOUTH—’50 Super Deluxe 4-dr., $450. 
PONTIAC—’53 Chieftain (8) 2-dr., $1,425*. 
"51 Chieftain Super (8) Catalina, $825. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of June 14.) | 

(Buyers from far and near attended | 
the auction today, with new-car dealers 
the largest consignors. New and used- 
car dealers alike got a break as prices 
remained steady on all models. Sold 168 
ears out of 204 offerings.) 

BUICK—’52 Super Riviera coupe, $1,400*. 
"51 Super conv., $960*%; 4-dr., $675*; 
Special 4-dr., $800; 2-dr., $880*, $760. 
"50 Special 2-dr., $520*, $460; 4-dr., 2 
at $475. '49 RM conv., $475*. 

CADILLAC—'54 (62) conv., $5,250* (ps); 
4-dr., $4,460* (ps). °53 (62) 4-dr., $3,- 
380* (ps). '51 (60) Special 4-dr., $2,- 
000*; (62) conv., $1,780*. '50 (62) 4-dr., 
$1,480*; (61) 4-dr., $1,180*. °48 (61) 
4-dr., $580*. '47 (62) 4-dr., $385*. 

CHEVROLET—’54 (210) 2-dr., $1,545, $1,- 
535; 4-dr., $1,590. '53 Bel Air conv., $1,- 


4-dr., $1,400*. ‘49 





$265, 





550*, $1,485*; (210) 4-dr., $950. ’52 SL 
Deluxe 4-dr., $980, $930, $785*; 2-dr., 
$950*; SL Special 2-dr., $680; 4-dr., 
$560. °51 SL Deluxe 2-dr., $780*, $750, 


FTE, 
“7, “Deluxe Bel 


$730; FL Deluxe 4-dr., $730*. '50 
Air, $770, $610; 4-dr., 


$635, $620*, $545; 2-dr., $575, $570, $555, 
$540; club coupe, $600; FL Deluxe 4- 
dr., $575; FL Special 2-dr., $490. ’49 SL 
Deluxe 2-dr., $430, $390; FL Deluxe 2- 
dr., $420. '48 FL Aerosedan, $325; FM 
station wagon, $130. '47 SM club coupe, 
$225. °46 SM club coupe, $290. 


CHRYSLER — ‘50 Windsor 4-dr., $705*; 
Royal 4-dr., $450*. ‘49 Windsor club 
coupe, $510*; 4-dr., $450*. °48 Windsor 
4-dr., $275, $260*. 

DeSOTO—’53 Custom 4-dr., $1,280* (ps). 
’50 Deluxe 2-dr., $575*. 

DODGE — ’'53 Coronet 2-dr., $1,100*. ‘52 
Coronet 4-dr., $920*. °51 Coronet club 


coupe, $710*. '50 Coronet station wagon, 
$700*. ’°49 Wayfarer 2-dr., $370; Custom 


4-dr., $310*. 
FORD — '54 Crest (8) Victoria, $2,100*; 
Custom (8) 4-dr., $1,725; Main (6) 2- 


dr., $1,490. °53 Custom (8) 4-dr., $1,040; 
Custom (6) 2-dr., $1,030; Main (8) 2-dr., 
$1,010. ’52 Main (8) Ranch Wagon, $1,- 
190; 4-dr., $725; Custom (8) 2-dr., 
$975*; club coupe, $920. '51 Custom (8) 
2-dr., $675; 4-dr., $660; conv., $750; '%- 
ton express, $370; %-ton pickup, $480. 
*50 Custom Deluxe (8) 4-dr., $520; 2-dr., 
$485; station wagon, $370; Deluxe (8) 
2-dr., $510; Deluxe (6) 
$370; 2-dr., $390. ’49 Custom (8) 4-dr., 


$400; 2-dr., $380; %-ton panel, $120. 
’48 Deluxe (8) 2-dr., $280. '47 1%-ton 
tanker, $660. 
HUDSON—’48 Commodore 4-dr., $250. 
KAISER—’51 Special 2-dr., $390*. 
LINCOLN—’46 club coupe, $150*. | 
MERCURY — '54 Custom 4-dr., $1,950*; 
Monterey coupe, $2,200*. °53 4-dr., $1,- 
950*, $1,330; 2-dr., $1,385*. °52 4-dr., 


$1,130*; Monterey coupe, $1,230*. ’51 4- 
dr., $750. '50 club coupe, $560; 4-dr., 
$600. °49 4-dr., $400. '46 4-dr., $120. 
NASH — ’53 Rambler conv., $1,090*. ’52 
Statesman 4-dr., $875. '50 Statesman 4- 
dr., $120. '48 (600) club coupe, $110. 
OLDSMOBILE—’54 (88) 2-dr., $2,340*. '53 
(88) 2-dr., $1,410*. ’50 (98) 4-dr., $750*, 


Business coupe, | 





$485*; (88) 2-dr., $675*, $600*; 4-dr., 
$680*, $590*; (76) 2-dr., $630*. '49 (98) | 
4-dr., $465°*. 

PACKARD —’49 4-dr., $260. '47 Clipper 4- 


dr., $100; Limousine, $270. 
PLYMOUTH — '53 Cambridge 4-dr., $940. 
’52 Cambridge 4-dr., $635*; club coupe, 
$680. '51 Cranbrook 4-dr., $630. '50 De- 
luxe 2-dr., $660. ’49 Special Deluxe 4-dr., 
$385, $370, $350; Deluxe Suburban, $530 


‘47 Special Deluxe 4-dr., $119. ‘46 De 
luxe 2-dr., $200. 

PONTIAC -—— ’54 Star Chief (8) Catalina, 
$2,470* (ps). '53 Chieftain Deluxe (8) 


4-dr., $1,440*, $1,435; Catalina, $1,600*. 
"52 Chieftain Deluxe (8) Catalina, $1,- 
230*; 2-dr., $1,150*; 4-dr., $1,270*, $1,- 
260*, $1,110*. '51 Chieftain Deluxe (8) 
4-dr., $1,010*, $735*; 2-dr., $860. ‘50 
Silver Streak (8) 2-dr., $650; Chieftain 
(8) conv., $680*. '48 Torpedo (8) 4-dr., 
$250%. '47 Torpedo (6) 2-dr., $200; 4- 
dr., $125; Torpedo (8) 2-dr., $140. '46 
Torpedo (6) 4-dr., $210. 

STUDEBAKER — ’'52 Commander 2-dr., 
$710*. °51 Champion club coupe, $525. 
’50 Champion 4-dr., $550*. ’49 Cham- 
pion 4-dr., $325. 

MISCELLANEOUS —'52 
2-dr., $480. ’51 2-dr., 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of June 11.) 
(Sold 213 cars out of 282 offerings.) 


Henry J. Corsair 


$240. 


BUICK—’54 Century Riviera, $2,450*; Spe- 
cial 4-dr., $2,400*; RM Riviera, $2,300* 
(ps). °53 Super Riviera, $1,850*. ’'52 


Super conv., $1,450* (ps); Special sedan. 
$1,200*. ‘51 Super Riviera, S890*. ’50 
Super Riviera, $625*. 

CADILLAC—’54 (62) coupe, $4,775*; 
sedan, $4,750*. 53 (62) conv., 
"52 (62) conv., $2,400*; 4-dr., 
(60) 4-dr., $2,300". ‘51 (61) 
$2,000*. 

CHEVROLET—’54 Bel Air 4-dr., $1,810*; 
conv., $1,810; (210) sedan, $1,650. 53 
Bel Air conv., $1,619*, $1,425*; 4-dr., 
$1,400*; (210) 4-dr., $1,175. 52 SL De- 
luxe station wagon, $1,150*; Bel Air, $1,- 
190*. '51 SL Deluxe 4-dr., $710*; coupe, 
$825*; 2-dr., $685*. '50 SL Deluxe sedan, 
$610; station wagon, $600 

CHRYSLER — '50 Royal 4-dr., 
4-dr., $500 


(75) 
$3,200*. 
$2,275*; 

coupe, 


$620; NY 


| DODGE—’53 Coronet (6) 4-dr., $1,150. '52 


Meadowbrook 4-dr., $760 
FORD—'54 Crest (8) Country sedan, $2,- 


275; Ranch Wagon, $2,225; 2-dr., $1,- 
855*; 4-dr., $1,850; Custom (8) 2-dr., 
$1,680; 4-dr., $1,665*; Main (6) 4-dr., 


$1,586. °53 Custom (8) 4-dr., $1,300. '52 
Crest (8) Ranch Wagon, $1,300; Victoria, 


$1,175; Custom (8) 2-dr., $1,100*. °51 
Custom Deluxe (8) Victoria, $800*. 
HUDSON — '53 Wasp 2-dr., $1,100. °50 


Super (8) 4-dr., $475. 

LINCOLN—’53 Cosmopolitan 4-dr., $2,100*. 
’50 4-dr., $375. 

MERCURY—’54 Monterey Sun Valley, $2,- 
250*; Custom sport coupe, $2,125. '53 
Monterey sport coupe, $1,800*. '52 Mon- 
terey sport coupe, $1,100*. 


NASH-—’52 Rambler Suburban, $750; sta- | 


tion wagon, $700. '51 Rambler Suburban 
$525; Ambassador 2-dr., $465. 

OLDSMOBILE—’54 (98) Holiday, $3,450*; 
(88) conv., $3,075* 
day, $2,225*; conv., $1,925*; 
$1,300*. '52 (88) 4-dr., 
$1.300*; (98) 4-dr., 
(SS) 4-dr., $975. 

PLYMOUTH—’54 Savoy 4-dr., $1,525. °53 
Cambridge 4-dr., $1,050. '52 Cranbrook 
4-dr., $750, $655. ‘51 Cranbrook 2-dr., 
$650; club coupe, $575. '50 4-dr., $650 

PONTIAC—’54 Star Chief (8) conv., §$2,- 
375*. °'53 Chieftain Deluxe (8) conv., 
$1,850* (ps); Catalina, $1,725*. ‘52 
Chieftain Deluxe (8) conv §$1,300*; 4- 
dr., $950*, $720*. °51 Chieftain Deluxe 
(8) 2-dr., $975*; Catalina, $875. 


$1,450* 
$1,310". °51 


STUDEBAKER—’52 Champion 4-dr., $650 
*51 Champion sedan, $477. '50 Caam- 
pion 4-dr., $440. 

WILLYS — '51 Jeepster, $435. '49 station 


wagon, $350. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of June 16.) 

(This is an agricultural area and the 
rains have been adequate and the crops 
better than they have been for several 


(ps). '53 (98) Holi- | 
(88) 2-dr., | 
(ps), | 
Super | 











years, resulting in better than usual sales. 
Sold 64 cars out of 97 offerings.) 


BUICK—’50 Special 4-dr., $635. ‘49 RM 
conv., $420. 

CHEVROLET—'52 SL Deluxe 2-dr., $980, 
$950, $805. '51 SL Deluxe conv., 
’50 SL Deluxe 2-dr., $730, $645, $575; 
SL Special coupe, $690, $530. '49 SL De- 
luxe 4-dr., $595. '47 FL 4-dr., $285, $280 
°46 FL 2-dr., $265. '41- SD 2-dr., $120; 
MD 4-dr., $350. 


DeSOTO—'49 Deluxe 2-dr., 


DODGE—’51 Coronet 4-dr., $755. 

FORD—’53 Custom (8) 2-dr., $1,375, $1,- 
330, $1,305, $1,295. '52 Custom (8) 4- 
dr., $1,055, $970. '51 Custom (6) 4-dr., 
$555; %-ton pickup, $600. ‘50 Custom 
(8) 2-dr., $475. °49 Custom (8) 2-dr., 
$445, $375; Deluxe (8) 2-dr., $365. '48 
1%-ton pickup, $180, $145. "46 Deluxe (8) 
coupe, $270. '40 Deluxe (8) 2-dr., $430, 
$200, $110. 

HUDSON—’52 Wasp, 4-dr., $645; 
coupe, $885. ’50 Super 2-dr., $335. 

KAISER—’49 Special 4-dr., $155. 

MERCURY—’53 Monterey coupe, $1,780*; 
station wagon, $1,430*%; Custom 4-dr., 
$980*. '51 4-dr., $605*. 

OLDSMOBILE—’51 (88) 
(98) 4-dr., $655. 

PLYMOUTH — '51 Cranbrook 4-dr., $705. 
$620. '50 Concord 4-dr., $560. "49 Deluxe 
2-dr., $410, $380. 

STUDEBAKER—’'52 Champion 4-dr., $710. 
50 Commander 2-dr., $295. ‘49 Com- 
mander Land Cruiser, $300. | 

WILLYS—’51 Henry J 2-dr., $295. ‘45 In- 
ternational truck, $145. 


OMAHA 


(Cliff Soderberg Auto Auction. Sale every 
Thursday. Prices are for sale of June 17.) 

(Market very good. Sold 68 cars out 
of 133 offerings.) 

BUICK—'51 Super 4-dr., $900*; Special 4- 
dr., $835*. 50 Super Riviera 2-dr., $880*; | 
Special club coupe, $505; 2-dr., $465, | 
$415; 4-dr., $430, $400. °47 Super conv., 
$285. '46 Super 4-dr., $200. | 

CADILLAC—’50 (61) coupe, $1,775* (ps). | 

CHEVROLET—’54 (210) 4-dr., $1,835*. °53 | 
(210) Hard Top, $1,420*; 4-dr., $1,095*; | 
2-dr., $1,025. '52 2-ton platform, $515. 
’51 SL Deluxe Bel Air, $855*; 2-dr., $845; 
4-dr., $750; %-ton pickup, $775. '50 SL 


Hornet 


2-dr., $895, °50 





$785. 


$360. | 





Deluxe club coupe, $495, $485. ‘49 SL 
(Continued on Page 37, Col. 1) 
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Available both 
daily and 
> Sunday for 
greater impact 
in this powerful 
newspoper. 


@ The SUNDAY COURIER-EXPRESS 


was first among all Sunday papers in 


the United States! 


The DAILY COURIER-EXPRESS 


was fourth among all morning papers. 
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Why does G S mean so much to you? Simply because: G S means Gemmer Steering. 
It means that here is a product backed by nearly 50 years of manufacturing skill... 
a product which represents countless hours of painstaking research and development 
... the peak achievement of a concern devoted exclusively to the manufacturing of 
steering gears. GS means Genuine Superiority. A superiority which only time and 
experience can secure. Gemmer has always led the way . .. Gemmer Pioneered Power 
Steering! G S means Greater Safety. Gemmer Hydraguide full-time power steering 
works for you all the time. It removes the you-power from steering, makes driver 
control easy in case of front wheel obstruction, soft shoulder or blow-out. AndGS 
means Greater Savings. Over 80% of the actual work is done by the Gemmer unit, 
resulting in less fatigue and fewer accidents resulting from fatigue. Get Gemmer 
full-time Hydraguide power steering for trucks, automobiles, boats, farm and material 
handling equipment. Get Gemmer Steering for Genuine Superiority, Greater Safety, 


Greater Savings. 


Pronecnd in Power Slerring 





Gemmer Manufacturing Company, Detroit 11, Michigan 
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Broadway. Filed in behalf of Cap- 

ital Airlines, Inc., the petition al- 

leges that the Hauser firm is insol- 

Names Hauser | vent. The petition further alleges 

CHICAGO.—An involuntary bank- | that Hauser has $425,000 in liabil- 
ruptcy petition was filed last week ities and assets of only $250,000. 

» in U.S. District Court here against| Paul E. Hauser, owner, was not 
Hauser Nash Sales, Inc., 6250 N.| available for comment. 


\ Bankruptcy Writ i 


‘ THE BASIC PRINCIPLES OF 


AUTOMOTIVE 


By W. K. BRAASCH 
Dean of Automotive Sales Trainers 
A LIFETIME OF EXPERIENCE 
1S YOURS FOR JUST A FEW DOLLARS. 
BETTER BUY THESE SIX MANUALS TODAY! 


W. K. BRAASCH 


THE FOLLOWING SIX MANUALS CONTAIN ALL OF THE FIELD-TESTED SALES 
PRINCIPLES WHICH WE HAVE USED SUCCESSFULLY IN TRAINING OVER 50,000 
AUTOMOBILE SALESMEN. FOLLOW OUR INSTRUCTIONS AND WATCH YOUR 


SALES GROW. WE'LL GUARANTEE GOOD RESULTS. 
4 No. 1—The Eight Automotive Success Fundamentals. EACH 
No. 2—The Automotive Selling Process. $2.00 POSTPAID 
The Techni f Used Car Sal hi ee 
No. 5—' Technique o' or jesmanship. 
No. 6—Developing and Testing Your Sales Talk. Order All Six for $10.00 


No. 3—Eighty Ways to Find New Prospects. 
NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 64, Illinois 


No. 4—Personality—the Key to Leadership. 



















your car, 


boat or plane 
a “rolling 
office”’ 





INVERTER 


for changing your storage bat- 
tery current to A. C. Measehold 
ELECTRICITY 


in your own car!! 
pe LE TI 


ATR INVERTERS .. .especially 
designed for operating stan- 
dard 110 volt A. C.... 


TAPE RECORDERS 
WIRE RECORDERS 


’ 
e? 


rei ti ot: 

out of sight 
under dash 
or in trunk 


DICTATING MACHINES 
ELECTRIC RAZORS 


" 
compartment: 


et 
maa 


EXECUTIVES 
SALESMEN 

PUBLIC OFFICIALS 
POLICEMEN 
FIREMEN 
OUTDOOR MEN 
REPORTERS 

FIELD INSPECTORS 
DOCTORS 
LAWYERS, ETC. 


your Jobber or wnrtle factory 


NEW MODELS V NEW DESIGNS V NEW LITERATURE 
"A" Battery Eliminators, DC-AC Inverters, Auto Radio Vibrators 


AMERICAN TELEVISION & Rapio Co. 
Quality Products Since 1931 
SAINT PAUL 1, MINNESOTA—U. 5S. A. 
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. been on display 


| laneous, 61. 





| Canadian Dealer’s Will Lists $791,174 Estate 
OTTAWA.—Gordon Conant My-| valued at $791,174. His widow hag 
| 





—_—. 


Schulze, Kirksey 
Reassigned in 


Oldsmobile Zones 


LANSING. — Claude W. Schulze, 
formerly Oldsmobile zone manager | 
in Omaha, has been appointed zone 
manager at Portland, Ore., it was 
announced last week by G. R. 
Jones, general sales manager. 

Jones also disclosed the appoint- 
|ment of Ira A. Kirksey, assistant 
zone manager in Dallas, as zone 


ers, president of Myers Motors, | been given a life interest in the 
Ltd., who died A 


an estate | residue, according to the will. 


pr. 28, left 


— 





C. W. Schulze 


I, A, Kirksey 


manager in Omaha. W. W. Dun- 
ham, zone manager at Portland, | 
| has been placed on special assign- 
ment, Monia Coppage succeeds 
Kirksey at Dallas. 


Schulze joined Oldsmobile in 1926 
as a service representative in Min- 
neapolis. He was promoted to zone 
manager in Des Moines in 1947, and 
the zone headquarters was moved 
| to Omaha in 1953. 


| Kirksey joined Oldsmobile in 1927 | 
as a parts representative in At- 
| lanta, and subsequently filled sales 
| and parts assignments in Jackson- 
| ville, Fla.; Oklahoma City; Mem- 
| Phis, and Lansing. In 1939, he was} 
| made a district manager in Detroit | 
| 
| 








In pre-war days the average selling price of 
all used cars was approximately $350.00 and 
a 10% error in reporting the market was not , 
so important. But today, with the average 3 
car selling for around $1100.00, a 10% error 
can be disastrous. 





'and later transferred to Atlanta. | 
He became assistant zone manager | 
at Dallas in 1946. 


Add to this the complication of hundreds 
of additional models and body styles on the 
market, and you can see the need for a used 
car guide that is accurate, complete and 
current. The NADA Official Used Car Guide 
fills this need best — because it is based on 
information submitted by thousands of rep- 


F-88 on Parade 
48 Other Oldsmobiles Also 


To Carry Shriners 


ATLANTIC CITY.—Oldsmobile's 
| experimental F-88, a two-seat sports 
car finished in gold, will head a 
| cavalcade of 48 Oldsmobile Starfire 
| convertibles in two parades of the 
| Shrine convention here. 
| Remmie L. Arnold, Shrine im- 
| perial potentate from Petersburg, 
| Va., will ride in the F-88 at the 
head of both the day parade tomor- 
|row (June 29) and the night pa- 
rade Thursday. 

This will mark the first parade 
appearance of the F-88, which has 
in the General 
Motors Motorama in various parts 
of the country. The plastic-bodied 
car is powered by a 250-horsepower 
version of the Rocket engine with 
9 to 1 compression ratio. 

Past imperial potentates and 
; other Shrine dignitaries will ride 
in the Starfires, which are being 
provided by Oldsmobile. 


utable car dealers all over the country, its 
contents are comprehensive, and it is pub- 


lished every 30 days. 


Yes, times have changed, and the National 
Automobile Dealers Used Car Guide Com- 


pany realizes more than ever before the 





importance of serving its customers in a 
business-like and intelligent manner, with 
a new publication every 30 days. It is this 





realization that makes the company the 
largest and most successful publisher of used 
car guide books in the world today. 





More 


Foreign Cars 
(Continued from Page 2) 


Hillman, with 246 sales, or 11.9 
percent of the total. A year ago, 

Hillman was in second place with 
448 vehicles sold and a market 
penetration of 15.7 percent. 

A new entrant in the imported- 
ear field held down fifth place in 
April. Austin Healey, which has 
been offered only since the begin- 
ning of the year, rang up 206 sales 
for a market penetration of 10 per- 
cent, Sales of the Austin Healey 
have climbed rapidly since January. 

The Healey’s sister vehicle, the 
Austin, registered 175 units in April 
for 8.5 percent of the market, com- 
pared with 353 sales and a pene- 
tration of 12.4 percent in the same 
month a year ago. | 

In four-month totals, the Austin 
managed to nose out Austin Healey, | 


only $7 per year 
(quantity prices on request) 


—— —-— Published by 


Nationat Automosie DEALERS 
Usen Car Guive Co. 


1026 17th STREET, N.W. 
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PORTLAND... 


THE 2-CAR GARAGE 
= CAPITAL OF THE WORLD! 


ONE OUT OF TEN 





572 to 567. : 

English Ford was seventh in | . USE THE OREGONIAN 
April sales, with a total of 126, | i 
April sales, with a total of 126, PORTLAND AUTO : TO SELL THIS RICH 


This compares with its fourth- 
place showing in 1953, when 390 
of the vehicles were moved. 
For the year to date, English | 
Ford is in sixth place with 502 
| registrations, at 7.2 percent of the} 
| market. This compares with 1953 
| four-month totals of 1,658 sales. 
Other foreign vehicles registered | 
during April were: Morris, 87; Tri- | 
umph, 79; Porsche, 45; Mercedes 
Benz, 40; Sunbeam Talbot, 32; | 
Singer, 24; Rover, 18, and miscel- 


MOTOR-MINDED MARKET! 


The Oregonian, with its 40,726 
daily circulation lead over the Ore- 


FAMILIES OWNS 2 CARS!* . 


...in fact, there are 1.3 passenger 
cars per family in the state of Ore- 
gon — 30% higher than the U. S. 
average. This means BIG sales in 
a BIG market! 


gon Market’s second newspaper, 


is first in automotive advertising 
... first in sales! 


the Oregonian PORTLAND. 
Ms OREGON 
229,132 Daily © 292,332 Sunday 


Represented Nationally by Moloney, Regon & Schmitt, Inc. 


*Source: 1953-54 Portland, Oregon Consumer 
Inventory —by Don E. Clork Ii & Associates 





“TAGS & RINGS 
PRICED AT 


1000... . . . $17.00 
PUM soa as 
Misa i 


8.75 
4.50 


Enclose Check with Order. 
Shipments Prepaid. 
Free Used Cer Systems & Aids 
Catalogue 


BARRY AUTOMOTIVE Co. 


(SYSTEMS DIVISION) 
Ste. “A”, Box 1037, Cleveland 2, Ohie 








SPRAY-INKS 


ermanent, Flexible, Non-| 


ocking, Water - Proof, Inks 





Olid Cars Like New Without New Panels 


d to re-color the interior upholstery fabrics | 


automobiles, when faded, soiled, stained, 
water-marked. 

se INKS provide the car dealer with a 
and economical way, to recondition fab- 

ics. Will not adhere to chrome, therefore 
s not require excessive masking. However, 


quered or enamelled surfaces must be} 


otected. 


ive beautiful automotive colors— 
GREEN, GRAY, BROWN, BLUE 
AND TAUPE 


Price $2.10 per quart 


entury 
DETROIT 38, MICHIGAN—U.S.A. 


ices slightly higher in western United States | 





“ADVERTISEMENT 


YOU CAN PUT 

300 SALESMEN 
TO WORK SELLING YOUR 
NEW AND USED CARS FOR 


$29.75 


More than 3,000 Dealers in the 
United States and Canada are 
using our plan to increase Sales 
and cut their inventory. 


PROSPECTS EVERY DAY 


Write or wire for Free Samples 
and Details of this AMAZING 
PLAN 


SANZO SPECIALTIES ~- 


Mfrs. of the used car tag with 
the beaded chain 


Endicott, N. Y. 





box 68-A 












MYRLO COMPANY 
W. 25th., Cleveland 13, Ohio, dept. N 





a1 BUILD SERVICE PROFITS 
\ with personalized 
— aome plates 


4TEMAC ORTAILS OM REQUEST 


1281 $0. CHEROKEE 
DENVER COLORADO 


Products Co. 





‘Unite, Produce’ 


Is Ford’s Advice | | 


To Europeans 


COLOGNE, Germany. — Henry} 
Ford II, president of Ford Motor 
Co., said last week that the free 
nations of the 
world must “cast 
aside old rivalries 
and forge a new 
bond based upon 
a realistic under-| 
standing of our 
mutual interests.” 

Speaking here 
during a tour of | 
facilities operated | 
by his company’s 
European afifili- 
ates, Ford said 
that a “fateful struggle is under 
way which may determine the abil- 
ity of the United States and its 
friends of the free world to with- 
stand communist imperialism.” 

“TI refer,” he said, “to the struggle 
to achieve higher living standards 
and stable economies throughout 
the western world.” 

Ford suggested two essentials to 
achievement of these goals: In- 
| creased manufacturing productivity 
and “a more highly integrated Eu- 
ropean economy, with broadly con- 
vertible currencies and free-flowing 
trade.” 
He said the quest for greater | 
productivity and integration un-| 
doubtedly would mean for many 
countries the “reversal of centuries- 
old customs, differences and rival- 
ries, and the introduction of new) 
psychologies, new methods and new | 
industrial concepts.” 

He said Americans owed their | 
high standard of living largely to | 
increased productivity, and their | 
rising productivity in turn to free 
| competition and a “basic broad be- 
lief that to do more with less hu- 
| man effort is a desirable and neces- 
sary part of the economic aT 

“Our economy has never been! 
stronger and sounder than it is to-| 
day,” Ford said, and “I do not be- 
lieve there need be—or will be—| 
another major U.S. depression in | 
the foreseeable future.” 


Dodge Dealer 
Takes Delivery 
Of 400 Units 


CARBONDALE, Pa.—Dean F. 
Johnson, a “small-town” dealer in| 
this city of 20,000, will stage a “big- 
town” event today (June 28) when 
a caravan of 100 haulaway trucks 
parades through the city and de- 
livers approximately 400 Dodge and 
Plymouth cars and Dodge trucks to 
his firm. 

Johnson, who has been a Dodge- 
Plymouth dealer for 23 years, said | 
he plans to sell the majority of the 
shipment through his dealership at | 
9 N. Main St. in Carbondale, al- 
though he has 10 associate dealers. 

The 400 vehicles went by ship 
from Detroit to Buffalo, and from | 
Buffalo to Carbondale by haulaway | 
caravan. 

Johnson, who had his “best year | 
in history in 1953,” characterized | 
business this year as “good.” 




















(Continued from Page 3) 
1950 or earlier models, and about 
one-third were prewar cars. 
Concerning the income factor} 
alone, the survey says: 
“Ownership of cars is primarily 


~| related to level of income, with the 


| proportion of ownership rising 
| steadily from about 25 percent for 
| spending units with incomes of less 
| than $1,000 to nearly 95 percent for 
spending units with incomes of $7,- 
500 or more. For those with two 
or more cars, concentration of own- 
ership among the higher income 
groups is even greater.” 

The postwar decline in average 
age of automobiles owned by con- 
sumers continued during 1953 as 
the percentage of cars more than | 
seven years old reached its lowest | 
| level in the postwar period. | 
| The proportion three years old or | 

less declined, however, it was point- | 
|ed out, reflecting mainly the rela- 
tively low level of production of 
cars in 1951 and 1952. 





PARTS MANAGER, Louis C. Weller, Jr. “Every 





PARTNER, Alvin A. Behrend, Behrend Bros., Baltimore Ford 
Dealer. "As soon as it hits our desks every Monday morning, 
my partner and I study Automotive News’ columns of news, 
commentary, and advertising. No other publication touches 
it for authentic, last minute news necessary for decision mak- 
ing.” 





SERVICE MANAGER, B. H. Crandall. "Most valuable publi- 
cation that reaches me. Automotive News’ compact, to-the- 
point editing makes it possible for a busy guy like me to get 
fast the important news and trends that affect my b@ying 
decisions.” 





issue of 
Automotive News is routed to me so that the purchases of 
the parts my 7 a can be made with an eye to what other 
dealers are doing.” 


Here Are 


3 
Of Your 


Prime 
Prospects 
Who 

Never 

Miss an 
Issue of 
Automotive 
News 








They can’t afford to miss the 
weekly news of the industry. 
It’s edited for them. They 
decide and buy from it. Your 
message to this ABC circu- 
lation of 41,000 (and reader- 
ship of over 120,000) gets in, 
gets read, gets action. Use it 
in 54. Write for mote facts 
or contact one of our repre- 
sentatives. 


PS. 


YOU REACH KEY 
CAR FACTORY 
READERS, TOO! 


THE WEEKLY NEWSPAPER OF AMERICA’S NO. 1 INDUSTRY 





PENOBSCOT BUILDING ° 


New York—Edward Kruspak, Advertising Manager, 51 E. 42nd St 


Goldstein, Western Manager 
los Angeles—R. H. Deibler 
Detroit—Dick Webber 


Chicago—4J 


REPRESENTATIVES 


2506 West Eighth Street 
2666 Penobscot Bidg., Woodward 3-0495 


DETROIT 26, MICHIGAN 


Murray Hill 7-6871 
360 N. Michigan Ave., State 2-6273 
Dunkirk 3-0303 
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Auto Advertising 


By Marty Whitmyer 
Staff Writer 


The automotive and associated 


industries increased their national | 
advertising in four major media by | 


more than $50 
million last year, 
according to Ro- 
land R. Postel, 


of the Bureau of 
Advertising of the 
American News- 
paper Publishers 
Assn. 

Speaking at a 
Detroit regional 
meeting of the 


R. R. Postel 


Advertisers, Postel noted that news- 


papers accounted for the bulk “of | 


this heightened advertising pres- 
sure in the automotive market.” 
With a gain of approximately $32 
million—from $97,874,000 in 1952 to 
$129,623,000 last year — newspapers, 
Postel said, received 64 percent of 





Detroit manager | 


Assn. of National | 





maining 36 percent was shared by 
| magazines, network television and 
network radio. 

At the same time, Postel said, 
newspapers also boosted their share 
of the national automotive adver- 
tising total in the four media from 
54.1 percent in 1952 to 56.3 percent 
| in 1953. 
| Largest single newspaper ad- 
| vertiser, according to figures re- 
leased last week by Media Rec- 
ords, was General Motors. The 
corporation’s expenditures for 
newspaper advertising in 1953 
totaled $32,944,248, a 62.7 increase 
over the $20,251,551 spent in 1952. 
| Second largest automotive adver- 
tiser was Ford Motor Co., with an 
expenditure of $18,278,304. This was 
a 68.3 percent increase over 1952 
expenditures of $10,859,548. The 
company finished in fifth place in 
1952. 

Climbing from fourth place in 
1952 to third place in 1953 was 
| Chrysler Corp. Expenditures for 





the additional expenditure. The re-! Chrysler during the past year to- 


__ AUTOMOTIVE NEWS, JUNE 28, 1954 


taled $14,582,794, a 24.6 percent in- 
crease over the $11,702,787 spent in 
1952. 

Nash-Kelvinator Corp. climbed 
from 30th place in 1952 to 13th 
place in 1953 with an expendi- 
ture of $3,799,468. This was.a 97.9 
percent increase over the $1,919-, 
984 in 1952. Most of the 1953 ex- 
penditures — $3,018,183 — went for 
new cars 

Another auto maker that in- 
creased its newspaper advertising 
expenditures in 1953 was Kaiser 
Motors. Hiking its budget 119.2 per- 


cent, Kaiser spent $3,286,784 in 1953, | 


compared with $1,499,204. 
Studebaker hiked its expenditures 
by 50.4 percent during the last year 
with an expenditure of $2,863,918. 
This, compared with an expenditure 
of $1,904,828, in 1952, enabled the 
firm to jump from 3ist to 22nd 
place among national advertisers. 


Hudson was another manufac- | 


turer that increased its budget in 
1953. Spending $2,639,495 last year, 


the company hiked its expenditures | 


25.4 percent over its outlay of $2,- 
104,610 in 1952. The 
abled Hudson to jump from 24th 
place among national advertisers in 
1952 to 23rd in 1953. 

Packard was the only auto man- 
ufacturer that cut its newspaper 
advertising budget in 1953. De- 


increase en-| 


| creasing its expenditures 10.1 per- 
| cent last year, the firm spent $2,- 
| 516,846. This, compared with $2,- 
800,214 spent in 1952, dropped 

Packard to 27th from 18th place 
among the top 100 advertisers. 
| In the allied field, Shell Co. 
| placed 44th with an expenditure of 
| $1,910,044, an increase of 227.2 per- 
|}eent over the $583,688 spent in 
1952. 

Other advertisers in the automo- 
tive field, their rank among the top 
100 advertisers and the amount 
spent were as follows: 

U. S. Rubber Co. (51), $1,691,606; 
Standard Oil Co. of New Jersey 
(53), $1,686,369; Goodyear Tire & 
Rubber Co. (55), $1,637,391; Union 


Carbide & Carbon Corp. (64), $1,-| 
| 374,552; Standard Oil Co. of Indiana | 


| (68), $1,267,957; Sun Oil Co. (78), 
$1,147,945; Socony-Vacuum Oil Co. 
(79), $1,144,346; Sinclair Refining 
Co. (84), $1,098,855, and Standard 
Oil Co. of California (100), $926,- 
770. 

Linage on cars for the first quar- 
ter of 1954 was up 6.1 percent over 
| the first quarter of 1953, and gaso- 

line and oil linage was up 110.8 
percent. 
t * * 


'Army Times Shifts Waldo 
Allan 8. Waldo, vice-president 


People go out of their way 
to get their favorite brand 
















































































PHOTOGRAPH BY SARRA 


That’s why brand names make selling easier for you! 


Ever watch a woman shop? She’ll 
drive blocks out of her way to get 
exactly the brand she knows and 


wants. 


In fact, surveys show that 8 out 
of 9 customers who come into your 
place of business prefer brand-name 
merchandise. So why not give it to 
them? You’ll make sales faster and 
win new customers, too. 


tomers. 


them. 


In addition, brand-name goods are 
pre-advertised, pre-sold — and the 
manufacturer shares with you the 
responsibility of satisfying your cus- 


brands build 


So study your turnover — select 
the brands of merchandise you know 
people want, the fast-moving ones in 
your stock. Then make the most of 


Every retailer knows there’s no 
surer way to succeed in business 
than to give shoppers what they 
want. That’s why you’ll find trusted 


better business. 


BRAND NAMES FOUNDATION 


INCORPORATED 


A Non-Profit Educational Foundation 


37 West 57 Street, New York 19,N.Y. 


Win national recognition with a Brand Name Retailer-of-the-year Award} 








and advertising director of Army 
Times Publishing Co., has been 
transferred to the firm’s Wesh- 
ington headquarters from Lon:on. 
| Waldo had been directing the 
European operations of the Army 
Times, Air Force Times, Navy 
Times and American Daily. 

The company also announced 
that the American Daily is now 
being published in two separate 
editions. The United Kingdom 
editions will continue to serve 
U. 8. Air Force and American 
personnel in the British Isles, and 
the new continental edition vill 
serve readers in Germany, France 
and North Africa. 

? * . 


Repercussions of a Tale 


| Chrysler Corp. and Ford Motor 
|Co. apparently will not go along 
| with General Motor’s decision can- 
| celling its advertising in the Wall 
| Street Journal, the result of a re- 
|ecent Journal story with sketches 
| of several 1955 new-car models. 


Spokesmen for both Chrysler 
and Ford said “no change in 
policy toward the Wall Street 
Journal,” is contemplated at the 
present time. 


GM, whose annual expenditure 
for advertising in the paper is esti- 
|mated at $250,000, also is refusing 
| to give the Journal figures on week- 
|ly production that it heretofore 
| furnished each week. 


A GM spokesman said the corpo- 
ration did not object to the article 
“as it related to our product, even 
though such information, published 
many months in advance of the in- 
troduction of new models, may in- 
terfere with and prejudice the sale 
| of our current model products. 


“We do, however, object to the 
| publication of statements and 
particularly sketches which have 
as their source confidential in- 
formation and material divulged 
| in breach of a confidential rela- 
tionship and in violation of our 
| property rights,” the spokesman 
said. 

“While we have no advertising 
policy as such based on a situation 
|such as this, we certainly do not 
believe that we should be placed in 
| the position of impliedly approving 
or condoning such a practice by 
permitting our paid advertising to 
appear on one page of a publication 
which might at any time on an- 
other page of the same issue pub- 
lish information involving our 
| property rights and trade secrets, 
| which has been obtained from 
sources in a confidential relation- 
ship with us,” the GM spokesman 
| said. 

* - * 


Pennzoil Back Outdoors 


Returning to the outdoors for the 
first time in 10 years, Pennzoil Co. 
of California has opened a summer 
campaign in 12 Pacific Coast and 
Western states. 

The illustration of a driver’s foot 
on the accelerator is the first known 
use of stroboscopic photo technique 
in outdoor design, according to 
Outdoor Advertising, Inc. 

* + * 


Firestone Regains ‘Voice’ 

The “Voice of Firestone” radio 
and television program is now 
appearing on the ABC network 
from 8:30 to 9 p.m. (EST) Mon- 
days. 

Now in its 26th year on radio 
and sixth on television, the show 
retains the same time period it 
had while being simulcast over 
the facilities of NBC. The latter 
dropped the show after its June 
7 broadcast. 








| 
| 
| 
| 
| 
| 
| 
| 











* * * 


Sports Magazine Named 


Sports Illustrated is the title of a 
new national weekly magazine 
which Time, Inc., will bring out in 
August, according to Publisher H. 
H. S. Phillips jr. 

The name was selected from 
more than 200 suggested titles, 
running from “Arena” to “Week- 
end” and through “Form,” “Lei- 
sure” and “Score.” 

Title rights were purchased from 
Stuart Scheftel, who had com- 
menced publication of a magazine 
by that name in 1938. 

The first formal rate card for the 
new magazine also has been re- 
leased, according to William Hol- 
man, ad director. The official rates, 
slightly lower than original esti- 
mates, are based on an average net 
paid circulation of 450,000, Holman 
said. 
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(Continued from Page 33) 


Special club coupe, $395. '47 SL Special 
2-dr., $165. 

CHRYSLER—'54 Windsor Deluxe 
$2.350* (ps). 

pesOTO—’'48 Custom 4-dr., $260. 

poODGE—'51 Meadowbrook 4-dr., $595. '48 
Meadowbrook 4-dr., $230. '47 Deluxe 2- 
dr., $205. 

FORD—’54 %-ton pickup, $1,350. '53 Crest 
(8) Victoria, $1,555*; Custom (8) 4-dr., 
$1.365*; Main (8) 2-dr., $1,050. '52 Cus- 
tom (8) 4-dr., $1,135, $1,100; Main (8) 
4-dr., $960; 2-dr., $825. °51 Custom (8) 
2-dr., $790, $755, $710. '50 Custom (8) 
conv., $700; 2-dr., $620; 4-dr., $455; %- 
ton pickup, $400. '49 Custom (8) 4-dr., 
$410; 2-dr., $340, $305, $300. '48 Custom 
(8) 2-dr., $200. °46 Custom (8) 2-dr., 
$170, $115. 

KAISER—’51 Special 2-dr., $510. 

pONTIAC—’54 Star Chief (8) 4-dr., §$2,- 

520* (ps). ‘51 Silver Streak (8) Cata- 
lina, $1,025*. ’50 Silver Streak (6) sedan, 
$320. '49 Silver Streak (8) sedan coupe, 


sedan, 


$410. 

STU DEBAKER—’52 Champion 2-dr., $465. 
"51 Champion conv., $680; 2-dr., $575. 
"50 Champion coupe, $380. '48 Champion 
2-dr., $245. 

WILLYS—’50 station wagon, 
Jeepster, $270. 

MISCELLANEOUS—’49 Ford Midget Racer, 
$315. 


MASON CITY, IA. 


({Lapiner Auction Company. Sale every 
Wednesday. Prices are for sales of June 9 
and June 16.) 

(Prices on °54 models off slightly. 
Clean ’51s through ’53s steady and firm. 
Sold 117 cars out of 198 offerings.) 
BUICK—’54 Super Riviera, $3,115* (ps); 

Special 4-dr., $2,455, $2,425*. ‘53 RM 

Riviera, $1,975* (ps), $1,910* (ps). 

Super conv., $1,360*; 4-dr., $1,045*. °51 

Special Riviera, $950*; RM 4-dr., $875*. 
50 Special 4-dr., $545. ‘49 RM 4-dr., 
$490*; conv., $365*; Super conv., $400*. 
CADILLAC — '51 (60) Special 4-dr., $1,- 
920*. "49 (62) 4-dr., $1,075*. 
CHEVROLET—’'54 Bel Air 4-dr., 


$400. ‘47 


$1,840*; 


(210) 4-dr., $1,520; (150) 2-dr., $1,295. 
"63 (150) 4-dr., $1,150; 2-dr., 2 at $1,- 
050. "52 SL Deluxe Bel Air, $1,160*; 4- 


dr., $910*; 2-dr., $775. '51 SL Deluxe 2- 


dr., $720*, $690, $675; Business coupe, 
$525. ° 

CHRYSLER — ‘53 Windsor 4-dr., $1,425* 
(ps). ’50 NY 4-dr., $585*. "48 NY 4-dr., 
$205*. 


DeSOTO — '53 Custom (6) 4-dr., $1,305*. 
"50 Deluxe 4-dr., $570*. 

DODGE—’51 Meadowbrook 4-dr., $700*. 

FORD—’'54 Custom (8) 4-dr., $1,945*; %- 
ton pickup, $1,175. ’53 Custom (8) 2-dr., 
$1,200*. '52 Crest (8) Victoria, $1,210*, 
$1,090*; Custom (6) 2-dr., $800. ‘51 
Crest (8) Victoria, $915*; Custom (8) 
4-dr., $720*. °'50 Custom (8) 2-dr., 
$515*; Custom (6) 2-dr., $490. '49 Cus- 
tom (8) 2-dr., $455. '48 Custom 
dr., $275. 


HUDSON — ’51 Hornet club coupe, $650*. 
"50 Super 4-dr., $495. 
MERCURY—’54 4-dr., $2,185*. ‘51 2-dr., 


$1,000*. '50 2-dr., $580*. °49 4-dr., $460*. 
"48 4-dr., $230. 

NASH—’50 (600) 4-dr., $385*. 

OLDSMOBILE—’54 (88) 4-dr., $2,490*. '53 
(88) Super 4-dr., $2,100*. ’51 (98) 4-dr., 
$1,020*. °48 (78) 4-dr., $215*. 
4-dr., $255. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,100*. 

PONTIAC—’54 Chieftain (8) Catalina, $2,- 
200*. '52 Chieftain (8) Catalina, $1,310*. 
‘51 Silver Streak (8) 2-dr., $885*, $775; 
4-dr., $795*. '50 Silver Streak 
danet, $595*; 4-dr., $590*. ’48 Torpedo 
(6) 4-dr., $255*. 

STUDEBAKER—’53 Champion Hard Top, 
$1,310*; Commander 4-dr., $900*. °51 
Champion 2-dr., $505. 

MISCELLANEOUS — '51:Henry J 2-dr., 
$300*. 


OAKLAND, CALIF. 


(Pollock’s Used Car Auction. Sale every 

,; Wednesday. Prices are for sale of June 16.) 

(Market strong on all clean cars. Sold 
114 cars out of 140 offerings.) 

BUICK — ’54 Super coupe, $2,905*; 4-dr., 

$2,585*. '53 Super Riviera, $1,930*, $1,- 

855*. °52 Super conv., $1,250*; RM 4-dr., 


$1,215*. °50 RM 4-dr., $800*; Special 
coupe, $460. ‘46 Super sedanet, $250; 
4pecial 4-dr., $150. 


CADILLAC—’53 (62) coupe de Ville, $3,- 
935* (ps), $3,425* (ps). '52 (60) Special 
4-dr., $2,760*%, $2,700*, $2,595*, $2,585*; 
(62) 4-dr., $2,595* (ps), $2,395*. °49 
(62) club coupe, $1,075*; 4-dr., $950*. 
"48 (62) 4-dr., $825*. '41 4-dr., $160*. 

CHEVROLET—’'54 Bel Air Hard Top, §$2,- 
215*; coupe, $2,120; 2-dr., $1,805; (210) 
2-dr., $1,695. "53 (210) 2-dr., $1,360*. 
"52 SL Special 4-dr., $850; FL Deluxe 
2-dr., $980, $970;. 4-dr., $1,070. '51 SL 
Deluxe 4-dr., 2 at $860*, $855*; 2-dr., 


52) 


(8) 2-| 


"47 (78) | 


(8) se-| 


$880*; club coupe, $860*. °50 SL Deluxe 


2-dr., $650, $545; conv., $650; %-ton 
| pickup, $550. °49 SL Deluxe club coupe, 

| $505; FL Deluxe Aerosedan, $430. '48 
SM 4-d?., $330; coupe, $280, $275. '47 

|} SM 4-dr., $275; FL <Aerosedan, $300; 
4-dr., $225. °41 club coupe, $270. 

CHRYSLER—’49 Windsor 4-dr., $550*. 

DeSOTO — '52 Custom 4-dr., $1,050*. °50 
Custom 4-dr., $755*, $655*, $590*. °48 
Custom 4-dr., $285*. 

DODGE — '52 Wayfarer 2-dr., $780*. '47 
Custom club coupe, $300. ‘46 Custom 
conv., $165. °41 2-dr., $100*. 

FORD—’54 Crest (8) conv., $2,245* (ps), 
$2,190; 4-dr., $2,080*%; Ranch Wagon, 
$2,235. '53 Crest (8) 2-dr., $1,455; Cus- 


tom (8) 4-dr., $1,325; 2-dr., $1,380, 2 








| 





—- 


at $1,370, $1,275. '52 Crest (8) Victoria, 
$1,000*; Custom (8) 4-dr., $1,125, $1,- 
060, $1,020; Main (8) Ranch Wagon, 
$1,385. '51 Custom Deluxe (8) Victoria, 
$975. '50 Custom (8) 4-dr., $635; Custom 
(6) club coupe, $415. 

KAISER—’51 Deluxe 4-dr., $445. '49 De- 
luxe 4-dr., $215, $175, $160, $140. 

LINCOLN—’53 Capri coupe, $2,820* (ps); 
Cosmopolitan 4-dr., $2,170* (ps). 


MERCURY — '53 Monterey 4-dr., $1,750*. 
’562 Monterey coupe, $1,505; Custom 
coupe, $1,470*. '51 station wagon, §$1,- 
035*, $970*; coupe, $985*. ‘50 2-dr., 
$530. °49 4-dr., $555, $530. ‘47 4-dr., 
$280. 

NASH — ’51 Statesman 4-dr., $600. ‘50 
Statesman 4-dr., $390. '49 (600) 2-dr., 
$250. °48 (600) club coupe, $115. 


OLDSMOBILE—’52 (88) 4-dr., $1,360*; 2- 
dr., $1,310*, $1,250*. ’51 (98) 4-dr., $1,- 
250*. °50 (98) 4-dr., $760%. ‘49 (98) 
conv., $625*. '46 (78) 4-dr., $185*, $150*, 
$140*, $120*. 


PACKARD—’'54 4-dr., $2,225*. 

PLYMOUTH—’54 Plaza 4-dr., $1,500. °53 
Cranbrook 2-dr., $1,075. °51 Cranbrook 
4-dr., $740. °50 4-dr., $250. '49 Deluxe 
4-dr., $380. 48 4-dr., $225. °47 Special 
Deluxe 4-dr., $300, $240. 


PONTIAC — '54 


$2,550*; conv., $2,610*. °52 Chieftain 
Super (8) Catalina, $1,445*, $1,400"; 
Chieftain Deluxe (8) 2-dr., $1,215*. °47 


Torpedo (8) 4-dr., $220. '46 Torpedo (8) 
4-dr., $175. 

STUDEBAKER—’53 Commander 4-dr., $1,- 
255*. '49 Champion 4-dr., $275. '47 De- 
luxe 4-dr., $205. 

MISCELLANEOUS 
GMC panel, $210. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sale every 
Friday. Prices are for sale of June 18.) 

(Sold 81 percent of cars offered.) 
BUICK—’50 RM sedan, $700*; Special se- 

dan, $445. '49 Super conv., $625*; sedan, 


$445". 

CADILLAC—’51 (62) 4-dr., $1,700*; (60) 
Special 4-dr., $1,500*. ‘50 (62) 4-dr., 
$1,400*. 

CHEVROLET—'54 ¥%-ton pickup, $1,080*, 
$1,050. '52 SL Deluxe sedan, $625. °51 


SL Deluxe sedan, $650*, $635, 2 at $630. 
'50 SL Deluxe club coupe, $610*; sedan, 
$620, $505, $495, $490. 49 SL Deluxe 
sedan, $440, $380, $300; SL Special se- 
dan, $360, $300; station wagon, $360. '48 
FM sedan, $265. '47 FL sedan, $325; 
Business coupe, $185. ’46 FL sedan, $105. 

CHRYSLER—’52 Imperial 4-dr., $975*. 

DeSOTO—’50 Custom 4-dr., $575. 

DODGE °54 Royal 4-dr., $2,100*. 
Coronet conv., $1,350*. 


"53 


Star Chief (8) Catalina, | 


’48 Fraser 4-dr., $170; | 





FORD—’54 Custom (8) Victoria, $2,150*; 
2-dr., $1,650. '53 Main (8) 2-dr., $1,080. 
"50 Deluxe (6) 2-dr., $425; Custom (6) 
2-dr., $400. '49 Custom (8) 4-dr., 2 at 
$350; station wagon, $250. 

HUDSON—’52 Hornet 4-dr., $820. "49 Su-| 
per (6) 4-dr., $260. | 

KAISER — ’'50 Traveler sedan, $170. °47) 
sedan, $100. 


MERCURY—’46 2-dr., $155. 
NASH — ’54 Rambler Hard Top, 
"50 Ambassador sedan, $300. 


$1,650*. 


OLDSMOBILE—’51 (88) Super Hard Top, 
$1,200*; 2-dr., $815; (98) 4-dr., $1,025*. | 
"50 (98) sedan, $695*. ‘47 (78) sedan, 
$145. 

PACKARD — '52 (200) sedan, $770*. '48| 
sedan, $250. | 


PLYMOUTH — ’54 Belvedere 2-dr., $1,790. | 


’52 Cranbrook Belvedere, $915. 
luxe 2-dr., $425, $395. °48 Special Deluxe 
club coupe, $320. 

PONTIAC — '54 Chieftain (8) 4-dr., $2,- 
210*; 2-dr., $1,975. '53 Chieftain (8) 4- 
dr., $1,355*. °51 Chieftain (8) 


"50 De-| 


4-dr., | 


$700*. °50 Silver Streak (8) 4-dr., $640*. | 


'49 Silver Streak (8) 4-dr., $515*; Silver 
Streak (6) 4-dr., $450*. '48 Torpedo (8) 
2-dr., $305*. 

STUDEBAKER ’51 Commander 4-dr., 
$550*. °50 Champion conv., $445; coupe, 
$350. °47 Champion 2-dr., $135. 

WILLYS—’48 station wagon, $320. 








Mexican Holiday for Hudson Dealers— 


Al Rhodes (right), Hudson merchandising manager for the Detroit zone, tells dealers | 
Bill Lavigne (left) and Bernard Teal what attractions await them in Mexico. A total of | 
100 Hudson dealers and their wives will get expense-paid trips to Mexico as a reward | 
for outstanding sales records in the All-American Sales Contest which runs through | 


July 20. 
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| (June 16). Activity very brisk with prices 
- | holding steady. Sold 93 out of 139. 
.s * * * 


Sold | 
FARGO, N.D. 
Tri-State Auction Co. Every Thursday 
‘June 17). The market was firm on clean, 
sharp cars, but down considerably on rough 
of 142. 





| MANHEIM, PA. 
Manheim Auto Sales & Auction, 





DYER, IND. 


(Dyer Auto . fe 
Prices are yA aaa = 1)” Friday Every Friday (June 18). Market good. 
(Sold 177 cars out of 279 offerings.) 201 out of 277. 
BUICK—’53 Super 4-dr., $1,935*, $1,700*. * * * 


‘52 Special conv., $1,315*. ‘51 Special N. PLAINFIELD, N. J. 


Riviera, 950° ; I ri . ; , 4 
aa hae. dese. ‘5 Beecel a-ae: Se eet Wednesday automobiles. Sold 113 out 


$690*, $675*, $650*; 2-dr., $600*. '49| ~~ 
Super 4-dr., $390. ’°48 Super 4-dr., $145. 

OADILLAC-~’54 (62) coupe de Ville, $5,- 
160*. '52 (62) conv., $2,475*; 4-dr., §$2,- 
350°. °51 (62) 4-dr., $1,820*, $1,590*. 
"50 (60) Special 4-dr., $1,550*. 

CHEVROLET—’54 Corvette conv., $3,115*. 
’53 Bel Air 4-dr., $1,605*, $1,465. '52 
SL Deluxe Bel Air, $1,190*; 4-dr., $925*, 
$890. '51 SL Deluxe Bel Air, $805*; 2- 
dr., $675*, $650, $615; FL Deluxe 2-dr., 
$730*. '50 SL Special 2-dr., $450. "49 SL 
Deluxe 4-dr., $425, $340; conv., $485; 
FL Deluxe 2-dr., $345; FL Special, $250. 
"48 FL Aerosedan, $350. 

CHRYSLER — '54 NY 4-dr., $2,430*. '50 
Royal 4-dr., $310. °49 Windsor 4-dr., 
$295. | 

DODGE — '53 Coronet 4-dr., $1,240. '51 
Coronet 4-dr., $585*. °49 Coronet 4-dr., 
sas. club coupe, $330. '46 Custom 4-dr., | 

5. | 

FORD — ’'54 Crest (6) 2-dr., $1,625*. °53 | 

Crest (8) conv., $1,670*, $1,550; Victoria, 








$1,565*, $1,520; Custom (8) 2-dr., $1,- | 

065, $1,060*. '52 Custom (8) 2-dr., $1,- | 

005*, $995; Crest (8) Victoria, $1,265*. | 

‘51 Custom Deluxe (8) Victoria, $875, 

$830; 4-dr., $860; conv., $715; 2-dr., 

$630, $575, $555, $535. . 
HUDSON—’51 Hornet 4-dr., $290*. Ou ave reater ro ec | fl 
KAISER—’51 Deluxe 4-dr., $555. 


MERCURY — ’53 Monterey 4-dr., $1,545*. 
‘52 Custom sport 
club coupe, $310; 
club coupe, $165. 

NASH — ’'52 Ambassador 4-dr., $1,010*; 
Rambler club coupe, $795. ’51 States- 
man 4-dr., $560, $525. ’50 Statesman 4- 
dr., $315, $280, $240. | 

OLDSMOBILE—’54 (88) Holiday, $2,680*; 
(98) Holiday, $3,485*, $3,425*, $3,345*. 
"53 (98) 4-dr., $2,255*, $1,925*; (88) 2- 
dr., $1,745*. ’52 (98) 4-dr., $1,450*. '51 
(88) Holiday, $1,290*; (98) 4-dr., $860*, 
$820*. ’50 (88) Holiday, $800*. | 

PACKARD — '51 (200) 4-dr., $610*. 
Clipper 2-dr., $140. 

PLYMOUTH—’'53 Cranbrook 4-dr., $1,190, | 
$1,125. °52 Cranbrook 4-dr., $800, $790. 
’51 Cambridge 4-dr., $505, $440. '47 Spe- 
cial Deluxe club coupe, $175. '46 Special | 
Deluxe 2-dr., $130. | 

PONTIAC—’54 Chieftain Deluxe (8) 2-dr., | 
$1,955*. '53 Chieftain Deluxe (8) 2-dr., 
$1,490*. '52 Chieftain Deluxe (8) 4-dr., 
$1,140*, $1,135*, $1,010. °51 Chieftain | 
Deluxe (8) conv., $945*; 4-dr., $900*. 
"50 Streamliner (8) 2-dr., $535, $495; 
Chieftain Deluxe (6) 2-dr., $525. | 

STUDEBAKER — ’54 Regal Land Cruiser, 


"49 
"46 


coupe, $1,335*. 
4-dr., $380, $305. 


from production delays when 
you receive component parts 


VIA AMERICAN 
a 


"47 


Today—with suppliers of component parts only hours 


$1,370*. °52 Commander Starliner, $855; | ° : 

Champion Starliner, $830. ’51 Comman- | away by air, you have greater protection from pro- 

der 2-dr., $500*, $475, $470. '47 %-ton | 5 ; 5 

pickup, $175. duction delays. Inventories can be cut to a fraction, 
WILLYS — '52 Lark 2-dr., $700. '49 (6) | : 4 Ei , 

station wagon, $360. '48 (6) station | freeing capital and providing savings on warehous- 

wagon, $250. | 


MISCELLANEOUS—’52 Henry J (6), $340 


| 
‘Si Eilnas Mien, Sone | ing. This is a job airfreight can do for any manu 
* 


facturer, but one American can do best of all with 
more scheduled flights to more key areas than any 


* * 


— Auctions in Brief — 

FLINT 
| 
| 


Flint Auto Auction. Every Wednesday other Airline! 
(June 16). Prices off generally, although 
still holding steady on some clean cars 
Sold 84 out of 138. | 
* * * | 
ay Pegg ee sod om | AMERICAN AIRLINES eae 
Ebensburg Auto Auction. Every Thurs- | 


day (June 17). Prices strong and demand 
good in spite of adverse weather condi- 
tions. Sold 71 out of 92. 


Aeneas Leading Airline 


SPEEDY’S ON 
TV! 


Yes, our popular, copyrighted SPEEDY ad- 
vertising campaign for Automotive Dealers 
now includes Animated Television Com- 


mercials! 


SPEEDY's hard-hitting five-point advertis- 

ing program features eye-catching news- 

paper ads, which do a wonderful selling job, 

Used Car spot ads, clever SPEEDY spot illustra- 

tions, colorful five-point labels (shown above reduced 

in size) and brand new, up-to-the-minute Television Commercials which double as Movie 
Commercials. 


Now you can have the complete high-powered SPEEDY automotive advertising program! In- 
terested? Write today for full details. 


Loon: SPECIALIST . 
OCAL , leac. 


897 MADISON Ave « NEW YORK 16, N.Y. 
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Dealers in Ark. County 


Reactivate Association 
Mississippi County (Ark.) deal- 

ers have reactivated their former 

local association, with Russell 


Chamblin as secretary. 
| Phillips is a Ford dealer and 
Chamblin a Studebaker dealer, 
both of Blytheville, Ark, 


| Phillips as president and Bill 
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Obituaries 


John J. Wright 
CHICAGO.—John J. Wright, 73, presi- 
dent of J. J. Wright Motor Co. (Ford), 
died June 17. Mr. Wright was a director of 
NADA from 1937 to 1940, a director of 








Metropolitan New York's 


FIRST REAL STEADY WEEKLY AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
This is it ! —> Insured Auto Auctions 


FIRST SALE All checks insured by the 
June 29th Fidelity Insurance Co. of Tenn. 


24 House Cars at 
Absolute Auction DRIVE-A-WAY SERVICE AVAILABLE 
a ee Sar PLENTY OF PARKING SPACE 
32 Authorized New Car Dealers have "Joined Hands" to supply 
you with tremendous values from Caddys down. 


EVERY TUESDAY — 12:30 PM at 
AUTO AUCTIONS ASSOCIATES, INC. 
affiliated with 


SPIELMAN CHEVROLET 


Greenpoint Avenue & Provost Street Brooklyn 22, N. Y. 
Tel. EVergreen 3-4800 Auctioneer—David B. Spielman 


if you have cars to SELL. . 
if you have cars to BUY. . 


* Come To Skyline Auctions 


You can’t go EVERY 


wrong wien vou Skyline Auto Auctions yyespay 




















Want More Muscle 
in Your Selling? 


If yours is one of the many companies 
now seeking the most effective ways 
to go out and get the business that's 
no longer walking in, let's talk things 
over. Maybe Direct Mail advertising 
isn't right for you. Could be, though, 
that once we get your picture we'd 
come up with a plan* you'd go for. 
We often do. 


R. L. POLK & CO. 
DIRECT MAIL ADVERTISING 





431 Howard Street Detroit 31, Michigan 














a a 





The big, fluffy, Chenille wash mitt that 
has outsold all competitive articles in 
numerous sales tests. Nicely made, with 
elastic cuff and put up in a reusable 
plastic bag. Also-for your wash racks- 
BIG BILL MITT. 






Onder eniadin Your Jobber 


LAS-STIK MFG. CO., HAMILTON, OHIO 


| | Munn 


, United States. 


the Chicago Automobile Trade Assn. from 

1934 to 1940, and was first president of 

the Chicago Metropolitan Ford Dealers 
Assn. 

+ 

Clarkson Barnes Hereford 


EMPORIA, Kans. 
Hereford, 6%, 


* * 


Mr. Hereford started in the auto business 
in Hutchinson, Kans., and moved here in 
1941, when he purchased Davis-Child Mo- 
tor Co. (Chevrolet-Oldsmobile-Cadillac ). 
Other makes he handled in his career in- 
clude Buick, Nash, Pontiac, DeSoto and 


Plymouth. 


* * * 


Leonard C. Illingworth 

SYRACUSE, N. Y.—Leonard C. Iiling- 
worth, 48, president of Illingworth Pontiac 
Corp., died June 16. Mr. Illingworth began 
in the automobile business in East Aurora, 
N. Y., before coming to Syracuse in 1942. 
He was a director of the New York State 
Automobile Dealers Agssn., county vice-presi 


of that organization. 
* 


Claude Glasscock 

KILGORE, Tex.—Claude Glasscock, 60, 
past president of the Texas Independent 
Automobile Dealers Assn. and manager of 
an auto firm’s used-car department here, 
died June 10. He formerly was in the auto 
business at Fort Worth. 
* * 


James M. Green 
COLUMBIA, 8S. C.—James M. (Uncle 
Jimmy) Green, a former secretary of the 
Columbia Automobile Assn., 
age of 86. 


* * 


* 


* * * 


Frank E, Eckhart 
AUBURN, Ind.—Frank E. Eckhart, 6. 
pioneer Auburn automobile manufacturer, 
died June 14 in Beverly Hills, Calif. Mr. 
Eckhart, who retired in 1918 with the sale 
of his Auburn automobile company, built 
his first car in the old Eckhart carriage 
plant in 1902. 
* * 
D. Hutt 
D. Hutt, retired 


* 
Thomas 
SYRACUSE. — Thomas 
auto dealer, died here June 16 following 


ed T. D. Hutt Frame & Axle Service for 
16 years, opened T. D. Hutt Nash Sales & 
Service in 1946 and then transferred to a 
Studebaker dealership in 1951. He retired 
in 1953. 


* 


Halsey Dickenson 
FREDERICKSBURG, Va.—Halsey Dick- 
enson, former owner of King George Mo- 
tor Sales, King George, Va., died here 
June 17. 


Chevrolet Opens 
New Ore. Depot 


PORTLAND, Ore.—Chevrolet has 
moved into its new warehouse and 
office building, under construction 
here since last fall. 

The one-story brick structure, 
with 105,300 square feet of floor 
space, replaces former facilities in 
downtown Portland. It is the dis- 
tributing point for parts to 427 
dealers in Oregon and Washington. 


* * 





Invader 
Woman Completes Course 
In Carburetor Work 


PHILADELPHIA.—A woman has | 
| graduated from a course for service | 
| technicians given by Auto Equip-| 


ment & Service Co., Philadelphia. 


| Louise R. Cona, who for several 
years has been active in the busi- 


ness of her father, the Peter A.) 


| Cona Automotive Repair Service 
here, took the course to further 
| her training on carburetor repairs. 


| At the graduation ceremony, R. | 
| A. Harp, president of Auto Equip- | 


ment & Service, announced the for- 

| mation of a program for the mail- 
ing of constant technical informa- 
tion to each greduate, 





| (Continued from Page 3) 
every situation can be tied readily 
to the worker’s stake in profit shar- 
| ing. New employes are carefully in- 
|doctrinated and the program fully 
explained. The philosophy of profit 
sharing, its effect on the individual 
and his family and upon the com- 
munity is fully discussed. 

Profit sharing, like everything 
else, must be sold and re-sold. A 


Clarkson Barnes| 
an auto dealer from 1918} 
until he retired in 1953, died here June 2. | 


dent and a member of the Syracuse branch | 


is dead at the | 


an illness of five months. Mr. Hutt operat- | 








_ Ford Parts Depot Opens in Chicago 


| CHICAGO. — Ford Motor Co.’s; Michigan, Iowa, Missouri and In- 
new parts depot in Melrose Park! diana. 


has been dedicated. | The parts depot is Ford’s third 


Earl G. Ward, parts and acces- : : 
sories operation manager, said the|™4Jor operation in Chicago, Ward 
building will service more than 700| Said. The other two are the as. 
Ford and Lincoln-Mercury dealers} sembly plant and the aircraft en- 
in Illinois and parts of Wisconsin, | gine division on Cicero Ave 
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There’s good profit in selling trailers. Opportunities created 
by new designs have entirely changed and broadened the 
trailer market. Modern mobile homes, like the new Prairie 
Schooner (shown above), are real homes . . . completely 
equipped and furnished. And only Prairie Schooner offers 
all the best features as well as a front porch and front door. 
The front porch is a real exclusive. No other trailer has it! 









Prairie Schooners are a ‘natural’ for the automobile 
dealer. You already have the display and service facilities, 
plus sales know-how. Prices are right—profit margins are 
attractive—and financing is easy. Methods are practically 
the same as you are using now. It’s a safe way to expand 
your present business and there’s a crying need for hard- 
hitting, aggressive merchandising in this field. We believe 
in close factory cooperation. Find out today how you can 
increase your profits. Write for full particulars on dealer 

| franchise. 


PRAIRIE SCHOONER, 







INC., ELKHART, IND. 






| 
| 
| 
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LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 
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complete investigation and thor- 
ough knowledge is needed in ad- 
vance before any plan is intro- 
duced, The Council of Profit Shar- 
ing Industries, First National Tow- 
‘er, Akron 8, O., has many manuals 
and books on this subject. One re- 
views the operation of more than 
| 300 existing profit-sharing plans, 
plans that cover more than 730,000 
workers, which is more than 2 per- 
cent of the total labor force in the 
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MAIN OFFICE AND MANUFACTUS 


CHATTANOOGA 2, TENNES 






i 


2M RI i Be 











SOR: 








POINT OF ORDER! 
Mr. Sales Manager 


Sales boom—orders mushroom—you can move out 
overstock, when you motivate salesmen with a 


Belnap & Thompson Incentive Campaign. The pay- 
offis POINTS FOR ORDERS. 


Learn how you can use 

Prize Points to increase 

orders. Send for your free copy 
of the “Seven Steps to Success” 
—a formula for a successful 


Sales Campaign. 





anhince y, 


2 


quit eA Pep. 


Belnap & Thompton, Sue» 


INCENTIVE CENTER - PALMER HOUSE + CHICAGO 3, ILLINOIS 
STate 2-6181 


Mra 


Complete incentive service: million dollar stock of 
nationally advertised prizes; world’s largest travel 
award service; Canadian prize program facilities; 
custom campaigns created and produced; Dealer 
and consumer premium programs. 
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CHROME=CRAFT 
EMBLEMS 





Finest Advertising Em- 
blems Made. Permanent, At- 
tractive, Legible, Chrome Plated, Individual 
and Distinctive Designs made by Douglas Crafts- 
men. Write for Free Sample Without Obligation. 
Some Sales Territories Open for Top Salesmen. 







DOUGLAS ALSO 
MANUFACTURES 





Scotchlite Ads 


THE 


License Frames Rear Deck Plates 


DOUGLAS CO. 


NNEAPOLIS 4 








TO] ED Es. 


MINNESOTA 





| enlightened optimism, vigorous) 
| competition and sound planning} 


| eliminated. 
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Like Father— 

What does the son of a dealer associa- 
tion manager do in his spare time? Work 
with cars, naturally. Here is the latest 
creation of Johnny Randolph, 13 son of 
Bill Randolph, manager of the New Mexi- 
co Automotive Dealers Assn. The vehicle | 
has “cable steering,"’ ‘“‘grab-free trans- | 
mission” and clutch and brake pedals 
that actually work. The vehicle has a 
maximum speed of 25 miles per hour. It 
is powered by a Briggs Stratton motor | 
with gear reduction. 


Suit Against Trico 
Seeks $16 Million 


BUFFALO.—Federal Judge John | 
Knight ordered impounded some 26 | 
sketches and documents which are 
part of a $16 million patent-in-| 
fringement and antitrust suit 
against Trico Products Corp. 


Trico had charged that the) 
sketches and documents have been 
altered by the plaintiffs, Anderson 
Co, and Protective Inventions, Inc., | 
both of Gary, Ind. 

The Gary concerns claim that 
Trico infringed on a patent for a 
windshield wiper blade and that) 
Trico is engaged in price fixing. 
The arguments were the first since 
the charges were filed March 26, | 
1953. 

The plaintiffs contended that “the | 
documents are more important to 
us than to the defendant. If they 
are lost or damaged, we will suffer, 
not the defendant.” 





Top Driveaway 
Set by DeSoto | 


DETROIT. — The largest DeSoto 
driveaway of the year is scheduled 
for tomorrow (June 29) by dealers | 
from Nebraska, Iowa and Colorado, 
according to J. B. Wagstaff, sales | 
vice-president. | 

Participating will be dealers from | 
a score of cities, including Des} 
Moines, Omaha and Colorado 
Springs, Wagstaff said. 


Jobbers' Aid 
Advertising Handbook Makes 


3rd Appearance 


NEW CASTLE, Ind.—The third 
edition of “Automotive Advertisers’ 
Handbook for Jobbers” has been| 
published by the Automotive Ad-| 
vertisers Council, Inc., 105 Jennings 
Bidg., New Castle, Ind. 

The 20-page handbook discusses | 
such media as direct mail, catalog, | 
newspaper, house organ and point-| 
of-sale advertising, with a view to- | 
word helping jobbers to plan their | 
programs on a quarterly, semian- | 
nual or annual basis. 

More than 6,000 copies will be dis- 
tributed through members of the! 
council and national jobber associa- | 
tions. 











Ford 


(Continued from Page 6) 


and to invest in bigger and better | 
plants and equipment,” he said. 
Ford told the ad federation that | 


were essentials American business- 
men must adopt if the boom-and- 
bust swings of the past were to be 


“Business management must | 
generate within its own ranks 
and spread far and wide a vig- 
orous, reasoned optimism in the 
future of our American economy,” 
said Ford. 

“We have good, solid reasons for 
optimism, including national em- 





| ployment of 60 million people, a 


record volume of private savings, 
a low private debt, an increased 
desire for more goods and services, 


and an expanding population.” 
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Reproduced by permission a 
from Wall Street Journal, 
Friday, April 23rd issue. z 


Automobile Sa 


Is on the MARCH ! 


From the manufacturers on down the line—the big promotional push 
is aimed at better automobile salesmanship. More advertising—more 
intensive sales training programs should accomplish this in part. The 
buyer wants to know—so the salesman has to know! Every salesman 
must know his product AND VALUES!!—and be ready to make a deal 
“on the DOT—on the SPOT!” * Always subject to dealer's approval. 


The Little RED BOOK 


That Tells You What's Under the 
RIDING HOOD 


(1) Identification (2) Current Value 


In reality this pocket-size book performs a 
tremendous service in helping salesmen 
clinch sales* and STOP THAT SHOPPER: 
It’s got DEALS APPEAL—with a copy of 
The RED BOOK in the hands of each sales- 
man, a trade-in price may be offered im- 
mediately! That fraction of time in quoting 
can mean the difference between closing 
a sale and losing a sale. 





The RED BOOK furnishes detailed specification 
data; cash value or finance figures; average 
base or wholesale figures; average market 
values; factory prices on all cars; serial num- 
bers; motor numbers; weights, and insurance 
symbols. Also truck appraisals on vehicles 
up to 112 tons inclusive. And a new guide is sent 
regularly to keep you informed on fluctuating values. 


The Nation‘s Standard of Used Car Values for 43 Years 
THERE’S AN EDITION FOR YOUR REGION 


Single yearly subscription , $7.00; two to four subscriptions, each $6.50. 
Additional quantity prices on request. 
Also available is The BLUE BOOK (Executive Desk Size Edition) for all regions—$15.00 a year. 


2 Weeks Pree Trial! 


You may receive the benefits of The RED BOOK for two weeks without cost! 
Merely subscribe by mailing the coupon today. If you don’t find The RED BOOK 
of value, merely return the book with the bill marked “cancel.” Subscribe now 
and see for yourself. Just clip and fill out coupon below! 


YOUR GUARANTEE OF MARKET VALUES—INDEPENDENTLY PREPARED! 


Se SS See SS SSS SSS SSeS eee aagaaceaea 
NATIONAL MARKET REPORTS, INC. 
900 S$. Wabash Avenue, Chicago 5, Illinois 


Please send RED BOOK for one year: 
() Single Yearly Subscriptions ...$7.00 [] 2 to 4, each, 
[] BLUE BOOK EXECUTIVES EDITION, Yearly, $15.00 


(J Check Enclosed for $ ........................ [] Prefer to Pay Postman on Delivery 
plus C.0.D. Charges. 
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[) Blue Book Truck Appraisal Guide (1) National Parts & Labor Manual 
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Under Packard-Studebaker Agreement ~w% 


Dealer Dualing to Be Selective 


(Continued from Page 1) 


independents. Kaiser purchased 
Willys in April, 1953, and American 
Motors, representing purchase of 
Hudson by Nash, began business in 
May this year. 

In the present case, the two com- 
panies come together without an 
actual purchase of one by the oth- 
er, although the statement says: 
“Upon the purchase by Packard of 
Studebaker assets, the name will 
be changed to Studebaker-Packard.” 

Packard officials say that this 
is a legal technicality; that all 
such consolidations must include 
such a purchase, but that it does 
not represent one company buy- 
ing out the other. 

Packard proposes to reclassify its 
stock so that each now outstanding 
five Packard shares will become 
one share of common stock with a 
par value of $10 a share. 

Each Studebaker stockholder will 
receive 1% shares of the new Stu- 

debaker-Packard stock for each one 
Studebaker share presently held. 

+ a * 
a net result will be that Stu- 
debaker-Packard will own both | 
businesses and will have outstand- 
ing 6,440,455 shares. Of this, 3,542,- 
187 will be held by Studebaker 
stockholders and 2,898,268 shares by 

Packard stockholders. 

This proposal was recommended 
by Lehman Brothers; Kuhn, Loeb 
& Co., and Glore, Forgan & Co., the 
investment banking companies 
which had been jointly requested 
by the two companies to study the 
transaction. 

Studebaker and Packard had 
combined assets of $253 million 
as of Apr, 30. Working capital of 
the two companies on the same 
date was $87 million, and net 
worth $180 million. 

While it will take some time for 
the full fruits of the consolidation 
to show up on the manufacturing 
end, the advantages may occur 
sooner on the distribution front. 

For example, Hoffman said that 
Studebaker sales in the first 10 days | 

of June were 50 percent higher 
than in the comparable period in 
May. This, he indicated, might have 
been due to talk about the forth- 
coming consolidation. 
* * of 

_ of dealers also might 

help sales, although sales offi- 
cials pointed out such cases will be 
considered on an individual basis, 
involving the financial ability and 
the potential of the individual 
dealer. 

The goal will be to have strong} 
Packard and strong Studebaker | 
dealers in each of the 4,000 market- 
ing points, but it was asserted that 
this. is not always practical, or even 
possible at present. 


| plants are at South Bend, with) 
| other plants at Los Angeles; New 


| buying might govern such situa- 





Both Nance and Hoffman em- 
phasized that the dealer is all- 
important in their planning. 

“The dealer,” said Hoffman, 
“ought to have an opportunity to 
make money; he ought to have an | 
opportunity to become a good, solid | 
citizen, and what we hope to be able | 
to do is to offer to some 4,000 mer- | 
chants, most of whom are now in 
the ranks of one company or the) 


Top Dad— 


President Eisenhower pins the Father- 


| 
of-theYear medal on Pauli G. Hoffman, 
board chairman of Studebaker, at a White 
House ceremony. Looking on are Mamie 
Eisenhower and C. K. Whittaker, executive 
vice-prosident of Studebaker. 


| that unit less expensive and permit | 


| 


other, opportunities to build good, 
solid businesses.” 

Detailed planning may not be) 
discussed until after the stockhold- | 
ers vote, but Hoffman said that | 
there are many factors to consider. | 

“Just to name one,” he _ said, | 
“there are very few dealers in | 
America that can carry an ade-| 
quate line of Packard cars, and that | 
calls for a big investment; so some | 
plan has to be worked out so that 
all dealers will have access to a 
full display.” 

* * - 

Tos could refer to a distributor | 

setup, although Clare Briggs, | 
sales vice-president of Packard, told | 
Automotive News in an interview a) 
week ago that, while Packard has | 
added two distributors recently in | 
special markets, it has no plans for | 
a general return to such a setup. | 
Packard had six distributorships | 
previous to the additions. 

In response to a question, Hoff- 
man said that some of the most 
competent Studebaker dealers in 
smaller markets would not want to 
handle Packards, simply because 
they never sold in the higher-priced 
field. 

While the smaller markets are 
eyed for the bulk of what dualing 
develops, a sales official said that 
an outstanding dealer in a metro- | 
politan area might become a dual 
dealer, provided he convinced 
both sales organizations he could | 
do a job. 

Vance pointed out that Stude- | 
baker has been receiving overtures | 
on mergers since 1933, but that the | 
present consolidation is the first | 
that came along which appeared to | 
offer substantial and lasting bene- | 
fits. 

Nance said that while economies | 
through increased efficiency are) 
sought, “at no time do we con- 
template jeopardizing the virility 
of these two organizations, In other | 
words, we are going at this on the | 
basis of the growth factor.” 

Studebaker - Packard would have 
manufacturing plants in Michigan, 
Indiana, New Jersey, California, 
Canada and Mexico. Packard, with 
headquarters at Detroit, has plants 
at Detroit and Utica, Mich.; Stude- 
baker’s headquarters and main 


Brunswick, N.J.; Hamilton, Ont., 
and Mexico City. 
*” * * 

ous subject of joint use of as-| 

semblies came up at the press 
conference. For example, Packard | 
builds its own automatic transmis- 
sion, the Ultramatic, Studebaker | 
buys its from Borg-Warner. 


Hoffman indicated that economic 


tions. Studebaker’s use of the Ultra- 
matic might make production of 


the Studebaker division to get the | 
unit at a better price than it now 
has to pay Borg-Warner. 

On the other hand, it is possible 
that Borg-Warner, faced with 
the prospect of losing Stude- | 
baker’s transmission business, | 
might give Studebaker a more 
attractive price than it could get 
on the Ultramatic. 

It is understood that while Ford 
and Studebaker both get automatic | 
transmissions from Borg-Warner, | 
Ford gets its cheaper, for it pays | 
a high-volume price and Stude- 
baker pays a low-volume price. 

Common body shells is another 
prospect, but apparently for the} 
long-term future. Packard is bring- 
ing out a new body this year, the 
first under the-Nance regime. In 
view of high tooling and die costs, 
it would probably be years before a | 
common body shel] suitable for 
both could be worked out on a 
sound financial basis. 

Studebaker’s styling is so mark- 
edly different from that of Pack- 
ard’s that use of the basic 1955} 
Packard body shell for future Stu- | 
debakers seems unlikely. 

In any event, the 1955 models 
have been frozen for some months, | 
and the proposed consolidation will | 
have little or no effect on them. 

x » * 
PPACEARD and Studebaker make | 
a fitting combination insofar as | 
price classes go. While the variety | 
of high-priced optional equipment 








| business. 


available today causes considerable 
overlapping of price classes, here's 
how R. L. Polk & Co., sales statis- 
tician, lists the basic models. 

Studebaker Champion, Group I; 
Studebaker Commander, Group II; 
Packard Clipper, Group III, and 
Packard Cavalier and Patrician, 
Group IV. 

It is interesting to note that 
Studebaker has had a postwar 
V-8 engine for several years, 
while Packard is tooling for a 
new V-8 for 1955 models, 

In the earlier American Motors 
consolidation, both Nash and Hud- 
son concentrated on sixes, although 
the new firm has reportedly ar- 
ranged with Packard to buy V-8s. 

Nash and Hudson overlap in two 
price classes—the Hudson Jet and 
Nash Rambler in Group I; the 
Nash Statesman and Hudson Wasp 


S-P Deal 


Exchange of Stock 
Held Equitab 


By Tom Hewitt | 
Staff Writer 

DETROIT. — Financial analysts | 
here say the proposed Studebaker- 
Packard consolidation is one of the 
most equitable deals they have en- 
countered. 

The agreement was based on a 
book value (net worth), “the fair- 
est way,” they said. 

On a mathematical basis, fol- 
lowing the exchange of stock, 

Packard’s book value would 
amount to $42.90 per share, com- 
pared with Studebaker’s $42.31. 
“It couldn’t be closer,” said a 
prominent broker. 

The $42.90 figure is arrived at in 
this manner: 

Five shares of Packard will equal 
one of Studebaker-Packard, while 
one Studebaker share will equal 1% 
shares of S-P. Therefore, it takes 
7% shares of Packard to equal one 
of Studebaker. 

Then multiply Packard’s present 
book value, $5.72, by 7%, and the 
product will be $42.90. 

Net worth is determined by 
subtracting total liabilities from 
total assets. Then book value per 
share is found by dividing the 
net worth by the number of 
shares. 

Studebaker’s net worth, as of 





and Hornet in Group II. The Nash | 

Ambassador is listed in Group III. | 
* * os 

SOME observers look for eventual | 

consolidation of these _ two| 

groups and the first postwar con-| 

solidation, Kaiser-Willys. K-W 


|would add a utility line to the) 


group. 
However, even if such a master 
amalgamation does occur — and|} 
there appear to be stumbling blocks 
—it will probably be a year or more | 


| before the various financial setups, 


can be straightened out. 
Studebaker has been the lead- 
ing independent for years and 
brings into the merger two lines | 
of cars and a truck line. Packard 
brings in two lines of cars and a 
marine-engine business. 
Studebaker, under the leadership | 
of Vance and Hoffman, has been | 
daring in styling, moved by the) 


| idea that an independent must be | 
| different—the innovator of the in-| 


dustry—to keep a place in the auto 
It led the way in the 
lightweight car trend with the Stu- 
debaker Champion in 1939 and | 


| brought out the first postwar styl- 


ing cars, leading the way again in 
wrap-around glass, in 1946. 
* * eo | 

PAceARD was More conservative | 
in styling, as well as manage- 
ment, until recent years, although | 
Packard has chalked up many en- | 
gineering firsts. For generation, the 


| word out on Detroit’s East Grand | 


Blvd. was that “Packard is a} 
gentleman’s car built by gentle-| 
men.” 

That claim was largely true. For | 


|; Many years, Packard was the first | 


name in automobile prestige. The | 

so-called carriage trade loved it. 
But the depression of the early 

’°30s, which brought Vance and 


‘Hoffman to the rescue of Stude- | 


|baker, also brought a car in the 
| $1,000 price class, the Packard 120, 
| to Packard. This created an imme- 


| diate sensation and Packard’s pro- | 
| duction rose 400 percent in a year. | 


But the carriage trade was hor- 
rified to find that the common 
people could buy Packards, too. 
The name of Packard started to 
tarnish, and Packard seemed to 
lose direction. 

One of the immediate goals of 
Nance, when protesting directors 
brought him to Packard in 1952, 
was to polish up Packard’s prestige 
and to give it direction. 
| He has been working toward 


| making the Clipper stand on its| 
;own, gradually playing down the) 


connection of Packard with it, and 
adding luster to the Packard Pa- 
trician. Next year’s models are ex- 


| pected to show more fully the fruits | 
of distinctive styling and name) 


separation. 
* * * 


N CONTRAST, Studebaker has 
always had the plebian touch. 
The name came first to the trans- 


Analyzed 


on Net-Worth Basis 
le by Brokers 


April 30, 1954 (these are later fig- 


| ures than those used by the brokers 


above), was $97,821,631 and shares 
outstanding were 2,361,458. On the 
same date, Packard’s net worth 
was $81,889,331, and it had 14,491,- 


| 340 shares. 


It was pointed out that, if a few 
months ago one man bought Pack- 
ard at $4 and another bought Stu- 
debaker at $17, both of which are 
average figures for the period, the 
Studebaker buyer would be better 
off under the merger since he would 
have bought the same item for less. 
Yet, the Packard buyer would not 
be losing anything because he 
would still have what he bought, it 
is pointed out. 

Brokers emphasize that a stock 
must be studied on the basis of 
its worth, not what was paid for 
it. 

Packard for years had been sell- 
ing at the highest ratio of market 
earnings of any motor stock, a 
broker said. It had been going at 
70 percent of its book value, com- 
pared with 39.5 percent for Stude- 
baker. 

After the stock switch, the book 
value of S-P stock will be approxi- 
mately $28.60, and should sell for 
$16 or more when it first hits the 
market, it was said. 


portation business from Blacksmith 
John, who built the first Studebaker 
wagon in 1835. Studebaker’s roots 
are deep in South Bend, which re- 
tains a small-town atmosphere, 
where sons Henry and Clem Stude- 
baker started a wagon biusiness in 
1952 with capital of $68. 

Meantime, brother J. M. was 
making hay selling wheelbarrows 
in California during the gold rush, 
and brought the first big money— 
$8,000—into the business in 1858. 

Interestingly, while Studebaker 

has always kept its small-town 
aloofness from Detroit, Packard 
is in the process of moving man- 
ufacturing operations to Utica, a 
small town outside Detroit. 

Studebaker began building elec- 


|tric runabouts in 1899 and in 1904 


switched to gasoline buggies. It 
made 2,481 cars and trucks in the 
next seven years. 

In 1908 it acquired exclusive 
rights to sell the EMF, the product 
of Everitt-Metzger-Flanders, and in 
1910 obtained complete ownership 
of EMF. 

* * ok 

HE first car to bear the Stude- 

baker nameplate came in 1912, 
and A. R. Erskine began his long 
reign as president in 1915. Hoffman, 
who worked his way up from a 
porter in a Chicago dealership, to 
a highly successful Studebaker dis- 
tributor on the Coast, was called 
in from Los Angeles in 1925 to be 
sales vice-president. 

Vance, whose name has long been 
linked with Hoffman’s and who 
started as a mechanics helper, be- 


and production at Studebaker a 
year later. 

Studebaker reached for a touch 
of prestige in 1928 by acquiring 
control of Pierce-Arrow. The 
great market bust came a year 


later, and people who previou-ly 
were buying Pierce-Arrows took 
to jumping out of windows. 

In the depression year of 1931, 
Studebaker formed Rockne Motors, 
but the little Rockne didn’t ‘ast 
long. 

In 1934 Hoffman was elected pres- 
ident and Vance chairman of the 
board. They brought the company 
out of receivership and made it 
| the leading independent. 

Packard was started in 1899 in 
Warren, O., by a gentleman—James 
Ward Packard—who was miffed be- 
| cause he had to wait for a car and 
| was told that, if he was dissatisfied, 
to build his own. 

Another gentleman, Henry Joy, 
brought Detroit capital into the 
business, and in 1903 the factory 
was moved to Detroit, a quiet little 
town on a handy river. 

* * * 

AMVAN MACAULEY became 

president in 1916 and Packard 
added to its name producing Lib- 
|erty engines during World War I, 
| just as it did making Rolls Royce 
| engines in World War II. 
| Max M. Gilman became president 
}in 1939, to be followed by George 
| Christopher and Hugh Ferry. Fi- 
|nally Nance, a fireball of General 
| Electric’s Hotpoint appliance busi- 
| Ness, arrived on the scene in 1952. 

Nance, a great merchandiser 
and a man with guts to do what 
| forceful executives must do at 
times, stirred up the leisure air 
at Packard. 

Nance laid out a three-point pro- 
gram to: 

1. Strengthen the company’s deal- 
er organization and re-direct mar- 
keting emphasis to the prestige car 
market, 

2. Modernize Packard’s produc- 
tion facilities and bring more of 
the company’s production into its 
own plants. 

3. Reorganize Packard’s manage- 
ment by an infusion of younger 
men. 





* * * 


| average age of Packard’s 
25 top executives is now 46 
years, compared with 59 two years 
ago. Tooling of a new million- 
square-foot plant near Utica for 
the manufacture of engines, trans- 
missions and axles is almost com- 
pleted. 

A plant of similar size to build 
Packard bodies has been acquired 
through lease from Chrysler Corp. 

On the dealer front, Packard says 
its organization has been held con- 
stant in number, with strength add- 
ed through an extensive weeding- 
out operation and the recent de- 
|cline in total number of auto 
dealers. 

* * * 
OTH Studebaker and Packard 
suffered losses in the first quar- 
ter, while both made a profit in 
1953. Studebaker lost $6,431,671, 


in the latest quarter reported. 

Studebaker reported that $5 mil- 
lion of its loss was due to book 
charges for amortization and de- 
preciation of tools and facilities. 
Packard said part of its loss was 
due to non-recurring expenses in 
its modernization program. 

In 1953, Studebaker built 186,434 
cars, or 3 percent of the industry 
total, and netted $2,687,973 profit. 
Packard built 81,400 cars, 1.3 per- 

(See AGREEMENT, Page 41, Col. 4) 
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| Douglas Steps Up— 
| Earl M. Douglas (left), former general 


| came vice-president of engineering | manager of Studebaker's West Coast as- 


sembly plant, says goodby to Howard N. 

| Kyser, his successor, as he leaves for 
| South Bend. Douglas has been promoied 
to manufacturing vice-president. Kyser for- 
merly was general superintendent of ihe 
| plant. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U.S. PRODUCTION ONLY) 









































Week Week 
Ended Same Ended June, 
June 26, Week, June 19, 1954, June 27, June 26, 
1954 1953* 1954* To Date* 1953* 1954* 
CHRYSLER 16,330 31,575 15,392 58,377 685,611 369,179 
Chrysler 2,230 4,485 1,337 6,329 99,860 55,514 
DeSoto 950 3,531 959 3,826 1,771 36,685 
Dodge ..... 3,050 7,984 3,076 9,906 179,179 65,971 
Plymouth. ................ 10,100 15,575 10,020 38,316 334,801 211,009 
FORD ... 33,800 35,504 33,851 131,068 644,825 904,420 
Ford 28,300 27,955 28,372 109,566 494,834 733,398 
Lincoln .... 550 1,209 544 2,309 27,530 21,525 
Mercury .................. 4,950 6,340 4,935 19,193 122,461 149,497 
GENERAL MOTORS... 60,100 68,104 59,020 229,242 1,514,877 1,492,868 
Ee 11,000 11,923 10,680 42,557 272,467 280,351 
Cadillac 2,800 2,473 2,800 10,620 61,767 60,081 
Chevrolet .................... 29,600 34,339 29,0386 113,052 761,150 743,514 
Oldsmobile _............ 10,300 9,180 10,238 38,160 192,844 217,953 
a rr 6,400 10,189 6,266 24,853 226,649 190,969 
AMERICAN MOTORS __ 1,850 4,064 1,860 7,393 155,259 48,396 
ere 800 1,423 818 3,254 50,193 13,891 
eS 1,050 2,641 1,042 4,139 105,066 35,005 
KAISER MOTORS .... 540 643 647 1,849 44,200 13,457 
ET: Scbesccsehinisvosbisconons 260 643 269 725 19,692 5,117 
i re ei 378 1,124 24,508 8,340 
PACKARD)  .............0000.0. 750 1,881 849 2,825 59,168 18,506 
STUDEBAKER 240 2,805 2,007 4,635 95,839 41,171 
Total Cars, U.S. ...... 113,610 144,576 113,626 435,389 3,199,779 2,888,497 
——— sti cel de a eta thi eileen snaeminieaeipeccaathicaaaaiatid 
COMMERCIAL CARS 
(U.S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended June, to to 
June 26, Week, June 19, 1954, June 27, June 26, 
1954 1953* 1954* To Date* 1953* 1954* 
CHEVROLET ............... 6,500 6,584 6,393 24,609 210,929 178,164 
DIAMOND T ..... 70 177 69 282 4,235 1,764 
NID orbs si 2 tcotuiss ixnsanabcs 80 50 380 304 1,345 1,345 
DODGE peieatee 1,950 1,996 1,965 7,391 59,198 46,831 
FEDERAL. ..................... oi 67 usaae 19 982 867 
FORD .... 6,050 4,892 5,892 22,664 126,391 161,557 
I ares 1,075 2,257 1,087 5,034 70,092 45,411 
INTERNATIONAL .... 1,870 1,094 2,201 8,140 61,813 54,337 
MACK 180 319 124 522 5,933 3,377 
SE fake vcbiicsacisesisesiaxecdeses 175 240 179 723 8,551 5,428 
STUDEBAKER. ....... 352 258 302 940 25,314 6,820 
Se 200 310 206 723 7,698 5,428 
I aickssceisisisaxestsans 1,550 diss 1,638 5,679 40,199 30,397 
MISCELLANEOUS .... 90 270 91 334 7,723 3,149 
Total Trucks, U.S. 20,142 18,514 20,227 77,364 630,403 544,875 
Total Cars, Trucks, 
BER HIS  eadivciassiecessessvace . 133,752 163,090 133,853 512,753 3,830,182 3,433,372 
Total Cars, Trucks, 
COE. «..:60000:0:2.-.5..- 6,100 =10,714 6,057 28,811 263,394 248,276 
Grand Total 
Cars and Trucks, 
139,910 541,564 4,093,576 3,681,648 


U.S. and Canada 139,852 





Drive, Sterling, Nash, ete. 
N.B.: All U. 8. totals include cars and trucks for military orders. 





First-Half Output to Fall 
Just Short of 3 Million 


(Continued from Page 1) 


orders. Of the Chrysler Corp. fam-| with a weekly rate of near 8,000 a 
ily only DeSoto last week operated | month ago. 
on a short basis, working three| The Big Three last week pro- 
days. | duced a peak 97.1 percent of the 
Studebaker will be back in car total, compared with 95.2 per- 
action this week, devoting its | cent in the week earlier. General 
four-day operation to cars. The Motors accounted for 52.9 per- 
truck line will be down. | cent, compared with 51.9; Ford 
Ford division last week reduced, Motor built 29.8 percent in both 


How Ford’s Top New-Car Outlet Does It... 





Salesmen at Brown’s | 





m: mm: |Are All ‘Dealers’ 


(Continued from Page 14) 


back here to buy after shopping 
elsewhere,” Roscoe says, “and they 
told me they returned only because 
they appreciated being handled as 
though they were intelligent. 

“The average guy,” Roscoe says, 
“is smart enough to spot a phony 
offer or a phony salesman, and he 
resents it. He appreciates it when 
you lay it on the line.” 

Roscoe finds that referrals are 
his best sales builders. By work- 
ing diligently to spot several sales 
among employes of a Detroit util- 
ity, Roscoe has built a comforta- 
ble referral business there, but 
he keeps drumming his personal 
prospect list, too. 

Roscoe says he finds that in- 
person contacts with old customers 
are helpful. 

“After I sell a man a car,” he 
says, “I drop around to see him 
now and then. I don’t mention any- 
thing about prospects, but just see- 
ing me reminds him I sell cars and 
usually he calls me a day or so 
auter with a couple of prospects.” 

ok * * 
| typmencege handling of one show- 
room visitor gives an insight 
into the dealership’s sales success. 

When the prospect walked in, 
Roscoe approached him promptly 
and invited him to look over the 
car on display. After the prospect 
went through the usual door-slam- 
ming routine, Roscoe deftly steered 
him to a desk. 

The prospect seemed only luke- 
warm, but Roscoe made a thorough 


presentation, politely answered all | 


questions and offered a demonstra- 
tion ride, which the prospect turned 
down. (Brown salesmen say few 
prospects show interest in demon- 
stration rides.) 


Roscoe also offered to draw up a 
deal, and was again turned down. 
When the prospect left, Roscoe 
said: “No exaggeration—he’s been 


in here 50 times. Fifty times I’ve | 


answered the same questions. He 
knows the car as well as I do. 
But one of these times I'll sell 
him. I sold his brother a car a 
couple of years ago, and when I 
sell this guy, I can sell his broth- 
er another one.” 


Under Roscoe’s theory, the same 
prospect can come in another 50 
times, and every time he'll get the 
same full, courteous treatment. 

There are no brushoffs at Brown. 


The lengths to which Brown’s 
staff goes to keep customers happy 
was illustrated when a deal was 
drawn up that would make a par- 
lay player babble to himself. 

Prospect A owned a °49 Ford 
which he had purchased new from 
Brown. Prospect B, a friend of 
Prospect A, owner a ’52 model of a 
competitive car. 

The deal wound up with Brown 
taking in Prospect A’s ’49 on a 
trade on a new car for Prospect B, 
who, in turn, passed his ’52 directly 
to Prospect A. 


* * * 


red tape there,” he said later. 


| 


salesman makes special efforts to. 


keep the deals as fat as he can. 
The salesmen sneer at the thought 
of a salesmen’s union, and they are 


not inclined to accept their rotated | 
days off, although most put in more | 


than 70 hours a week on the job. 
As one puts it: “All I do on my 
day off is to sleep an hour later. 

Then I come on in. Last week I 
wrote four deals on my day off 
that I would have missed if I'd 
gone fishing.” 

The Garbarino system would 
work in any dealership “that had 
the right kind of men,” Knight 
says, but adds thoughtfully that a 
dealership “could go down the 
drain” if it tried it with the wrong 
kind. 

It would seem that it also takes 
a Garbarino—with a free hand 
from the dealer—to make it click. 

Knight was pensive as he 
scratched another car off the in- 
ventory list. He said: 

“Every man here would go to hell 
and back for Joe (Garbarino).” 
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Men with Hearts 

When Grady Hester (above), sales- 
man for Lake Buick, Inc., Cleveland, 
suffered a heart attack, his six fellow 
saiesmen asked E. Peerce Lake, head 
of the firm, to turn over to him their 
full commissions on one new-car sale 
during the month. The good Samaritans 
are Edward Sennish, Thurston Ulrich, 
Melvin Maur, Alfred Koch, Al Gram- 
ley and Frank Pollock. Hester is on 
the way to recovery. 








ket and felt that the effects would 
be magnified in June. 
* *” * 
lo high sales level, coupled 
with lowering production rates, 
has put dealers in a better position. 
Stocks of new cars were steadily 
| reduced during the month. 
Dealers realize that the cleanup 
| period this year probably will be 
| the most rugged they have en- 
countered since prewar years. 
Every reduction in stocks, there- 
fore, puts them in better fighting 
trim for the dog days. 

Right now, the dealers’ prime 
hope is that they can hold sales at 
a high pitch through July, and pos- 
sibly through August. 

They face a tough job. Except in 
the years of abnormal sales imme- 
diately after the war, July has 
|}seldom held to June levels. The 
| downtrend historically has acceler- 
ated in August. 

* 


* 
i ew sparkling performance 





turned in on new car sales this | 
month has been matched by used- | 


car sales. These, too, 


have been | 


| hiked far above May levels for cor- | 
| responding periods and stocks have | 


been cut, although the inventory re- 
| duction has not been so extensive 


as on new cars. 


| 


| Agreement 
(Continued from Page 40) 

| cent of the total, and earned $5,- 
| 440,966 

'and production problems on new 





| Reflecting the reduction process | 


Considerable tooling difficulties | 


| 
| 
} 


June Sales Near 54 Peak 


New-Car Registrations Expected to Top 
500,000 for Third Month in Row | 


(Continued from Page 1) 


going on in used-car stocks, ac- 
tivity at wholesale auctions was 
cut back last week. Some 62 per- 
cent of the offerings were sold, 
compared with 66 percent in the 
previous week. 

In line with the reduced demand, 
prices again were shaved, accord- 
ing to AuTomMoTive News’ index. The 
overall average price slid $2 to $827, 
an even $20 lower than it had been 
a month earlier. 

Price reductions were noted for 
six of the eight individual models 
comprising the index. Strengthen- 
ing models were ’48s, which went 
up $5 to $260, and ’53s, which added 
$2 to level off at $1,409. 


* ag * 


ETBACKS on ‘51s and ’49s 

brought those two models to 
lows. The decrease on ’49s was $7, 
which brought them to $393, while 
51s fell $5 to $742. 

Other losses were: ’52s, down $7 
to $1,003; ’50s, off $4 to $544; ’47s, 
lowered $3 to $209, and ’54s, cut 
$2 to $2,054. 

The price spread between models 
after last week’s adjustments was 
(previous week’s spread in paren- 
theses): ’54 to ’53, $645 ($649); ’53 
to ’52, $406 ($397); '52 to ’51, $261 
($263); ’51 to ’50, $198 ($199); ’50 
to ’49, $151 ($148); '49 to °48, $133 
($145), and °48 to °47, $51 ($43). 


Hornet Captures 


NASCAR Race 


HICKORY, N. C.—Herb Thomas 


; | models introduced early in 1953) won the 100-mile Grand National 
RENT emceed the deal. “Bit of | held down Studebaker’s profit that | stock-car race here last week with 


| year. 
“But I moved a new car and next | - * ££ «@ 
year I'll probably sell another new 
one to the guy that wound up here Studebaker Ups Douglas 


with the ’52.” 


Garbarino’s handling of the sales- 
men pays off in many ways. With 


To Vice-Presidency 


| 


| 


a 1954 Hudson Hornet. 

It was the seventh victory of the 
year for Thomas. He led the entire 
distance, finishing his 200-lap tour 
of the half-mile dirt track in one 


NEW YORK. — Election of Earl) hour 12 minutes 24 seconds. 


| M. Douglas as a vice-president of | 


Following Thomas across the fin- 


its daily rate by 100 units, but 
boosted Saturday activity, thus 


Making up the difference. It worked | 


two car and one truck plant on 
Saturday, compared with only one 
plant the previous week. 

* ea * 


@ NOTHER firm which has dipped 


recently is Pontiac, which last 
Week slated 6,400 cars, compared 





Shelbyville Relocates 
Shelbyville Motors, Inc., Shelby- 
ville, Ind., has leased the building 
that formerly housed Sunlit Chev- 


weeks, and Chrysler Corp, rose to 
14.4 percent from 13.5. 


So far this year U.S. makers 
have produced 2,888,497 cars and 
544,875 trucks, down 9.7 percent and 
| 13.6 percent, respectively, from the 
comparable 1953 period. 

* oe ox 

OTES: Chevrolet last Wednes- 
day (June 23) built its 31- 
| millionth vehicle, only five months 
| and 26 days after its 30-millionth 
.. . Autocar division of White Mo- 
tor will be closed from July 5 until 
July 19 for annual vacation. It is 
| the seventh year that operations 





tolet from Nate Kaufman and will| have been suspended so all em- 
centralize all its business in the| ployes can take their vacations at 
building. Kenneth and Kermit Gra-| the same time . . . GM has reduced 

are owners of Shelbyville Mo-| production slightly at its B-O-P 


tors. plant near Los Angeles, 


every man in business for himself— | Studebaker was announced by the! ich line in the National Assn. for 
to all intents and purposes—each| board of directors at its meeting! stock Car Auto Racing event were 
a last week. | Lee Petty, driving a ’54 Chrysler, 


Douglas earlier this month had ang Buck Baker in a ’54 Oldsmo- 
taken over direction of all me bile. 


| car and truck manufacturing oper- 


Dealers Elect 
| ations at Studebaker. He has been | 


In Salem, Ore. _with the company since 1927 in| 
SALEM, Ore. — Otto Wilson jr.| both engineering and manufactur- | 





Auto Stocks 


(Buick) was elected president of | ing divisions. He was executive en- | June = =—- Sune 1954 
the Salem auto dealer group at its| gineer for manufacturing and serv- = os me ie 
meeting last week. | ice before going to Los Angeles in| Am. Mtrs. 12% 12% 14% a 
Other officers are William Phil-| 1947 as manager of the assembly Cltysler 63% G1%e  GA%4 56% 
lips jr. (Nash), vice-president, and| plant there. i 1% 71% = ~ 
Fred McKinney (Mercury), secre- Pepe ar oa ez ae 4 
tary. | Screw Firm Opens Depot | Packard 3% 3% (4% 3% 
j Stude. 19% 18% 23 14% 
The group, which has 13 mem- PHILADELPHIA.—Sanson & eee ee 
bers, is keeping a close watch on| Rowland, Inc., maker of screwS Average 28.67 27.06 


bootlegging, which it states has| and other fasteners has opened its) Qomoiied from reports of trading on the 
new Philadelphia offices and ware-| american and N. Y. Stock Exchanges. 


house at 186 W. Louden St. 


become a serious problem in this 
part of the country. 
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77 Dealers Hit in West... 





Salesmen’s Strikes Spread 


(Continued from Page 1) 


salesmen’s picket lines were be- 
ing honored by 265 mechanics, 
members of the AFL Machinists 
Union, and 140 garage employes, 
members of the AFL Garage 
Workers Union. 

Ken Hopper, secretary-treasurer 
of the salesmen’s union, said the 
union was seeking a 3% percent 
commission on the retail price of 
new cars, with no deductions for 
tradeins, plus overtime pay for 
work after 6 p.m. 


Under the old contract, which ex- 
pired May 30, the salesmen earned 
5 percent on new cars and 6 per- 
cent on used cars, with tradeins 
deducted. 


* * * 


_—- dealers were asking the 
salesmen to sign last year’s con- 
tract, with a clause permitting 
night work until 9 p.m. at the deal- 
er’s option. 

Although neither the Tacoma 
mechanics nor garage employes 
were working, C. E, Cathon, busi- 
ness agent for the mechanics, 
said his men had taken a strike 
vote as a result of the expiration 
of their contract. 

Cathon said his men were reluc- 
tant to strike because they didn’t 
want an 18-year-old record of “no 
strikes” broken. 

Contracts bet ween the dealers 
and the mechanics and garage 
workers expired June 1. Carl A. 
North, secretary-treasurer of the 
garage workers, said no instruc- 
tions had been given his members. 

* * * 

ROM the strike’s beginning 

through late last week, repre- 

sentatives of the dealers and the 
salesmen had not met, although 
James Gilchrist, chairman of the 
Tacoma dealers’ negotiating com- 
mittee, reportedly had called Owen 
Taber, president of the salesmen’s 
union, in an effort to set up meet- 
ings. 

Although the Tacoma dealerships 
remained open, with management 
personnel doing the selling, sales 
were reported slowed under what 
was billed as a “Let the Boss Sell 
You” plan. 

Tacoma salesmen said they were 
“seeking wages and conditions more 
closely approaching those provided 
by the Seattle salesmen’s contract, 
signed in April. 

This contract provides new-car 
commissions of 5% percent of the 
FOB factory price, with tradeins 
not deducted; free demonstrators; 
$20 monthly for car expenses, and 
a $125 monthly drawing account. 

The struck dealerships were Allen 
Motor (Studebaker), Boyd Motor 
(Hudson), Brus Buick, City Motor 
(Oldsmobile), Irwin-Jones (Dodge- 
Plymouth), Mallon Motors (Ford), 
Munson - Smith (Dodge-Plymouth), 
Wakefield Motor, Ray Ridge Mo- 


Ky. Dealers Up in Arms 
‘Tax Quiz’ Law 


(Continued from Page 6) 


Over 


furthermore, the law is unconstitu- 
tional, arbitrary and discriminatory. 

They say it is discriminatory be- 
cause it does not apply to sales of 
real estate, television sets, radios, 
washing machines, pianos and oth- 
er merchandise. 

The dealers add that the law 
will also encumber them when 
they buy a car outright, or when 
they take a car in trade, because 
receipts will have to be found 
proving that the buyer’s spring 
and fall taxes have been paid. 

One dealer said that he planned 
to file registration papers as he did 
previously, except that he would 
make them out in triplicate, giving 
one to the customer and filing one 
copy with the county clerk. 

Then, he said, it would be up to 
the customer to clear himself with 
the auto registration division of the 
county clerk’s office. 

Rep. Chester Holsclaw, of Louis- 
-~ville, sponsored the bill in 
at the request of the 

and Jefferson County 

“‘effielals, holds that the intent of 


—_— 


E 
t 


tors (Lincoln-Mercury), Sanford- 
Nash, Southway Motors, South Ta- 
coma Motor, Steven Motor (Chrys- 
ler-Plymouth), Temple Motor, Titus 
Motor (Ford), Walker Chevrolet 
and Winthrop Motor (DeSoto- 
Plymouth). 
Titus has started a “Serve Your- 
self” used-car lot. 
+ + + 
na issue in the East Bay strike 
was the salesmen’s commission, 
which had been 4% percent on the 
local delivered price under the con- 





tract which expired Apr. 30. Man- 
agement originally offered to 
change this to 44% percent of the 
factory delivered price. 

Last week, the dealers upped 
their offer to 4% percent of the 





factory price, but the union was 
holding out for 5 percent, 

Union spokesmen have said that 
they will not accept a pay cut, 
while dealers say the commission 
change and an increase in the 
monthly draw from $300 to $400 will 
encourage “quality selling.” 

Approximately 3,000 shop em- 
ployes have been respecting the 
East Bay salesmen’s picket lines. 

* * * 

N DETROIT, the salesman’s 

strike against Bob Ford (Ford) 
continued last week although a 
permanent injunction was granted 
the firm prohibiting the salesmen, 
members of Local 376 of the AFL 
Auto Salesmens Union, from con- 
ducting other than peaceful picket- 
ing and limiting the pickets to four. 

National Labor Relations Board 
hearings were being held daily in 
Detroit on petitions requesting 
elections in 37 dealerships. 

In most of the hearings, thus 
far, the burden of the dealers’ 
cases was that NLRB does not 

have jurisdiction because these 
concerns, which buy and sell their 
cars in Michigan, are purely local 
in character. 

Despite a 1951 NLRB ruling that 
Michigan auto dealers are not 
“purely local in character,” and a 
1954 Supreme Court decision up- 
holding this ruling, dealer repre- 
sentatives are hopeful that the 
Board may rule differently because 
of its changed membership. 

In the recent hearing of Walker 
Motors (Ford), a motion was that 
NLRB stay compliance orders in 
this case, but the board took the 
position that it “would not disquali- 
fy itself at this time” in this case. 

* Ea ~ 

EANWHILE, an NLBEB trial 

examiner has recommended 
that George W. Browne, Inc., a 
former Chrysler - Plymouth dealer- 
ship in Milwaukee, pay $1,775 in 
back wages to Paul Rademacher, 
an officer in Local 174 of the CIO 
Auto Salesmens Union, who claimed 
he was fired for union activity. 

NLRB also ordered Browne to 











the law was only to cover new- 
car sales. He contends that coun- 
ty clerks are trying to read some- | 
thing into the law that it does | 
not contain. 

The law, which went into effect | 
June 17, is expected to slow down | 
further Kentucky car sales which | 
have been lagging for several | 
months. | 

Claiming that the law is throw- | 
ing a great deal of work on the| 
county clerks with no extra com- 
pensation, the Kentucky County | 
Clerks Assn. is expected to file a| 
suit in Circuit Court, questioning 
the constitutionality of the act. 

Ullrich said KADA will “co- | 
operate fully” with the clerks in | 
the suit. 

H. C. Rouse, general manager of | 
Hull-Dobbs (Ford), told the Louis- | 
ville Courier Journal, “Our business 
has been off 75 percent since the 
| law took effect.” 

Said J. A. Dishman, president of 
Tri-City Olds, “I think it’s throw- 
| ing quite a burden on the automo- 
bile dealer to make him help collect 
taxes.” 
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reemploy Rademacher, but the 
dealership has since gone out of 
business, and Rademacher is now 
employed by another Milwaukee 
dealer. The back pay was for a 
period from Sept. 30, 1952, to June 
1, 1953. 


In St. Louis, members of the AFL 


dealers did not immediately reply 
| to this offer. 

| They have stated that reduced 
| profits prevent them from making 
| any wage increases. Union leaders 
described their latest offer as a 
“last-straw” gesture. 

+ * “. 


ON THE national labor scene, 
most of the attention last week 
was fastened on the steel negotia- 
tions which, many observers be- 
lieve, will establish the national 
pattern for contract improvements 
this year. 





Machinists and the AFL Teamsters | 


have voted down dealers’ offer to|. 


sign a new contract with no pay| 
raise, and officers of the two unions 
now have offered to bargain in- 
dividually with the dealers. The 


Last week the talks appeared to 
bog down when David J. McDonald, 


president of the CIO Steelworkers, 
flatly refused the first offer by U.S. 
Steel Corp., which union men esti- 


— 


| mated would increase the firm’s 
labor costs by 4% cents an hour, 
The union said the offer consi:ted 
| mostly of “meager improvements” 
jin the pension and insurance jro- 
| grams, 

Some observers are predicting 
that final outcome of the taiks 
will be a “package of wage and 
fringe increases,” totaling about 
10 cents an hour. 

The steelworkers, whose contract 
|expires Wednesday (June 30), say 
they never have worked without a 
contract, but the possibility of a 
strike was causing little concern, 
principally because of the inven- 
| tory-jammed pipelines in most 
durable-goods industries. 














CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10¢ PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Ad 
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use of a box number, in care 
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WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 








Kindly Acknowledge 


oan 


department enjoys 


which this 


AUTOMOTIVE NEWS 


HELP WANTED 


HELP WANTED — WANTED: sales man- 
ager for 1,000 plus Ford dealership in 
midsouthern city. Must be able to take 
complete control of new and used cars 
and trucks. Volume and profit minded, 
aggressive and enthusiastic. Prefer mar- 
ried man under 40 years of age. Salary 
and percent of profits—possible financial 
interest to right man. Write, giving full 
particulars of experience, references, and 
photograph. Box 3900, c/o Automotive 
News, Detroit 26. 


SALES MANAGER FOR northeastern In- 
diana, Chevrolet dealership. Married man 
who would like to make his home in a 
town of 16,000 with good surrounding 
farming area. Thoroughly versed all 
phases of new and used car sales. Able 
to train and develop salesmen with 
knowledge of all departments of business. 
Submit full personal and business his- 
tory. Box 3898, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER—Ambitious, anxious 
for opportunity to heal ailing service de- | 
partment. Presently doing one thousand 
monthly. Should be three thousand plus. 
Great opportunity for right man. Central 
New York Chevrolet dealer. Population 
fifteen thousand. Box 3861, ¢70 Automo- 
tive News, Detroit 26. 








HELP WANTED 


POSITION WANTED 





AUTOMOBILE SALES MANAGER. Excep- | 
tional opportunity for young, aggressive 
sales manager for one of New Jersey’s| 
largest Ford dealerships. Salary and per- 
centage of net profit — no investment. 
Must be in good health and neat ap- 
pearance. Must know how to operate z 

volume operation. All replies strictly con- 

fidential. Box 3899, c/o Automotive News, 

Detroit 26. 








GENERAL MANAGER. Presently employed 
- in two ‘“‘Big 3’’ dealerships moving 1500 
units annually. Strong background sales, 
business management, parts, service. Top 
references. Desire to become associated 
with volume ‘‘Big 2’’ dealership on salary 
and percent of net profit basis. Prefer 
New England, middle Atlantic states but 
will locate wherever opportunity lies. 
Married, 34 years old, college graduate. 
Box 3884, c/o Automotive News, De- 


troit 26. 
SERVICE MANAGER — Aggressive exec- 


utive type. Twelve years service and 
parts department experience. Can handle 
all phases service operation. Desires im- 
mediate and permanent position. 222 N. 
San Antonio, Apt. 5, Ontario, Calif. 


USED CAR MANAGER. 15 years’ experi- 
ence. Hard worker, sober and reliable; 
volume producer; good references. Prefer 
a good location in the south or middle 
west. Box 3910, c/o Automotive News, 
Detroit 26. 


ONE EXPERIENCED DEALER 


One of the "Big 


who has owned 


3" needs a man 


and operated a 


volume automobile dealership— 


successfully. We shall, of course, 


hold in confide 


nce all inquiries 


concerning this executive oppor- 


tunity. 


Box 


c/o Automotive 





3912, 
News, Detroit 26 


FORMER PONTIAC - INTERNATIONAL 
dealer for past five years. Service man- 
ager for large GM dealers, U.S.A. and 
overseas, for several years. Good tech- 
nical education, started as apprentice 
auto mechanic in 1925. 43 years old, fam- 
ily man with very good references from 
GM and others. Seeks position in sales 
management or service. Leo Wells, P. O. 
Box 569, Loveland, Colo. 





NEED A MAN with 20 years’ dealership 
experience? Capable of assuming entire 
charge of office with its credit and col- 
lections, expense reduction problems plus 
closer supervision through daily operat- 
ing control safeguards and/or assisting 
owner with management. Business ad- 
ministration education and Motors Hold- 
ing Corp. trained. Presently employed. 
Prefer Virginia or vicinity but will re- 
locate elsewhere. Box 3901, c/o Automo- 
tive News, Detroit 26. 





AUDITOR, FORMERLY STAFF national 
CPA firms—familiar Ford, GM, Stokes 
methods, desires position accountant-office 
manager. Age 52, single, relocate. Box 
3909, c/o Automotive News, Detroit 26. 


GENERAL MANAGER — Age 35 years, 
married, 2 children. Associated with a 
leading dealer for a number of years. 
Know all phases of management and 
financing. Will produce high profits from 
low investment. Prefer commission and 
full management control. Box 3894, c/o 
Automotive News, Detroit 26. 


SERVICE OR GENERAL manager. Exec- 
utive, volume operator. Capable. Service. 
Sales. Owners relations. Personnel. De- 
veloping. Forget your troubles my con- 
trol. Available soon. References. Box 
3866, c/o Automotive News, Detroit 26. 


DEALERSHIPS AVAILABLE 
HELP! HELP! HELP! Due to heart at- 
tack, I have to get out. No choice and 
soon. My loss is your gain. Over $50,000 
in assets going for the low-low price of 
only $19,500. Terms if desired and will 
take anything of value instead of all 
cash. This is a real fine opportunity. 
Agency, handling Studebaker, in small 
northeast Ohio town next to a large town. 
Trading area over 600,000 people. Every- 
thing included to do business with. All 
you have to do is come in and take off 
your hat and it will operate as in the 
past. Write Box 3904, c/o Automotive 
News, Detroit 26 today. Help! Help! Help! 


DEALERSHIP HANDLING OLDSMOBILE, 
in aggressive midwest city of 35,000, for 
sale. 150-200 car contract. Good lease on 
modern building and beautiful used car 
lot. Dealer established business twenty 
years ago. Wishes to retire. Made his 
money in the business and not from 
sidelines. Box 3905, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING FORD. Rich 
agricultural area on highway 20. Volume 
1953—-$278,803. Net profit $19,486. Lease 
modern building and equipment 7 years 
old. Purchase only bins, signs and parts 
—about $12,000. Dissolving partnership. 
Moville Motor Co., Moville, Iowa. 





AUTO DEALERSHIP. A going business 
with good parts and service sales. This 
dealership, handling Studebaker, can be 
had at a real low figure—small amount 
of cash will handle. Contact George De- 
Ment, George DeMent Motors, Inc., 2015 
Ave. E. Ensley, Birmingham, Ala. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS' READERS 
Automotive News will not divulge the 


name of any classified advertiser using 2 
box number. For our readers who wish to 
protect their identity when answering box 


number ads, we suggest you send your 
replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 
letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 
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DEALERSHIPS AVAILABLE 


sOUTH FLORIDA DEALERSHIP avail- 
able handling Chrysler-Plymouth. Single 
peint. Sixteen years’ successful operation 
by present owner. Inventory or book 
vaiue. Satisfactory lease with used car 
lot adjoining on main street and high- 

wey. Population 6,500. Box 3870, c/o 

Automotive News, Detroit 26. 

@NERAL MOTORS DEALERSHIP in 
southern California beach town—averag- 
ing $75,000 per month. Priced to sell. 
Wonderful place to live. Box 3906, c/o 
Automotive News, Detroit 26. 

DEALERSHIP HANDLING PONTIAC in 
Wisconsin - 300 car potential. Trading 
area 100,000. Excellent location and lay- 
out on Main Street including adjoining 
used car lot. No receivables or used cars 
to buy. Approximately $35,000 will 
handle. Box 3911, c/o Automotive News, 
Detroit 26. 

CALIFORNIA AGENCY handling GM dual. 
Located in one of the richest, productive 
agricultural areas in the state. Inventory 
only. Jack L. Davis, 530 E. Main, 
Visalia, Calif. 


DEALERSHIP HANDLING Chevrolet and 
Oldsmobile in eastern Penn. community 
of 5,000. Complete modern building and 
equipment. Experienced staff. Excellent 
used car facilities. 1953 volume over 100 
units. No used cars or receivables to 
buy. Selling to handle larger deal. 
3872, c/o Automotive News, Detroit 26. 


THE WEST IS THE BEST! 


Los Angeles metropolitan—100% loca- 
tion and 100% trading area. Com- 
plete new car agency facilities for 
choice of Studebaker, Nash, Packard 
or Kaiser-Willys. 

FREE RENT (until 1955 models) 


Why not start now to do business in 
America's fastest growing city? Why 
not settle in America's most comfort- 
able climate? This is an opportunity. 
for further information, pictures, floor 
plans, etc. write or wire. 


E. J. GREENWALD, Owner, 


907 Shenandoah St., Los Angeles 35. 





DEALERSHIP A VAILA BLE handling 
Dodge-Plymouth. Within 75 miles of New 
York. 100 car potential. Small parts in- 
ventory and equipment at book value; on 
lease; cheap rent; no real estate; with or 
without used cars; owner wants bigger 
deal. All correspondence confidential and 
will be answered. Write Box 3907, c/o 
Automotive News, Detroit 26. 


AGENCY HANDLING CHRYSLER-Plym- 
outh. U.S. Route 13; southern Md.; 
farming and industrial community; estab- 
lished 1927. Grossed 1953 — $170,894. 
Showroom and display for used cars. 
Good service garage. Rent $150; long 
lease. Will sacrifice complete including 
$14,000 new parts inventory for $25,000. 
Rendlog Sales Co., 1775 Broadway, New 
York City. 





DEALERSHIP HANDLING Chrysler-Plym- | 
in richest | 


outh. 75-100 cars. Located 
county per capita in U.S. Excellent fa- 
cilities; very small investment required. 
Box 3889, c/o Automotive News, Detroit 
26. 

TWENTY YEAR ESTABLISHED dealer- 
ship handling DeSoto-Plymouth. Excel- 
lent location. Factory approval could be 
obtained. 75 cars sold annually. De- 
Pumpo’s, Waverly, New York. 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult o Specialist 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 





AUTO & TRUCK AGENCY, handling 
Chevrolet, eastern Md. With completely 
equipped service garage and other build- 
ings; large used car lot; gross $250,000; 
good profit. Asking complete including 
$16,000 new parts — $50,000. Rendlog 
Sales Co., 1775 Broadway, New York 
City. 


WONDERFUL OPPORTUNITY for young 
or middle aged man to own business. 
Well established franchise handling 
Dodge-Plymouth. Chicago suburban city 
50,000 population. Annual sales exceed 
$1,000,000. Selling parts, equipment, 
furniture and fixtures costing over $60.- 
000 for $28,500. Attractive lease on build- 
ing and lot. Box 3890, c/o Automotive 
News, Detroit 26. 





DEALERSHIPS WANTED 
CADILLAC-OLDS or Cadillac-Pontiac dual 
for 100-200 units. Florida, North Caro- 
lina or Virginia. Qualified buyer. Many 
years’ experience. Cash. Factory ap- 
proval. Strictly confidential. Box 3902, 

c/o Automotive News, Detroit 26. 


FORD OR CHEVROLET DEALERSHIP; 
200 unit franchise. Wanted by young, 
former dealer. Adequate capital; factory 
approved; consider working interest. Will 





pay premium for desirable location. All 
replies in strict confidence. P.O. Box 
488, Phone 784J, Pascagoula, Miss. 





CHEVROLET-BUICK-OLDS or GM dual. 
150 to 200 units. Within 100 miles of 
Detroit. Factory approval assured. All 
replies strictly confidential. Box 3903, c/o 
Automotive News, Detroit 26. 


CHEVROLET — 200-350 units. Must have 
g00d, growing potential. Am approved, 
experienced individual. Strictly confiden- 
tial. Box 3895, c/o Automotive News, 
Detroit 26. 





IN OR AROUND METROPOLITAN 
NEW YORK AREA 


Ford or General Motors Dealership. 300 
to 500 car deal. Factory approval assured. 
Experienced, aggressive operator wants to 
discuss outright purchase or long range 
terms. Box 3913, c/o Automotive News, 
Detroit 26. 
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BUSINESS OPPORTUNITIES 


LEASING BUSINESS FOR SALE. Ford 
autos and trucks, approximately 300 
units, leased to reputable customers with 
headquarters in southern city. Excellent 
opportunity for national concern to open 
branch office. Wonderful prospects on file. 
Good reasons for selling. Write Box 3908, 
c/o Automotive News, Detroit 26. 





ex or WANTED 
$10,000 to $50,000 annual profits with 
WITE-WALL FOR BLACK TIRES 
Nationally advertised at $12 per set installed 
on dealers’ premises. Genuine white rubber 
laminated to black tires in just a few min- 
utes. No wheels or tires to remove. Wash or 
steam clean with any soap-detergent. Will 
not crack, chip or peel. Puncture protected, 
blowout safe. Write, wire, cali— 
WITE-WALL INCORPORATED 
742 Taylor St. Chicago 7, Ill. 
Phone SEaley 8-1739 





DEALER SERVICES 


TALBOT’S INVENTORY SERVICE, 124 
8S. Woodward, Birmingham, Mich., Mid- 
west 4-5355. 





Why Give Away All of Your 
Profits in Over-Allowances!!! 


Use the successful Drew system of 
OVER-ALLOWANCE CONTROL 


$12.50 


DEALER MANAGEMENT 
SERVICE 


Box 1622 Oakland, Calif. 








INVENTORY SERVICE 


Parts and Accessories 
@ CERTIFIED REPORTS @ 
Get the facts now — find out if you are in 
shape for ‘54. Obsolescence and shortages 
can kill profits so don't wait for the year end 
to learn how this department is operating. 


Dealers say our analysis and testing of 
procedures alone worth cost of inventory 


Full time experts. No pick-up part time help. 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 








INVENTORY SERVICE 
PARTS, ACCESSORIES & EQUIPMENT 
MODEL, YEAR & OBSOLESCENCE REPORTS 
Fast service rendered 
Call or write for details 
. wena Cco., INC. 
1916 E. 79th S Chicago 49, Ill. 


ESse 
1380 Penobscot Bids. Detroit 26, Mich. 
WOodward 2-8242 








WEST VIRGINIA 
STATEWIDE ADJUSTMENT SERVICE 
501 United Carbon Bidg., Charleston, W.Va., 
Phone 2-0042. We are professional adjusters. 
serving the auto dealers, banks, finance and 








insurance companies only. Daily coverage, 100 
miles of Charleston. Reasonable rates. Re- 
possessions, collections, chattel recoveries, | 
| adjustments. Licensed and bonded to state 
| of West Virginia. Reference: West Virginia 
Bankers Association. 

GM DEALERS 

STOP A.F.A. LOSSES 


Our booklet explains a simple, time saving 
method of accurately handling A.F.A.'s. 


$5.00 postpaid 
A.F.A., BOX 113, NEWTOWN, OHIO 





CARS FOR SALE 





ATTENTION DEALERS ! ! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1950-1951 
Plymouths — Fords — Chevrolets 


1 to 500 


MORRIS FREEDMAN 
S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 








DEALERS SAY 
Our greatest doliar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 
Oldest in the Mid-West 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 
OPEN ALL NIGHT MONDAY 
Phone E 1254 Phone E 5209 


324 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 





SHERWOOD 7-1700 | 


CARS FOR SALE 


1930 HUPMOBILE SEDAN, 8 cylinder, 4- 
door, 7 passenger. Very good condition. 
Actual mileage, 48,400. Make offer. In- 
quiries answered. Thomas A. Keefe, R.D. 
1, Latrobe, Pa. 


REPOSSESSED CARS at wholesale prices. 
New York dealer having connections in 
buying repossessed cars would like to 
contact out of town dealers who may be 
interested at wholesale prices. Box 3897, 

c/o Automotive News, Detroit 26. 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1953 Chevrolets, Fords and 
| Plymouths in all body styles. These cars 
can be delivered to your door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 
229 S$. Hanson St. Philadelphia, Pa. 


1. E. Spatig, Used Car Manager 
Sherwood 8-1500 


AUTO AUCTION 
TIM ANSPACH 


"Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


|] EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


SYRACUSE AUTO AUCTION 
(for dealers only) 

— at noon 

s and titles 

| Located on U. S. Route 11, 3% miles south 

of Syracuse suburbs, 2'/, miles north of junction 

of Routes 20 and ti (Greyhound bus service). 
Auctioneer: A. V. Zogg, Jr. 
Irving C. Mondore, Owner 


a 
ti 








GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich. 


EVERY TUESDAY 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
"Michigan's Best'’ 
Phone: ARdmore 6-4720 








CARS WANTED 


OLDSMOBILES 
WANTED 


Wanted — 100 new, 1954 Oldsmobile 
98 sedans and Cadillacs, preferably 
Also 98 Holidays, 


with Frigidaire. 
super and 88 sedans. We transport. 
Call or wire immediately. 


Don Pierson—Olds Cadillac Co. 
Eastland, Texas 





PARTS FOR SALE 





i 


ONE SOURCE FOR 
GM & UMS PARTS 


JOBBER DISCOUNTS 
as high as 50% on 
UMS parts 


DISCOUNTS INCREASED 
ON BUICK PARTS 
60%, 

(Example: Buick Muffler lists at 
$10.00. Your cost only $4.69) 


Send For FREE CATALOG. One day serv- 
ice. Special cash allowance on Phone 
Orders. All Shipments C.O.D. 


GORDON BUICK 


(formerly Robertson Buick) | 





1000 S$. Wabash Ave. Chicago 5, Ill. 
WaAbash 2-1030 


REBUILT AND BLOCK tested engines— 

Plymouth, Dodge, DeSoto, Chevrolet, 
| Ford, Mercury. Crankshaft grinding. 
Competitive prices. Sharp Manufacturing 
Co., Nelsonville, Ohio. 


TIRES FOR SALE 


TIRES—NEW FACTORY SECONDS. Black 
and white sidewall. Truck and passenger. 
Morrie Bloom, P. O. Box 193, Mansfield 
3, Ohio. 











Attention—Used Car Managers 
Make your used cars easier to sell with good 


| used tires, 10,000 matched pets of used per 

fect Goodyear, Firestone, U.S. Royal, Good 

| rich at 75% off list 
600x16 caae 710x153 $6.26 
640x15 $5.39 760x15 $6.85 
670x15 $5.65 800x115 $7.53 


820x15 $7.85 
Original tread design deepened, clean, free 
any repairs also large quantities of army 
surplus used truck tries at low prices. 
ALLIED TIRE SALES 
Broadway and Atlantic Ave. Camden, N. J. 














TRUCKS FOR SALE 


AUTO TRANSPORT—1952 Chevrolet trac- 
tor and mechanical handling system 
trailer. Air brakes, new motor, 2-speed 
axle, saddle tanks, 90% new tires. Posi- 
tively clean and perfect. Been hauling 
Packards. Will lease or sell for $2,695. 
8. T. Bass, Box 1748, Phone 3-3586, 
Shreveport, La. 


PARTS PANEL FOR SALE — Cheap. 
Mounted on F-600 Coe. Poteau Motor 
Co., Poteau, Okla. 


BUSES FOR SALE 








New & Used School Buses 


For Immediate ee? 
1950 White Wayne, 60 passen or.” 1949 GMC 
Oneida, 60 passenger; 1953 ord B-700 Su- 
perior, 60 passenger; 1953 Ford B-750—Su- 
perior 60 passenger; 1952 Int. Wayne, 54 
passenger; 1950 Mack- Superior, 60 passenger. 
National Bus Sales Co., Inc. 


101 N. 33rd St. Philadelphia 4, Pa. 
Phone BA 2-7605 








SCHOOL BUSES FOR SALE 


Immediate delivery 1954 models 
International, 54 passenger 
Chevrolet, 54 passenger 
Ford, 54 passenger 
TRANSIT SALES & SERVICE, INC. 

23 South Street Danbury, Conn. 








SHOP EQUIPMENT FOR SALE 


BEAR TRUCK FRAME machine complete; 
Bear wheel straightener; 


ment; 


top loaded or sell 
Miller, 507 Hanshaw Road, Ithaca, 
Phone 4-3768. 


ANTIQUE CARS FOR SALE 


1915 FORD TOURING car. Extra fine run- 
ning condition, looks like new. Best offer. 
Stamler Motors, Mercersburg, Pa. 


1925 CHANDLER ROADSTER, excellent 
condition —- $300. Cartwright Motors, 
Elgin, Ill. 


ANTIQUE CARS WANTED 


N. Y. 





STUTZ BEARCAT WANTED 


Wanted—4 cylinder, two passenger Stutz 
Bearcat roadster. Please give full infor- 


mation—year, condition, equipment, price, 
etc. 


H. P. HARMON 


Rm. 410—7310 Woodward Ave.—Detroit, Mich. 
Phone TR 2-5603 











MISCELLANEOUS 


REPLACEMENT AUTO HEADLINERS— 
$12.50. Replacement body cloths. 3-ply 
convertible tops—$18.95. Order today! 24 
hour service. Boston Big Buck Products, 
278 Cambridge St., Boston, Mass. 


ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


EASTERN DRIVERS 
AVAILABLE 


Have immediately available, 25 
responsible individuals, now re- 
siding in Chicago and leaving 
city, who will pick up your car 
in Chicago and deliver it to you 
in any of the following commu- 


nities: San Diego; Los Angeles; 
San Francisco; Portland, Oregon; 
Seattle, Washington; Anchorage, 
Alaska. 


Write Assistant Personnel Mgr. 


Otis Clark Company 


110 S. Dearborn St. Chicago, Ill. 
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MISCELLANEOUS 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 
Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW ® GUIDE 


and 


BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 
Cannot Be Matched 
At Any Price 


Write Today For . 
Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 




























QUICK-TOW 
to-Bumper Tow 
TRI-KING 3-Point Hook- 

Up Intra-State Tow Bar... 


























Automatic Braking 
$ 45 LESS 
ONLY ..°51 
Meets 1.C.C. Strength Requirements 
COMPLETE with 
Guide Cables and 
Meets ALL 1.C.C. Requirements! 
—SPECIAL— 
Carrying Bags........$1.00, $2.00 & $3.50 
SAFETY CHAINS, set of 2, only....$2.50 
CASE with Wheels & Handles SU 3.95 
(Add 55c for Padiock with 2 keys) 
$42.50 
WE STOCK ALL MAKES 
FOR AUTOMOBILES and TRUCKS 
TOW BAR SALES CO. 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


With BRAKE HOOK-UP 
o ~ 
$ 45 
BRAKE HOOK-UP .......... 61 
Protecto Covers (Tailor Made)...... $6.95 
STEEL (Tow Bar) CARRYING 
$19.50 

TOWING EQUIPMENT and PARTS 

Exclusive Factory Distributors 
40 So. Clinton St., Chicago 6, Ill. 









For Quick Results 
Use Automotive News 
WANT ADS 
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New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [_] 


for which check is attached [[] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


SOPOT E ED eee ewes eeeee 
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Street Address.... 


Gs i Akenas oeecoicnccancesdencsacacawseeseak Mae esesieces ee 


TRADE CONNECTION: 
Truck Dealer [] 


Car Dealer [] 
Jobber [] Insurance [] 
Mahe BF Ghee scccccccee Sane ae 


eee eee eee eee eee eee eee eee eee ee 


or Two Years $14 [] 


Zone No...... 


Manufacturer [] 


Financial [) Supplier [] 
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